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Columbus Bolt Works, 


Columbus, O 
Bolts, 
Nuts, 
Washers, 
Turn 
Buckles, 


Bridge and Roof Rods 


wu BOlts 


BiAGe aE FoRaINGs, CATALOGUE 



















Pure AspHAcT ROOFING 


Never Dries Out or Cracks. Piatet Brant Tarred Ready Resfing, Sieters: Fev. 


J. L. PeaaInS & CO., 235 Lake St., CHICAGO 


Never Will 
Leak 


American Seal Elastic Oil 
eement will not get hard—always 
: 9 — ic. eee 
s in any roof—old or new, and will wear 
for hom = up toe veut now and stop ‘the leakage—in 
money and roof. 

Use it on new work for jointing and ’round your 
skylights—follow it with a coat of American Seal f 
Paint—the best made—and the top of your house is safe 
for years. Prices for the asking. 

THE WM. CONNORS PAINT MFG, CO., 
TROY, NEW aie 


Det ke | Siackbett Supply Cou tba ta 496 SLs Be SI. Leale. 









































TINNERS FIND ATLAS BOLT & SCREW CO. 
EMPLOYMENT CLEVELAND, 0. 
By advertising and using 
THE POWERS AUTOMATIC 
CHIMNEY TOPS 
They make chim 
CRS® alae och ey 
eck ‘end afte 
yo sy profit 
. ne Sold by Hard- 
sists nee 
Made only by 
POWERS 
BROS. 
STREATOR, ILL. 
Tuscuttreeto | We make a full lineof 
Stove Bolts, Stove Rods, 
Machine Screws, 
BURTON'S areud Wires 
Fuel Economizer Rivets, Special Bolts, 
Mica Bolts, 
A hed | 
oun, anal en ae Cold Pressed Nuts. 
radiates more heat than 
any other stove pipe at- 
tachment. 
AN EBASY SELLER. Cr ving — to —o— business —. 
Assertion Badend to without— advertising—is—tike— 
Guarantee. winking—at—-a—-gir1—-in—the— 
W.J.BURTON &CO. |] dark;—you—know-—what—you—are 
’ iM. . 
" DETROIT, MIC ‘oi but—-nobody —else—does 














Black Diamond Files and Rasps. 


PERFECT—ALWAYS 





Cwelve <P tm, At 
Medals International 
Awarded Expositions. 


Cc. & H. BARNETT CoO., 


Biack Diamond File Works, PHILADELPHIA, PA. 





THIS SPACE FOR SALE 
Inquire of Owner 
Daniel Stern, 69 Dearborn St. 
CHICAGO. 


Nicholson File Co. 


GENERAL OFFICES: PROVIDENCE, R. L, U.S.A. 


Manufacturers of 


a ISS 
FILES=RASPS 


NICHOLSON, ARCADE, 





GREAT WESTERN, EAGLE, 





KEARNEY & FOOT, AMERICAN, -McCLELLAN, J. B. SMITH, eau MEDAL. 





GENEVA TOOL CO, Hand Agricultural Tools, 


CENEVA, 
OHIO. 





























A Postal Card from you will bring valuable, 
information in regard to the best, most comprehensive, 
strictly modern line of these goods. 

WRITE US TODAY. 


rentort,toriee, | = AMERICAN RADIATOR (COMPANY 


i 
ee eee kant. Lake and Dearborn Sts., CHICAGO. 


THE SCARCITY OF COAL | | “Defender” ss Boiler 
For Steam and Hot Water Heating Surface 
makes the householder’s heating problem doubly hard to solve this season. — 1 ~ te Se 


We want to have you send to us and let us tell you how Kewanee Boiler Company Kewanee. Ill 
‘ . o 


The ‘ Columbia” 167 E. LAKE ST., CHICAGO, 


OUR NEW PORTABLE BOILER 


Actually Will Save One-Quarter of Your Fuel Bill, while giving 
you the most perfect comfort you have ever enjoyed. This boiler has been 
thoroughly tested and found to be perfect in every respect. 


"ome BOILER WORKS, Geneva, N. Y. 


JOHN S. KANE, 91 DEARBORN STREET, CHICAGO. “THE ILLINOIS 39 


METALLIC SKYLICHTS 


MAYER & COMPANY pre known in every State, Have stood the eet 
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Complete Skylight, Cornice and Finial Cata- 
free. We are prepared to furnish 


l ribbed skylight glass at very reasonable prices. 
; J. H. JONES, Mfr., 

| Lock Box 33. STREATOR, ILL. 
The Champion Hot 


Water Combination 
Heaters : 














They Fit Any 


“Eagle” Brand Copper Rivets and Burrs | “F:--% 


STANDARD FOR QUALITY. (Lake Superior Copper.) ee Tn ciel 
—MANUFACTURED BY— used without ring = 


THE PLUME @ ATWOOD MFG. CO.,|"“~ 


29 Murray St..NEW YORK 196 Lake St., CHICAGO, ILL. 


FAUCETS.) =". 


B from 100 to 700 square feet radiation capacity. 
eer Will heat those cold rooms or an addition to the 





Ring Section 


















— buflding. Will increase the capacity of any furnace. 

Milk Can Be oe 

Oil Can FRANK D. STOLZ 

poner — I cree 115 Leake Street CHICAGO, ILL. 

Crenm Separator, RUFUS SLOTHOWER, Shulls- 
bay whe = aad Styles. burg, Wis., writes: “1 consider 


ls of inestimable value 
Tue CLARK NOVELTY CO. = Srey se iinet can afford 
ROCHESTER. N. Y. to be without The American Arti- 

san.”” 





COMMON 
% in. OPENINGS. 





















“ROME” 
NICKEL PLATED COPPER WARE 


Tea Kettles, Range Kettles, Tea and Coffee Pots, Wash Boilers, Etc. 


ROME MANUFACTURING COMPANY, ROME, N. Y. 
WRITE US FOR PRICES. Address Department A. 
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THE KLEAN KOOL KITCHEN KIND 
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“QUICK MEAL” BLUE FLAME 


WICKLESS OIL STOVES 


With their new burners and improved valves, are simple, dur- 
able, easy to understand and regulate. Their drip cups are 
stamped out of one piece of heavy brass. Their perforated 
burner drums are also stamped out of one piece of heavy steel. 
This makes them strong and durable and leaves no creases 
for the dirt to gather in. 

“QUICK MEAL” Blue Flame Oil Stoves have only one 
valve for each burner, which makes it easy to clean and un- 
derstand. The Outside Oil Tank is made of Polished Brass 
and is larger than the Inside Tank and prevents any possible 
chance of an overflow. 

You will sell the best when you sell the “QUICK MEAL.” 


RINGEN STOVE CO. 2: 


- LOUIS 













Le. nk eee 
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The Past Te 
Has Pre 


Cole’s Or 
Hot BI 


\ The Best Stove i 
for All Kinds 











Shows 122 Line. 





It burns the gas half of this fuel ted with . 
see eee At ne | ens Sale 





Makes a ton of the cheapest soft coal or lignite . ° 
, equal to a $9.00 ton of hard coal. and Lign ite 


—— 








Has a greater positive radiating surface than . 
any $50.00 base burner made. With rc 


A perfect base heater without base flues. 





The deep fire-box gives the result of a magazine 


feed, making no change of fixtures neces- and Col 


sary. | 








— 


Cole’s Hot Blast is a magazine wood heater, as 2 
there is no door on the side to be pushed With W. 
open by sticks standing on end, and the 
body ean be filled full of wood, cobs or 
lighter fuel. 


The Hot Blast draft consumes the gases and and Lighter 








Shows 195, 205 and 245. prevents puffing. 


Burning the gas half of soft coal. 


Three Different Styles. Five Sizes. Every 


NO ADVANCE IN PRICES FOR 1903. Can you afi¢d to 
if the Agency for Cole’s Original Hot Blast Stoves andfole’s 
SOLD TO ONE DEALER IN EACH TOWN. 


~ COLE MANUFACTURING {0 


/ 
| 
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t Ten Years 
Proven 


Original 
Blast 


tove in the World 
<inds of Fuel 





Shows Nos, 195 205 245 
Shows 12D Line. 








Gives cleanliness and even heat day and night 


oft Coal, Slack with cheapest soft coal. 


Requires attention only once in eight hours and 
fire is never out. : 


i hite oal. Rooms heated for three hours each morning 
: 4 C with fuel supplied the night before. 





— 





—— 


1 Hard Coal 


Requires attention only morning and night. 


The Hot Blast draft consumes the deadly gases 
in hard coal and coke. 


ndioke. The most economical and the best hard coal 
al 





stove in every particular manufactured. 








it | W ood The absolutely Air-Tight construction and large 

steel radiating surface give Quick Heat, 
Great Economy, Steady Heat and make it 
possible to hold fire over night with dry 


Ag ter Fuel. wood or corn cobs. 





Shows Interior Construction, 


Eviry Stove Guaranteed to Stay Air-Tight Always. 











u afi¢d to continue selling Oaks or handle imitation stoves, 
; andfole’s Original Air-Tight Wood Stoves is open to you ? 
WRITE FOR 1903 PRICE LIST AT ONCE. 


OMPANY ciicago) 2. “TLLINoIs 








THE AMERICAN ARTISAN AND HARDWARE RECORD. 


The Improved Hero 


Is the Best for a COLD CLIMATE 


cate = = = = = ' 
a | -~ a 3s = —— . y Deep 
7, a ' 


Ash-Pit 


— 
ny 


rae ; ; ve 

oi 4} Grate-Bar 
4+ Shakes 
Separately 


No 
Cog- 

| \ a! Wheels 
= (a om 


§ _-- Attached 
<a to 





a 


iN 


Grate 


For Particulars Write to 


Chas. Smith Company 


122 Lake Street, CHICAGO 











7 
au 


THE AMERICAN ARTISAN AND HARDWARE RECORD. 

















1903 RELIABLE 1903 


VAPOR STOVE 
AND RANGES 


Need no introduction to the trade. 





They are too well and favorably 
known. They are not only the 
*KLEAN, KOOL KITCHEN KIND,” 





but also are better constructed, better 


finished, more durable, more uniform 








bakers and will use less gasoline than 
any other make of stove. We invite 
comparison with other makes. It 
will simply verify the above state- 


ments and prove 


Reliable 


Stoves and 


Ranges 


Superior to all others. 


THE LINE .. 
TO TIE TO. 


© @'s a 
x 


THE ORIGINAL STAMPED STEEL RANGE, 


1903 Catalogue now ready. Send for one. It cannot fail to interest you. 


MADE BY 


Che SCHNEIDER @ TRENKAMP CO. 


DIVISION OF THE AMERICAN STOVE CO. 


CLEVELAND. CHICAGO. SAN FRANCISCO. 








] 


























u 
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After Twelve Years 


ON THE MARKET IN WHICH IT HAS BEEN IN 
COMPETITION WITH FURNACES OF EVERY 
KIND AND STYLE THE bead betas beta betas betel 


AIR. BLAST 


Remains 


in the Lead 


In fact, our capacity has been 





quadrupled to supply the demand 
and dealers are advised to apply 


early for agency. We are pro- 





gressive and up-to-date and give 
our customers the latest furnace 
ideas. The Akron Air Blast, 
with its new front is the hand- 
somest furnace on the market. 
It is made in seven regular sizes 


and six sizes for low cellars. 





We have goods of interest besides this Old Reliable Furnace 
and advise d>alersto drop us @ line. 





So'id Comfort Furnace. 


1T BRINGS 
SOLID COMFORT 


in heating to every user. It 
is built on honor and sold on 
its merits ™~ * * * 





a= = = — 


Capacity 5,000 a year. 


May @ Fiebeger, Manirs., 


AKRON, OHIO. 


PAF ow eee we ww ON I OOP Uw www 
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AFTER ALL THERE’S 
NOTHING EQUALS 


THE “NEW PROCESS” 


VAPOR STOVE 


IT LIGHTS LIKE GAS 
The Klean, Kool Kitchen Kind 














The Simplest, Safest and Best 


GASOLINE STOVE 


When in Doubt Always Advise the 
“NEW PROCESS,” It’s Always Good 
Made by 


AMERICAN STOVE CO. 


The Standard Lighting Div., 


CLEVELAND, OHIO 
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White's 


Maxim 
Steel Bee 3 


WHITE’S MAXIM. 


White’s Model Steel ene and:Cooks 


Why 
Have 
Not 
No : 
ai Write 
Competition 
for 
at the 
Pr; Our 
rice 
Latest 
| Catalogue | 


WHITE’S MODEL. 


THOMAS WHITE 
’ STOVE COMPANY, 


QUINCY, - - ~ | ILLINOIS wee 
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A SOLID TRAIN OF GHARTER ss 


— 4 SS § CHARTER OAK | CHARTER OAK I CHARTER OAK ees - 
Ss _ STEEL RANGES. | RANGES _ _ STOVES. | be wc Pil Sai 77 


ss = — a ieee ss —o-as . As ~ 
Pe i ie 
































Shipping Car Viete ze z N { sh 


Xp ) * yi 
or NY ae 1 | 


CHARTER“ 
OAKS _. 


in different directions to various firms is an Every Day Occurance 












with us. 

Trains of Stoves of Mixed Grades for different points and firms 
have been shipped before. 

But this is the first instance on record of a long Solid train of 
Strictly Hish Grade Stoves and Ranges being shipped to one place and 
one firm. 


CHARTER OAKS 
ARE CONSTANTLY 
MAKING RECORDS 


THE LETTER BELOW CAME TO US THE TRAIN SHOWN ABOVE WENT TO THEM 


NEW ORLEANS, December 20, 1902. 
CHARTER OAK STOVE AND RANGE CO., 
St. Louis, Mo. 

We enclose specifications to complete our order given to your secretary, Mr. L. D. 
Vogel, for Fifteen Hundred Charter Oak Stoves and Steel Ranges. 

Please ship as prompt as possible, as the demand is good and we are out of 
some sizes. A. BALDWIN & CO., Limited. 

H. F. Baldwin, Treasurer. 


IF OUR CATALOGUE NO. 6 IS NOT IN YOUR POSSESSION 
AND YOU FEEL INTERESTED WE'LL BE PLEASED TO 
HAVE YOU WRITE FOR PARTICULARS REGARDING THE 
BEST SELLING LINE of STOVES and RANGES THAT are MADE. 


CHARTER OAK 
STOVE @ RANGE CO., 


ST. LOUIS, MO. 











12 THE AMERICAN ARTISAN AND HARDWARE RECORD 





















oe oe 
i Largest Line in 





HERE ARE A 


Please write for Cata 
Just out—54th Annu 


Immediate Shipment 





( 
‘ 
=e /} 
: ) 





King Economy Steel Range, with Reservoir, 
for Coal or W 


2 h 
2 (WE 


7? 











WE HAVE 25,000 
AND ARE MAKI 
THIS INSURING 












————— 


Derby Boonomy Steel Range, Reservoir and 
Closet, for Coal, 
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istle Stove Co., 


7, LLINOIS. 


lished is4s. 


e in the World. 
RE A FEW. 


ite for Catalogue— 
-54th Annual. 


ment Our Specialty. 








Clipper Economy Steel Range, for Coal or 


ood, 

































Cozy Economy Steel Cook , Ceal. 


YE COMPANY, Quincy, III. 


Kansas City and Minneapolis. 


Scorcher, Steel Box. 
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STOVES, RANGES 
and FURNACES 


H-.. an established reputation, and are 


so thoroughly known, need no introduc- 











tion to the Western Dealers, especially. We 
manufacture a line which is the most com- 
plete and up-to-date on the market to-day, 
containing in their make up the very best grade 
of material, and constructed by competent me- 
chanics. ‘These advantages, connected with the 
fact, that there is no stove or furnace for 
which there is not a special Sunshine Stove 
or Furnace meade, clearly accounts for the 














popularity of our line, and the increasing: vol- 


ume of orders over previous seasons. ‘The 








trade will be benefited by writing for our 


Catalogue and prices. 











JOHN KONTNY, 


153-159 South Jefferson Street, CHICAGO, ILL. 
WESTERN SALES AGENT. 


| Ghe READING STOVE WORKS—ORR, PAINTER @ CO. 


READING, PA. 
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NONE 
BETTER 


EVERY ONE IN USE IS A “SILENT SALESMAN” 
FOR THE LINE. 


Cinderella Stoves and Ranges 


ARE 








Business Builders. 


FEW AS 
GOOD 











Are just as happy as happy can be. 


He makes a fine profit on every sale, 
For Cinderella Stoves and Ranges never fail. 





. is our reward for making them right. 





‘ white man—of wanting the whole hide. 











| PITTSBURGH STOVE & 
RANGE C . PITTSBURGH, 


Western Agency: W. D. SAGER, 
38 to 40 Michigan Street, Chicago, III. 





These three little girls you will plainly see, 


There father is a stove dealer of great renown, 
He is the Cinderella Agent in Hustle Town. 


The constant and growing demand for CINDERELLA STOVES 


People will tell each other about a good thing. 


We also aim to make them a profitable line to the dealer— 
for we emulate the example of the Indian who is satisfied with 
a lock of hair, rather than follow the too common custom of the 




















THE SUN STOVE COMPANY 





DETROIT, . . MICHIGAN 


Manufacturers of 


SUN STOVES 


Gasoline, Oil and Gas Stoves, Ovens and Oil Heaters, 
Hot Blast, Smoke Consuming, Coal Heaters, 
Air-Tight Heaters for Wood, Gasoline Torches andLamps == 





from start to finish. 


As Easy in Lighting 4s gas. 


Explosions 


Safety Double Tanks. impossible. 

Warming Closet. The only real vapor 
stove warming closet on the market, which 
reaches a temperature of 125° with no extra 
consumption of fuel. 

We acknowledge no equal. We court com- 
parison. 

Our Junior Gasoline Stoves have the 
very best burner on the market—a two- 
valve all-brass burner; perfect in workin-. 





The Peerless Sun Gasoline Stoves Are Unique, having 
the only meritorious gasoline burner invented in recent years. 


Odorless in operation, haviug pure, clean and perfect blue flame 
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If you handle Good Steel 


Furnaces you will control 





the trade in your territory. 


Te QUARER 
STEEL 
"FURNACES 


Lead wherever introduced. 








N3ad0 O1 df idl) 


co: 


Write us for further particulars 
and write us to-day. 


Quaker Manufacturing Co, 


Successors to 


aa WINTON HEATING CO. 
odmammaniciis tobi CHIGAGO HEIGHTS, - — ILLINOIS, 


THE 


Monitor Furnaces 


Combination Heaters 


STAND FOR 


“The Best at a Reasonable Price.” 


$ 


Hin 
et || 
lA 
‘ a 4 
’ (& 
“wf 
Pr 
me, >) 
rye A oi 
-4 f 
j 
ps ie. 
Race. 
Ey 





po, 
rit) 


They are fitted with one piece Steel Bar 
Casing Rings. 

The full line is known under the name, 
‘*‘Monitor.”’ 

We do not make a series ‘‘C’’ or a ‘*Moni- 
tor Junior’’ to distinguish a cheap, feather- 
weight furnace from a heavy, well constructed, 
well made, well finished, up to date article. 

The accompanying cut is the pattern most 
generally used. We have other styles and many 
sizes, 

Our 1903 complete catalogue which illustra- 

* tes and describes the Monitor Heaters, also 
Registers, Furnace Pipe and Fittings. 


— = Teg th 
KEITH FURNACE CO., Des Moines, _— 
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ol There’s Only One Warm-Air Generator 














In Construction and Principle 


A KELSEY WARM AIR GENERATOR IS UNLIKE ANY 
OTHER HEATER IN EXISTENCE AND IS PATENTED. 


Some of Its Talking Points 
and Real Advantages: 


Weight andSHeating Surface double that of the ordinary 


utilized and because no heat is lost in the cellar or up 
the chimney; 


Warms air by a new method and enough for heat and 
ventilation; 


Controls and Forces the warm air to distant or exposed 
rooms; maintains an even temperature; is clean; easy to 
lars manage, and assure results equal to INDIRECT systems 
of steam or hot water heating, and has the prestige of 
thousands of users who are talking about the satisfactory 
results obtained with it. “ 


furnace; 
Saves Fuel because all the heat generated by the fire is 


) SIR EAKEPSEY © 
0, 22,000 in Use. 600 Dealers Selling. WAR MOAIREGENERATOR) 

















KELSEY HEATING CO. || COOK & VAN EVERA CO. 
Makers. SYRACUSE, N. Y. || Wstter, vents 38'Lake St., CHICAGO, ILL. 


“THE WINNER 


Down-Draft Stove 


A Fuel Saver. Burns One-Half 
Less Than Other Stoves. 




















IS, 


Ss 


99 





Be 
Fire-Pot at top of stove. Smoke-Pipe at base. 
Bar All heat is drawn to the floor. 
Fresh fuel being placed on top of fire, gas and 
me, smoke are drawn down through the fire to the base of 
the stove and consumed. 
ni= 
er- THE MEYER-NEVILLE-HARDWARE CO. 
ted, WHOLESALE—-HARDWARE-RETAIL 
MERIDIAN, MISS., 1-3-03. 
ost PECK-HAMMOND CO., Cincinnati, O, 
any Gentlemen:—Enclosed herewith we hand you 
check covering your invoice for like amount. 
We have given this stove a test at our own resi- 
tra- dei:ce and it is our opinion that you have the FIN- 
also EST STOVE ON THE MARKET, and it is our 


desire to have the exclusive sale in our section the 
coming season. Very truly yours, 
MEYER-NEVILLE HDWE. CO. 


The Peck-Hammond Co. 


la ~€ >paunuitee > Furnace and Stove Manufacturers. CINCINNATI, OHIO 
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PLEASANT HOME 
STEEL RANGES: 


For Soft Coal, Hard Coal or Wood. 



















E have given attention to every detail 
known to the Steel Range construction, 
and we believe we are safe when we claim 

the Pleasant Home Steel Ranges are as perfect 
as can be made. We guarantee them to give 
satisfaction in every particular. 


















The Range has Nickel 
Trimmings, which makes 
it very neat and attractive 
and is without a doubt as 
fine and as durable a 
Range as there is on the 
market. 


Write for prices. 
When you are in reed of an All-Cast Range, remember 


we make the most comple'e as well as one of the best 
lines of Cast Ranges on the market. 









The Western Stove Works 


Peoria, Illinois. 












THE ONLY GENUINE 


BOYNTON 
Heaters 


FURNACES, COMBINATION, HOT 
WATER AND STEAM. 
ALWAYS UP-TO-DATE. 


Reliable, Economical, Best Known, Easiest 
Handled. A Postal Will Bring Full and Definite 
Information. 



























—_ 
BOYNTON S STEEL DOME FURNACC 


207-209 Water St., New York 
147-149 Lake St, Chicago 
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WHICH WINS... 


in any contest such as a billiard match or a dog fight, a chess 
game or a six-day bicycle race—is it not the ‘‘best man?” 
In competition for placing furnaces between rival dealers, 
which wins 9 times out of 10—is it not the man who 
handles the best and most practical furnace? 


GILT EDGE 


LINE 


Are acknowledged to be the best furnaces. If you handle 
them does it not stand to reason that you will win in busi- 
ness competition where you would lose if you handle in- 
ferior goods? 


SCHWAB % SONS CO., 


MILWAUKEE, WIS. 











Portable Steam Boiler. 





Miueller 


Furnaces... Boilers 
BRING CUSTOMERS 


TO DEALERS HANDLING THIS LINE. 


tr. 


“h 
> 

=6 
* 
e 
- 
4 
‘ 


All Styles—For All Kinds of Fuel. 
Get Our Special Register Offer. 





EVERYTHING IN THE HEATING LINE. 





1 Mustior Furnace Go. 


191 REED STREET, - - MILWAUKEE, WIS. 








“The Goods Themselves” 


Are an unanswerable argument for the dealer to use in securing 
orders for 


Champion & Marquart Steel Ranges 


They possess every feature of genuine merit known to modern | 
steel range construction and have one feature found in no other 
tange on the market in the shape of an additional flue, which is be- 
low the main heating flue, and conducts the air through the ash pit 
to the combustion chamber. 


| 







Champion Steel Range Company [=== | 


CLEVELAND, OGUIO. 





° = 4 I FIN Y ADS. IN YOUR 1 
Oo. C. Jamison, Homer, IIl., writes : sxoddat Goad RerUnng MAPLE JOURNAL HAVE 
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SEVERE 
USAGE 


is the lot of most furnaces, and only 
a furnace that is made extra heavy 
throughout will stand it. 


The Crown Furnace 


Low Down Type—Made in 4 Sizes 








is such a furnace. It also has an 
extra. large amount of radiation for 
the size of the firepot used. This 
furnace can be cleaned with the 
greatest facility. 


SEND FOR CATALOGUE. 


MARCH-BROWNBACK STOVE CO., 
POTTSTOWN, PA. 


The Crown Low Down Warm Air Furnace. 


Go Boldly 


Mr. Dealer to the man who thinks of putting ina 
new furnace and tell him he can save half his coal 
billif he installs an Underfeed furnace. You 
will find this the way to make money in the fur- 
nace business. The cut shows a section through 
furnace and casing, showing feeding mechanism 
and rotary grate. Write for catalogue. 


Lhe Western... 
Furnace @ Foundry Co., 


1218 Harney St., Omaha, -Neb. 








© ALL STEEL ~ Is Absolutely 
Weir Furnace 
The Heaviest Steel Furnace Made. y 


Absolutely gas and dust tight. 
A great heat producer, but a fuel saver. 


MADE IN TWELVE SIZES. 


“The Handy Furnace Pipe” 


The saving of laborin putting it up realiy makes Handy Pipe. 
it the cheapest hot air pipe on the market. 


a 
{ 


MANUPACTURED BY 


Meyer FurnaceCo. 


* SEND FOR CATALOGUE. PEORIA, ILL. 


Weir Gas and Soot Consuming Furnace. 





| write: 
P ET E R Ss & H a RV E Y | “You may discontinue our help wanted advertise- 


ment. We have received several replies and have 


MANTENO, ILL. engaged one of the applicants.” 





ina 
coal 
You 
fur- 
ugh 
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lutely 
Safe 





THE BOSS OVEN 
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FURNACE 


Ohe 
MaNUFAcTURER's| Walworth 


Cost-book “should show ‘them, ‘in proportion, the most expensive Run 
castings item. 


is not the only bed feature. For instance, the patterns occupy 
moulding space that might be used to better advantage, and on 


more profitable work, ye. ° pave designed ~ perfected a ring, Comp any 
REDUCE DPD Cleveland, 


our cost of production bezend anticipation, and is correct in prac- Ohi 
tice. Write us at. once. e can quote prices that will convince. 10 


Can vou afford 


Mr, Dealer, to risk your business 
reputation by recommending 
cheap, inferior and unsatisfactory 
furnaces? Particularly as such a 
course is entirely unnecessary 
when you can secure an agency for 


Floral City Furnaces 


which are made with perfect cast- 
ings by skilled workmen under 
careful supervision. 


Monroe Foundry 
§ Furnace Zo. 


Monroe, Mich. 














For Gasoline, Gas or Oil Stoves 








— 


L. C. BURKETT, 


Waterloo, Iowa, 








writes: 
‘‘Please take out our 
ad. for a tinner in THE 
AMERICAN ARTISAN. 
‘‘We have had numer- 
ous replies and have 
engaged a tinner.’’ 


























Unequaled for Durability, Baking Qualities and Appearance. 


mecwtesest E, H. HUENEFELD ont otto 








t 

We make largest line of cook- 

ing and heating apparatus, 

cast cooks, cast ranges, steel 

, cooks, steel ranges, hotel out- 
8 fits, heating stoves, furnaces, 

hot water and steam heaters, 


Send for catal 


ogue. 
eee MILWAUKEE, WIS. 
























bo 
bo 


THE AMERICAN ARTISAN AND HARDWARE RECORD 


FREE SAMPLE = 10 DEALERS 


A TRIAL WILL CONVINCE YOU THAT 
OUR NEW POLISH IS THE FINEST 
YOU EVER USED AND YOU WILL 
WANT IT FOR YOUR SAMPLE STOVES 


Ask Your Jobber For 


BLACK KID STOVE POLISH 


PUT IN 5-LB. CANS FOR STOVE DEALERS. 


TRY A CASE 
AND 


DON’T PAY FOR IT iF not 
THE BEST YOU EVER USED 


 NICKELPLATESTOVEPOLISH CO CHICAGO 




























eg Wo . Ohe 

a — Faultless 
io Bp 4 Ma lleable 
Steel Range 


= STATE AGENCIES 
Gis desired with leading jobbers for 
Southern or far West territory. 






















4 

oe), Am!” COUNTY AGENCIES 
: desired with enterprising stove 
merchants East*of Missouri River. 










MORE MALLEABLE 
THAN OTHERS 









LESS BREAKABLUE 
THAN OTHERS . 


THE FAVLTLESS MANUFACTURING CO.,, “4:%:=" Chicago 


















NNN 2 LORE SIDED EE IE LL Os EC TN 
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NO LAUNDRY 


should be without that best of all laundry stoves 


THE RICHMON D 


It is the most dur- 
able laundry stove 
made and invariably 
gives satisfaction. 

Itis highly recom- 
mended wherever 























used, and is the best ~ to illustrate ~ 
seller in its partic- : 
P “4 your advertise- 4 
ular field. <a . 
“cay \. ments in your ~ 
end for our 
1903 CATALOGUE | local papers. 
and PRICES ALSO. wa A sheet of comic 
THE RICHMOND CO., Norwich, Conn. Sy advertising cuts a 
ase Parr Boe ag. eat eh erceet. su Petanous tag. sent on applica- 
Chica go St. Louis tion. \ 
Chicago Heater & Supply Co. Rumsey & Sikemetier. Ss 3 
th) These cuts are fur- i 
nished with catch- ¢ 
m lines showing their \ 
P ~ application to the J} 
The Torrid Zone Furnace hardware, stove and 
=> ™  tinners’ trades. 
will make you more money than many | 00 
others, <g 

First, because it gives your customer | && ADDRESS 

hk is easily set up and cased >> Daniet Stern, 
" ed. 

Third, it has points of merit that | @& 69 Dearborn St. 
others do not have to point out to the =~ CHICAGO. 
customer. 

Fourth, the price is right. We give 
you your choice between a castiron and 


hey brick lining at the same price. 





Air Furnaces and Combination Heaters. 


Lennox Manufacturing Company, 


Cor. 9th Ave. & Frederick St., MARSHALLTOWN, IOWA. 





| 
| 


Write for catalogue and prices on Hot | 








The New Schill Range! 

















The Most Modern and Possessing several special and 

novel features not found in any 
U p-to-Date Ra nge other line. It must be seen to be 
Made To-day Je Se Je]|| appreciated. % *% % ee ee & 


HE above cut shows range with flush reservoir and high closet, and front or pouch 
T feed, also draft door below pouch feed which can be opened to light fire, which is 

a most desirable feature. Another very desirable feature is our reservoir casing 
whicb is cast iron, and front of same is covered with sheet steel thus giving it the 
appearance of a steel front, saving labor in blacking. Right end of reservoir casing is 
handsomely ornamented. It has spring balance oven door, ventilated oven, extra 
large ash pan, screw draft plate, very handsomely nickeled and is decidedly the latest 
jin stove construction. 


THE SCHILL BROS. CO., Crestline, 0. 


TheNelson & Bouquet Hardware Co., Minneapolis, Minn., Northwest'n Agts. 


J. C. Siicaes. 1547 Wazee Sreet, Denver, Colo. 
H. A. Potter, 35 New Montgomery Street, San Francisco, Cal. 


Chas. H, Greene, 5085 Fairmount Avenue, St. Louis, Mo. 


ap 
—— 


Saye 
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TIS A CINCH 


THe 


MUELLER 


WALL 
REGISTER 


: SKIN ALL OTHERS IN = 
§ SIMPLICITY, DURABILITY, EASE 
~~ OF INSTALLATION, — 
CAPACITY AND ORNAMENTATION = 
Its Superior Points are Too = 
Numerous to Mention. 
A Sample will Demonstrate This. 


To Seen, Push Grille at Top. WRITE FOR PRICES. To Close, Push Grille at Bottom. 


LL. J. iVUELLER FURNACE CoO. 


ESTABLISHED ies7. 


ist REED STREET. MILWAUKEE, WIS. 











THE JONES = | RO essere 


All Sizes—All Styles of Finish. 


Site Wal | [Em 


Register 


differs from other registers 
inasmuch as a DOUBLE 
REGISTER BOX,a ven- 
tilator and a deflector are 
included with the register. 
They have 50 per cent more 
capacity than others. Cost 
less and are more practical. 
Manufactured by 


U.S. Register Co., Ltd, |) | MERRY & SCHEBLE C0. 


6-8-10 Long Street, 
64 East State St. CLEVELAND, 0. 


_] BATTLE CREEK, MICH. 


M. BRUCKER, 


Menufacturer and Jobber of 



































H. G. LEWIS, 
Portage, Wis., 


Stove and Range Repairs sores 


‘‘Please discontinue 


Repairs for all Stoves and Ranges. the ad. for help wanted. 
Adjustable Stove Repairs a Specialty Replies have come in 


MICA, URNS, KNOBS, RODS AND STOVE BOLTS. from all quarters.” 
1p ey lee Street, CHICAGO, ILL. 
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THE CLEAR PATENT CONVEX CLEANABLE REGISTER 


« No experiment... Tens of thousands in. 
use, and demand increasing daily. 

The best, handsomest and cheapest 
register ever invented. 

Efficiency, economy, durability and 
simplicity mark their superiority. 

No bolts, screws, nails nor carpentry 
or woodwork used in construction or 
installing. Oxidized Copper and Japan- 
ned gold and silver striped always in 
stock. Write for catalog and discount. 


CHAS. CLEAR, 
PATENTEE, 
U. S. and Canada Office: 
BROADWAY and La SALLE ST., St. Louis, Mo. 


U. S. A. REGISTER CLOSED 











REGISTER OPEN 











Save Your Smoke and Make Money|] M. TRAVILLA, 


MANUFACTURER 


“‘Air-Tight” Stoves 


ASK 


PECK- WILLIAMSON , He 
UNDERFEED 
FURNACE 


Feeds the fuel from below, 
' turns gases and smoke into 
i ee Oe heat, saves 100 per cent in 

ee tin e ie fuel, and makes you forget 

a about the coal famine. 


Se 





BUY THE 










a. aS 


Mr. Dealer:—We advertise our furnaces in all the leading magazines. The 
demand thus created for them in your territory must be supplied by some 
one. Don’t you want todoit? Write for our special proposition. 


The PECK-WILLIAMSON Vinticatine CO. 


350 W. Sth Street, Cincinnati, Ohio, U. S. A. 











Wellsville Polished Steel 


“THE VERY BEST.” 














SPONS’ 
MECHANICS’ 
OWN BOOK. 


“aa 
MANUFACTURED E BY THE ee 2 A Manual for Handicraftsmen and 


Amateurs, Treating of Mechanical 











~ f Drawing, Casting and Founding, Forg- 
] ing, Soldering, Sheet Metal Working, 
Carpentry, Cabinet Making, Painting, 
Gilding, Polishing, Turning, Masonry, 
CUTICA wr 5 ae Ln < Roofing, Gas Fitting, Ventilating, 
i Pr, , ¥ | Warming, Lighting, Mechanical Move- 
(1 | ments, etc., etc. 700 pages, 1,400 illus 
j t THE’ EADIN po INES eS | trations. Price, $2.50. 
Ste HoTWATER: & Hor Air, mga 
‘ 1 | DANIEL STERN, 
For HEATING ALL CLASSES ‘OF BUILDING. @ tdiden Seen 
QRS WATER STW. BRANCHES. “Bo sane STCHICAEO, |. CHICAGO. 
: GOUMBYsS . S. ST.LOUIS. 
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EMPEROR 
FURNACES 


For Wood 
SIMPLE SAFE DURABLE 


The Best and Cheapest 
Line of Wood Furnaces 


FURNISHED FOR EITHER BRICK OR 
GALVANIZED IRON CASING. 
Send for Catalogue. 


Wen tiem Tne 


NEENAH, WIS. 


— 


i= 














meee) ™ WillardSteel Range 


—~—> “= 


combines LOW PRICE 
and HIGH QUALITY. 


Dealers who handle it control the steel range trade 
of their locality. Why not write us for Agency ? 


Win. G. Willard, mir. 


619-621 N. Fourth St., ST.1LOUIS. 












DANGLER 
STOVES 


GASOLINE The Klean Kool 
AND OIL Kitchen Kind 


Handsome, Safe, Strong, Durable. 











Catalogues and prices for the asking. 


DIVISION AMERICAN 


DANGLER STOVE AND MFG. CO., STOVE CO. 


CLEVELAND, OHIO. 





SILVER 
FINISH 


































THE ACME OF 

PERFECTION 
IN 

WHITE FINISHES 











STOVE MAKERS NEED THE BEST 


A new form of Vienna Lime Composition, or White Finish for buffing 
nickel plated work; it is put up in sealed cartons and enclosed in a tin can, 
which prevents slacking; will last a lifetime if kept in the can. 

The new Silver Finish gives a brilliancy to nickel plating never before 
produced, and is more economical than any other on the market. 
















Everything for Polishers and Platers. 




















F¥. B. STEVENS, Maker of the Best, DeTroit, Micu. 
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WHY NOT 


When you are writing a letter of introduction, 

When you are requesting payment of a debt, 

When you are making application for a position, 

When you are writing a draft to your own order, 

When you are making an agreement for hiring a workman, 
When you are assigning with power of attorney, 

When you are making a merchandise broker’s contract, 
When you are applying for incorporation papers, 

When you are taking a note from a married woman, 
When you are desirous of acquiring a trade mark, 
When you desire to send money to a foreign country, 
When you desire to detect counterfeit money, 
When you desire to draw up articles of co-partnership, 


DO IT RIGHT? 


You Will Learn How by Consulting The Manual of Business. 


The Beet Sugar Gazette, Chicago, writes: 

‘**The Manual of Business’ is intended to be a reference book for 
the many forms of business usage and correspondence which enables a man 
to carry on his business in accordance with the current commercial customs. 
The following table of contents shows the wide field covered by the author; 
Penmanship and Commercial Correspondence, Bookkeeping, Debts and Col- 
lcctions, Banking, Commercial Papers, Contracts, Notes, Patents, Measure- 
ments, Public Roads, Postal Regulations, Discount and Interest, Property, 
Real and Personal, Transportation, Rights of Parents, Parliamentary Rules 
and Forms of Resolutions, Dictionary of Business Terms, Business Abbrevia- 
tions, Business Maxims: The book is well printed and bound, and will 
make a pleasing addition to any library.” 





























Domestic Engineering, of October 25, says: 
***The Manual of Business’ is a book of 263 pages containing a 
collection of correct business forms for executing all commercial in- 
struments, commercial data and advice on the thousand and one questions 
of correct methods that are constantly arising in every-day business life. 
It is compiled from various sources.by Sidney P. Johnston, and published 
by Daniel Stern, of 69 Dearborn street, Chicago. This work is intended 
as a reference book for retail merchants, and we ‘believe -with the compiler 
that it will prove ‘a ready reference work in regard to the many forms of 
business usage and correspondence whose employment identified the man 
posted in commercial methods and commands an attention and recognition 
that the incorrectly worded commercial instrument is rarely accorded.’ 
‘*This work will also prove invaluable to the young business man, 
acquainting him with the forms in vogue in commercial life and increasing 
his commercial worth as he masters its points.” 

















THE PRICE IS $3.50 A COPY. FOR SALE BY BOOKSELLERS EVERYWHERE, OR 
DANIEL STERN, 69 DEARBORN STREET, CHICAGO. 









iti 
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Trade 
invariably goes 

where it gets the best 

and sooner or later 

it will follow quality. 

The Round Oak Chief 

Steel Range — 

our new one, 

while low in price 
comprehends 

the best material and 

the most thorough 

careful workmanship. 
Therefore, 

being popular in price 

and good in quality, 
handsome in ornamentation 
and bearing that famous name 
ROUND OAK, 

Why not write us 

about it? 

It’s the good specialty 

with the good hustler 

back of it 

that ‘‘makes the money.”’ 
New catalogue —finest ever, 
for the asking if you are a dealer 
and we have no agent 
in your town. 


Estate of P. D. Beckwith 


DOWAGIAC, MICHIGAN 
Makers of Good Goods only. 
















































ESTABLISHED 1880. 


el 


PNepresentative of the Htove, Gin, P\ardware, Bieat- 
ing and Bentilating [nterests. 


PUBLISHED EVERY SATURDAY. 


Terms of Sa in the United States, their Possessions, and Canada, 
(inv in advance): One Year, Postage Paid, $2.00. 
in Foreign Cou » Except Canada, One Year, Postage Paid, $4.00. 


Address all Letters, communications and remittances te 


DANIEL STERN, Publisher and Proprietor, 


69 DEARBURN STREET, CHICAGO, ILL. 


Entered at the Chicago Post Office as Second Class Matter. 


‘This Paper is a Member of the Chicago Trade Press 
Association. 


CHICAGO, FEBRUARY 14, 1903. 


It is estimated that while the Manhattan hotel ac- 
commodations have increased 10 per cent in the last 
year, the demand therefor has gainel 25 per cent. 








A DISPATCH tells of the incorporation of a company 
in Arizona with a capital stock of $10,000,000. Its 
avowed purposes are to extend manufactures through- 
out the western states, through Mexico and other 
southern countries. 





On Friday, Feb. 6th, the House passed a postoffice 
appropriation bill, containing a provision that here- 
after postoffices shall receive for transmission in the 
mails quantities of not less than 2,000 identical pieces 
of third and fourth class matter without postage 
stamps affixed, providing that the postage is fully pre- 
paid. This bill would seem to be clearly in the inter- 
ests of the catalog house. Of course it also helps the 
legitimate manufacturer and even in some cases the 
large retail dealers, but the amount of good it would 
do them would be a mere bagatelle compared with the 
substantial saving it will make the catalog houses. The 
retail dealers of the country have an imperative need 
of the lobby at Washington in order to checkmate the 
ingenious schemes the catalog houses are trying o 
put through to the detriment of the legitimate hard- 
ware trade of the country. 


THE promoters of the forthcoming St. 
‘The St. Louis] ouis Exposition are nothing if not 


Exposition. practical in their projects. It is said 
that the reproduction of manufacturing 


operations on a small scale will be the leading feature 
of the forthcoming World’s Fair. 

A very good illustration of the standard set by 
the management is furnished by a proposed exhibit of 
a shoe manufacturer. On a small scale, but still com- 
plete in every detail, there is to be a modern American 
shoe factory in operation. The hide will be taken 


at one end of the exhibit, carried through the various 
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processes of shoe manufacturing until it comes out at 
the other end a completed shoe and exhibited in an 
up-to-date retail shoe store. This exhibit will give 
a practical demonstration of the reason why American 
shoe manufacturers have been enabled to invade the 
markets of the Old World. And this is merely an 
illustration. Except in cases where processes are too 
costly and cumbersome, like the blasting of iron, or 
not of sufficient interest, like the tanning of leather, 
it will be the purpose of the management to provide 
an exhibit of the manner in which goods and wares 
of all kinds are prepared from the raw materials for 
the market, until the visitor to the exposition shall 
have obtained a very comprehensive idea of almost 
everything that is being done in the industrial world 
to-day. 

Furthermore, each building is to contain all that is 
to be seen in that line. Thus, when any one wants to 
see what is being exhibited in the way of textiles he 
will find everything arranged under its proper group 
in the Textiles Building. The foreign exhibits will 
be installed in the same building with the American, 
arranged side by side, so that the visitor may readily 
find everything in a given line without difficulty, and 
may be assured that he has not missed anything of 
the special article or process in which he is interested. 
If, for instance, he be a buyer for a hardware dealer 
he will find in the hardware section everything he is 
interested in from a business standpoint, so that when 
he has carefully studied this section he will have con- 
pleted the business part of his stay at the exposition 


Tue unparalleled activity. in those in- 


Iron and = dustries of the United States in which 
Steet iron and steel manufactures are required 
Sutin, 7 SS oo q 


is illustrated by the figures of imports 
and exports announced by the Treasury Bureau of 
Statistics simultaneously with the figures of pig iron 
production announced by the American Iron and Steel 
Association. The figures of the Iron and Steel Asso- 
ciation show an increase of two million tons in pro- 
duction of pig iron in the United States in 1902 over 
1901, a gain of more than 12 per cent; yet, despite 
this enormous growth in home production, the im- 
portations of iron and steel manufactures in 1902 are 
actually double those of 1901, more than those of 
1901 and 1900 combined, and are two and a half times 
as much as those of 1899. At the same time the ex- 
ports of iron and steel manufactures have fallen five 
million dollars below those of I901 and 32 millions 
below those of 1900. Comparing conditions in 1902 
with those of 1901, it may be said in a single sentence 
that home production has increased 12 per cent, im- 
ports have increased 100 per cent and exports have 
decreased 5 per cent; comparing 1902 with 1900, 
home production has increased 30 per cent, imports 
have increased 100 per cent and exports have de- 
creased 25 per cent. 

This growth in importations of iron and steel and 
falling off in exportations thereof has been continuous 
during the year, but especially marked in the closing 
month of.the year. The December importations of 
iron and steel were $4,701,865, against $2,127,133 in 
December, 1901, and $1,422,030 in December, 1900. 
Exports of iron and steel manufactures in December, 
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1902, were $7,756,012, against $8,427,015 in Decem- 
ber, 1901, and $10,028,632 in December, 1900. 

The following table shows the home production of 
pig iron and imports and exports of iron and steel 
manufactures in the calendar years 1900, I901 and 


1902: 

Year—  Pigiron pro- Impts. of iron Expts. of iron 
duced, tons. & steel mfs. & steel mfs. 

1900 - 13,789,242 $20,443,911  $129,033,480 

1901 - 15,878,354 20,394,995 102,539,797 

1902 . 17,821,307 41,468,826 97,892,030 


The following table shows the details of iron and 
steel importations in the calendar year 1902, compared 
with those of 1901: 








Articles— Igol. 1902. 
BE Seccscceddeewadees $1,792,014 $10,935,831 
Steel ingots, blooms, bars.... 1,340,112 7,888,309 
PN Sic dpmerse vested 2,996,192 4,230,708 
Tin and terne plates........ 5,294,789 4,023,421 
GE 860s See beWbanee sive 1,707,305 1,672,054 
Scrap iron and steel ........ 339,827 1,606,720 
BO DOTS onc cv cescewens 67,052 1,576,679 
SE cédavduanecyaetiws 1,093,730 1,286,238 
2 eer rir. 964,744 1,033,074 
PER cdsceds Sveteensus 1,061,428 953,801 
Sheet, plate and taggers’..... 443,880 611,630 
Wire and wire articles....... 585,354 606,724 
PD 0.6004 40 o00eddnees 404,294 417,429 
Shot gun barrels ........... 292,589 263,882 
Hoop, band or scroll ....... 116,841 131,052 
Files, file blanks, etc........ 52,353 80,280 
CEE oe eeeses daedet tonne 32,132 55.450 
SE a cise teceesubcueen’ 37,206 29,746 
Other iron and steel mfrs.... 1,753,107 4,065,792 

Total iron and steel mfrs.$20,395,015 $41,468,826 

SOO OOO ov ceteceveviesses $1,659,273 $2,583,077 


AESOP HARDWAREIZED. 





BY EBENEZER BRADTACKS. 
Fable the Fitth. 


THE PARTIAL JUDGE. 

A Farmer came to a neighboring Lawyer, expressing 
great concern for an accident which, he said, had just hap- 
pened. “One of your Oxen,” continued he, “has been gored 
by an unlucky Bull of mine, and I should be glad to know 
how I am to make you reparation.” “Thou art a very hon- 
est fellow,” replied the Lawyer, “and wilt not think it un- 
reasonable that I expect one of thy Oxen in return.” “It is 
no more than Justice,” quoth the Farmer, “to be sure; but 
what did I say—I mistake it is your Bull that has killed one 
of my Oxen.” “Indeed,” said the Lawyer, “that alters the 
case; I must inquire into the affair, and if—” “And if!” 
said the Farmer; “the business, I find, would have been con- 
cluded without an if had you been as ready to do justice to 
others as to exact it from them.” 

“I have always been an enthusiastic association 
man,” said Ebenezer Bradtacks, “and down at the last 
state convention I was called on by the president for 
a few remarks,-:and didn’t for the life of me know 
what sort of a talk to spring on the boys, so I says: 
‘Every individual member ought to make himself a 
committee of one to bring in new members.’ This was 
a trifle shopworn and I had that old hankering for a 
few hot hands, so I warms up a trifle and says: ‘I for 
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my part pledge myself to bring in ten new members 
before the month’s out. Who else will do as well?’ 
and I sat down with the boys all clapping their hands 
and the president saying a few words about the ‘Brad- 
tacks’ method being the one to make an organiza- 
tion grow pot-bellied and otherwise wheezy on ac- 
count of an embarrassing surplus of men and money. 
I attended all the sessions and didn’t let any traveling 
man entice me out to have a little mixture of ice and 
bitters with a little of the real thing, and I heard the 
swell tips the different members, had to give regarding 
the value of sticking to one another closer than a por- 
ous plaster and longer than a bar-room bum will stick 
to a spender. I went home with the ichor of proselyt- 
ing coursing through every vein and artery—how’s 
that for Ralph Waldo Emerson language? As soon 
as I could take an afternoon off I took a shy at mis- 
sionary work. For some silly and squeamish reason 
I decided to chase over to Sleepyville and try it on 
the dog before bracing my competitors. I arrived at 
Sleepyville one misty morning and tackled Gabe 
Humason. 

“ “Gabe, I want you to join the Illinois Retail Hard- 
ware Dealers’ Association. What with jobbers selling 
to retailers, catalogue houses, etc., we retailers are up 
against it and will go to the wall unless we get to- 
gether and work in the common interest. Now I was 
down at the Illinois state meeting in the private ses- 
sion and heard the grievance committee report on a 
case of a hardware man up north of Freeport. James 
Piatt of Henry Center was his name, to be exact. He 
had been sold a bill of goods by an eastern cutlery 
house, who then sold to a racket store, a grocery store 
and a drug store in the same town. Our Grievance 
Committee put the recalcitrant salesman on the grid- 
iron and when they got through with him his face was 
burning like a lobster and he looked as shriveled as a 
shrimp. Both he and his firm gave the strongest guar- 
antees of future good behavior and took back the goods 
they had sold the dealer in Henry Center, enabling him 
to put in another line and hold up his end against il- 
legitimate competition. Now alone this dealer would 
have been powerless, but with the association protect- 
ing him he secured his rights. Don’t you think you 
should make common cause with us ?’ 

“*Well, I tell you, Ebenezer, I don’t see how the 
association can help me. It may be a good thing for 
a dealer such as you were telling about who is easy 
enough to let every salesman that comes along do him 
up, but when I buy goods I bind the salesman down 
good and hard and arrange so that I can cancel the 
order if they do any dirty work. I can take care of 
myself. I am obliged to you for your coming over 
to see me, but don’t see why I should produce annual 
dues for an association that can only do for me what 
I can do better for myself.’ 


“Well, Gabe,’ I said, ‘how about catalogue house 
competition? Take a Sears-Ward or a Montgomery- 
Roebuck catalogue, and I find goods sold to the con- 
sumer at lower prices than the jobber will give me. 
Don’t you think we hardware dealers should call a 
halt on manufacturers who are playing the fish of this 
flesh of that scheme to the limit?’ 

“*Yes, I admit the catalogue people hurt me a little. 








There are farmers who would 
come here to Sleepyville to trade if they couldn’t buy 


So do you, Ebenezer. 


hardware at West Honeysuckle. Then, too, I’ve a 
scheme to knock catalogue houses out on lots of goods. 
I advertise the Kuttsure axe made by the Kuttsure 
Axe Co., the Whizwhiz hatchet made by the Whiz- 
whiz Hatchet Co., and I push these goods easily in 
competition with the supply house trash. Other deal- 
ers who haven’t the gumption I have let the noisy, 
lying catalogues these houses send out carry them off 
their feet.’ 

“I was pretty near stumped, but I tried again. ‘I 
notice, Gabe, from your shelves that you carry a large 
line of builders’ hardware. Now down at this-conven- 
tion a case came up of a retail hardware down in 
Egypt, a great deal farther south than even where 
President H. G. Cormick hangs out. This man fig- 
ured on a bill of builders’ hardware for a new school- 
house and could feel the money for the job puffing 
out his pocketbook, when along comes the special 
builders’ hardware man of a Chicago hardware job- 
bing house—who, by the way, got onto the job because 
the dealer wrote them for quotations—and Mr. Dealer 
is underbid and the firm he intended to buy his goods 
from secured the job. But the association took the 
matter up and neither he nor any other association 
member will be molested in this way in the future. 
Don’t you think your builders’ hardware business 
would stand for a little association protection ?’ 

“*Well,’ says Gabe, ‘it’s like this. Some of these 
retailers who bid on builders’ hardware put their prices 
so all-fired high they invite competition and get it. 
Now the way I do in builders’ hardware is to ask only 
a fair profit, and as I pay cash and get all kinds of dis- 
counts, I ain’t disturbed by jobbers’ salesmen from 
Chicago or anywhere else.’ 

“Well, I bid Gabe good-day, and as I drove home I 
felt grumpy. I had figured on yelling hurrah a few 
times, passing Gabe a Flora de Cabbagos and gather- 
ing him and his initiation plunkers into the associa- 
tion fold with one hand tied behind my back, and in- 
stead of this he gets chesty and in a big-me-little-you 
way tries to prove to me that with his superior wis- 
dom all associations look alike to him, and the naughty 
jobber’s salesman who imagines Gabe’s hand is some- 
thing like a pair of tens bucks against at least a queen 
full when he tries to call him in regard to Sleepyville 
business. 

“This was on a Tuesday I made the call. “Long 
about 7:30 a. m. Friday morning who should drive 
up to my store in West Honeysuckle but our old friend 
Gabe. His sorrel mare was much spattered and per- 
spiring and looked like a doped selling plater after the 
finish of a fake race. Gabe had the air of a fellow 
who knew what he was after, and the first thing he 
says to me was, ‘It’s damnable.’ Before I could get 
a word in sideways Gabe was standing in front of my 
counter pouring out language like a society belle in 
the stage box at grand opera and pounding the coun- 
ter every minute or so hard enough to cause even my 
assortment of Mrs. Pott’s sad irons to bounce clean 
into the air. 

“*Ves sirree!’ said Gabe, ‘the way we retail hard- 
ware men get it in the neck is a villainous outrage. 
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It’s a menace to American freedom, and if it don’t stop 
I can see the end of our commercial fabric. We have 
got to call a halt on some of these Janus-faced manu- 
facturers and rascally salesmen, or else let the sheriff 
close up our doors, our wives do washing and our 
children beg on the streets for a living. When you 
was over the other day I was expecting every minute 
to see one of the aldermen on the Jail and Courthouse 
Committee to drop in and tell me that my bid for the 
new railings on the jail would be accepted; but, would 
you believe it, one of those sneaky-snaky hardware 
jobber’s salesmen who had sold me hundreds of dol- 
lars’ worth of goods actually bid direct on the job and 
euchred me out of it. Now there’s a chance to show 
the mettle of your association. If that ain’t a flagrant 
instance of trade injustice for your Grievance Commit- 
tee to take up I never saw one. Another case for them 
to investigate is that of the Hornswoggle Stove Co. 
Their man was in Sleepyville the other day and got me 
to pay cash for half a dozen of their measly little air- 
tights, and half an hour afterward he got young Ralph 
Richards, who has been making a bluff at earning a 
living as a blacksmith since the bicycle craze went out, 
to take a consignment of these goods. We Illinois 
dealers have got to let these alleged high-steppers like 
the Hornswoggle Stove Co. know that they are not 
the only night gown hung on the stove clothesline. 

“*Say, Bradtacks, is your secretary a live one? If 
he is he will go after the Kuttsure Axe Co., ham- 
mer and tongs. I got one of Ward-Roebuck’s new 
supplemental catalogues to-day, and there is the entire 
Kuttsure line offered the consumer at prices only 5 
per cent above the price on these goods made by Chi- 
cago jobbers f. o. b. This will hurt me like sixty, as 
I am loaded up to the chin with their goods. [I tell 
you the only way to handle these trade tricksters is by 
you and me and the other boys going after them all 
at once. I want you to give me the address of the 
secretary right away so I can send him my dues and 
tell him about that raw deal of the Kuttsure Axe Co. 
Then who’s the main guy of your Grievance Commit- 
tee? I want him to give a hard calling down to hard- 
ware jobbers who go after consumers and to stove men 
who think it O. K. to make cash customers compete 
with boys who are consigned goods. Say, Bradtacks, 
can I use your stationery? I am in a sweat to get into 
the association and have them get after these slick 
people right away.’ 

“With that Gabe sat down at my desk and I could 
hear his pen splutter with contagious fervor. As he 
was writing I just smoled a wee smile all to my own- 
self. It makes a heap of difference, I reflected, wheth- 
er the jobbing and manufacturing bull gores a Henry 
Center or an “Egyptian” ox, or whether he gets his 
horn into the side of a Sleepyville bovine. It’s real 
curious, now, that Gabe could be so easily complaisant 
about wrongs inflicted other dealers and pass the mat- 
ter off with a few hackneyed commonplaces to the ef- 
fect that it was the dealer’s fault because he wasn’t 
wise enough and that he should yell as though a tribe 
of Comanche Indians were engaged in archery practice 
with his person as a target the minute the rampant and 
sanguinary trade bull commences goring tactics with 
his own trade oxen.” 














News Siftings. 











The Brighton Stove Co. are a new Chicago concern 
located at 3154 Archer avenue. 

Theodore Hiertz and Son, St. Louis, Mo., have 
changed their style to the Theodore Hiertz Metal Co. 

Gohmann Bros. & Kahler Co. are a new Albany, 
Ind., stove manufacturing concern, capitalized at $10,- 
000. 

The recent report that the Lexington Stove Co.’s 
works, at Lexington, Ky., have been sold, is not cor- 
rect. 

The Ideal Stove & Foundry Co., Daleville, Ind., 
have increased their capital stock from $25,000 to 
$40,000. 

It is said that the iron situation is not an unfavor- 
able one, as there is a light demand now because the 
trade expects a price decline. 

John Joseph, Otto Richter and B. A. Crowe are 
the incorporators of the Tacoma Stove Co., Tacoma, 
Wash., capitalized at $10,000. 

A landslide in Schenectady, N. Y., on Jan. 30th 
buried two buildings of the plant of the Mica Insulat- 
ing Works under the fall of earth. 

Wm. Fitzpatrick, one of the traveling corps of the 
S. Obermayer Co., Cincinnati, O., was seriously in- 
jured in a trolley accident in Pittsburgh recently. 

Matthew Addy & Co., Cincinnati, O., state that 
there is a prospective advance of 50c per ton south of 
the Ohio river, which will become effective about 
March 15th. 

D. R. Sperry & Co., Batavia, Ill., are manufacturers 
of Sperry’s caldrons, which are full measure, guaran- 
teed perfect made from original patterns, with metal 
distributed where it is needed. 

On Feb. 25th the plant of the Ferris Stove & Mfg. 
Co., 907-913 South Twenty-second street, St. Louis, 
Mo., was gutted by fire. The loss to the building was 
$8,000 and to the contents $5,000. 

The Portsmouth Stove and Range Co., Portsmouth, 
O., have been enjoying a steady growth to their busi- 
ness. They have recently installed a new set of shears, 
rollers and dies in their range department. 

The Ashland Steel Range Works, Ashland, O., have 
awarded the contract for the erection of a one-story 
frame building, 50x150 feet in dimensions. This con- 
cern hope to be manufacturing ranges by April 1st. 

Chas. W. Eyster, for a number of years with the 
M. & D. Range Co., Chicago, and well known to the 
western trade, has associated himself with Stransky 
& Co., New York, the well known importers of en- 
ameled ware. 

The Wilmot-Castle Co., Rochester, N. Y., who 
are well known to the trade as manufacturers of a 
popular line of radiators, have been incorporated with 
a capital stock of $100,000 for the manufacture of 
sheet metal specialties. 

The Peck-Hammond Co., Cincinnati, O., stove man- 
ufacturers, are offering the trade the Winner down 
draft stove. This stove has fire pot at top of stove, 


and smoke pipe at the base, so that all heat is drawn 
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to the floor, it is claimed. When fresh fuel is placed 
on the top of the fire, the gas and smoke are drawn 
down through the fire to the base of the stove and 
consumed. 

The Welling Mfg. Co. of Columbus, Ohio, are 
manufacturers of the Peerless flue stopper, which has 
steel wire springs instead of sheet iron stays; stays 
where you put it and is absolutely soot and smoke 
proof and is made plain or decorated. 


The Atlas Bolt and Screw Co. of Cleveland, Ohio, 
stove bolts, stove rods, machine screws, pointed pins, 
threaded wires, rivets, special bolts, mica bolts and cold 
pressed nuts. They have a large clientele among stove 
men who appreciate their prompt deliveries and attrac- 
tive prices. 

The Bridgeport Crucible Co., Bridgeport, Conn., 
offer the trade the Champion stove clay, which it is 
claimed is the only stove lining made of crucible 
materials. It is packed in 2% lb. 6 lb. paste board 
boxes and also in bulk, and is the best and most refrac- 
tory lining made. 


John A. Herbst of the Champion Steel Range Co., 
Cleveland, O., was a recent visitor at THE AMERICAN 
ARTISAN Office. Mr. Herbst is just returning from an 
extended business trip in the West, and reports busi- 
ness as excellent. The low prices we offered him 
when he last called for several tons of his stove poetry 
proved a dampener on his productivity, as he had 
nothing to offer us in this line during this trip. 


The stockholders of the Foster Stove Co., Ironton, 
O., held their annual meeting recently and elected the 
following directors: Col. H. T. Marting, Rev. J. C. 
Marting, Louis E. Marting, C. A. Hustinpillar, O. 
P. Doty, A. R. Johnson and Dr. Clark Lowry. The 
directors then elected the following officers: Col. 
H. A. Marting, president; Dr. Clark Lowry, vice- 
president ; W. H. Foster, secretary, and L. E. Marting, 
treasurer and general manager. 


Farwell, Ozmun, Kirk & Co., St. Paul, Minn., held 
a special exhibit of the Favorite stoves and ranges 
made by the Favorite Stove & Range Co., of Piqua, 
O., at Seventh and Cedar streets, St. Paul, recently. 
This exhibition was in charge of L. C. Goeltz, man- 
ager of the stove department of this firm, and thou- 
sands of people were served with bread and biscuits 
baked in the Favorite range, which did excellent work 
with a very economical consumption of fuel. 


Feb. 14 is St. Valentine’s day and the Gobeille Pat- 
tern Co., Cleveland, O., are sending out a comic val- 
entine calling attention to Gobeille’s owl. The poetry 
is worse than as in even the average comic as can be 
seen herewith: 

“With strident voice and claws severe, 
He lacerates the human ear; 

Still foundrymen acknowledge him 

In pattern lore to be supreme, 

His optic bum and ruby beak, 

Full many a night’s engagement speak, 
Yet he is wise though out all night, 

He keeps his reputation bright. 

If you for wisdom too would shine, 
Come and be his (or her) Valentine.” 














EHLE’S FOLDING LUNCH BOX. 





The accompanying cuts show Ehle’s folding lunch 
box, manufactured by F. G. O. Ehle & Co., Buffalo, 
N. Y. This box is made 
in handsome patterns of 
medium ‘size. It can be 
folded when empty and 
carried in the pocket. 
This firm are making a 
full line of food carriers 
for outing camps, house- 
hold and _ hospital use. 
Their sectional nestable 
dinner pails enable the 
user to separate the food, 
keeping the dinner 
healthy, fresh and nour- 
ishing. The pail can be made into different sizes by 
the dealer. The dishes are made of one piece, with no 
seams to leak or sour. It can be kept locked so noth- 
ing will spill when upset, and can be nested when 
empty. 





Whena 


<i 


When Empty and Folded 


Fall. 








THE DIME SCREEN DOOR CHECK. 





The Caldwell Mfg. Co., Rochester, N. Y., are man- 
ufacturers of the popular Dime screen door check 











Fig. 1. Fig. 2. 


Dime Screen Door Check. Dime Screen Door Check. 
shown in the accompanying cuts. Fig. 1 illustrates the 
closing door bringing the plunger 
on the door in contact with the 
top of the rubber bumper, throw- 
ing it up to position as in Fig. 
No. 2. The door rebounds from 
the concussion and the rubber 
drops by gravity to position as 





Fig. 3. shown in Fig. 3, allowing the 
Dime Screen Door 
Check. door to close. 


The bumper is molded rubber, tapered to give the 
greatest amount of spring. It checks the door three 
inches from the closing point. The operation does not 
depend on the momentum of the door. It must always 
work, whether the door is opened wide or partly open. 

It is the most effective device ever made to pre- 
vent the great annoyance of screen doors slamming, 
it is claimed. 


~-~eor 


NEW CLOCK-FACED THERMOMETER. 








The Helios-Upton Co., Peabody, Mass., for whom 
Henry Gleason, 258 Broadway, New York, is agent, 
are having a heavy drive on their new clock-faced 
No. 460 thermometer. This firm have an enviable 
record as manufacturers of arc lamps, switchboards, 
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thermometers, switches, storage batteries, steam traps, 
mechanical and electrical appliances, etc. 


a+ 
-~oe 


COLE’S ORIGINAL HOT BLAST COAL STOVES. 








The accompanying cut shows Cole’s original hot 
blast coal stove manufactured by the Cole Mfg. Co., 
. 3218-3238 South Western ave- 
nue, Chicago. The heavy cast- 
ings surrounding the fire in this 
stove are cased in with a straight 
steel jacket. The body of their 
stove is practically one piece and 
is jointless. By the use of a 
straight jacket they do away with 

a joint of cast iron and sheet 

metal at the top of the fire pot. 

The heavy stoves are fitted into a 

boiler plate steel bottom, which is 

riveted to the stove body just as 

the end is fitted into a steam 

boiler. The lighter stoves have 
Hot an 18 gauge steel bottom double 
seamed to the body. Both are 
air tight, water tight and steam tight. 

The patented steel collar connecting,the elbow draft 
to the stove body makes the only joint for cast iron and 
sheet metal that does not open by action of the heat, 
and leak air, it is claimed. The steel collar allows for 
the greater lateral expansion of the casting, at the 
same time holding the casting firmly to the stove body 
at all points. 

By use of a patent compound hinge the lower sur- 
face of the ash door and the upper surface of the main 
elbow casting are without projections. This permits 
of grinding and milling the surfaces of these parts per- 
fectly smooth, making a water-tight joint. The patent 
hinge allows the two surfaces to touch evenly at allb 
points, prevents warping of the ash door, and insures 
an everlasting tight joint, with gravitation the only 
force necessary to keep the milled surfaces together 
and air tight. 





Cole’s 
Blast Coal Stoves. 


Original 


—__—__+-9-e_—— ; 


LARGE ORDERS FOR STEEL. 





Judge Elbert E. Gary, chairman of the Board of Di- 
rectors of the U. S. Steel Co., gave out the following 
statement concerning the business of that company 
recently: “The subsidiary companies of the United 
States Steel Corporation at the present time have 
orders on their books for over 5,500,000 tons, which 
are the largest unfilled bookings that they have ever 
had. In regard to the profit-sharing plan: The books 
for subscription to stock closed on Jan. 31, and’ the 
stock was subscribed for as follows: 27,633 men sub- 
scribed for 51,125 shares. Class E, composed of men 
who receive salaries of $800 to $2,500 a year, sub- 
scribed for 29,013 shares—14,260 men subscribing. 
Class F, which is composed of men who receive $800 
or less in wages, subscribed for 15,038 shares—12,170 


men subscribing.” 
eo 


The Joseph Dixon Crucible Co. ae City, N. J., 
send us a couple of Dixon’s car inspector pencils, 
which after a personal test we can pronounce to pos- 
sess unusually high quality and strength of lead. 
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The Hardware Record. 





American Hdw. Mnfs. Assn. 
Pres., F. R. Plumb, Philadelphia. 
Vice-Pres.—F. S. Kretsinger, Ft. 

Madison, Ia.; J S . Birge, St. Louis. 
Geo. W. Corbin, New Britain,: ‘onn 
S.-T., F. D. Miitobell, Pittsburg. 
Ex. Gom., Robert Garland, Pitts- 
burg; Henry B. Lupton, Pittsburg; 
N. A. Gladding, Ind anapolis; w. 5, 
McKinney, Allegheny; F. L. Ciark; 
Birmingham; C. W. Asbury, Phila- 
delphia; G. N. Landers, New Bri 

tain; C. H. Holt, Cleveland. 


Arkansas Retail Hdw.Dealers Assn. 
Pres., John M. Pitman, Prescott. 
ist V.-P., J. F. Maxey, Ozark. 
2d V.-P.,'T. B. Suewart, Newport. 
Sec., C. E. Taylor, Little Rock. 
Ex. Com., i. Williams, Hot 

Springs; J.H.Boicourt, Little Rock; 

E. E. Mitchell, Morrilton; W. 

Graham, ‘ larendon; R. F. Roys, 

Russellville. 

Chicago Retail Hdw. Dealers’ Assn. 
Pres., D. McLaughlin. 

V.-P., H. E. Gnadt. 
Sec., G. R. Lott. 
Collector, John Hora. 
Treas.. J. L.. Smith. 


Hardware Merchants’ and Manu- 
facturers’ Assn. of Philadelphia. 
Pres., William C. Peters. 
V.-P., Thomas Devin. 
Sec.- Treas., T. Jamies Ferniey 
Directors, Ww. WwW Su Ay Meo- 
Caffrey, E. S. Jackson, W.C. Peters. 
S. Disston, E. Fisher, J. H. Ritter, 
T. Devlin, T. J. Fernley. 


filinois Retail Hdw. Dealers’ Assn. 


Pres.. Charles H. Williams, 
Strea o 
V.-P.., Ww. - —. Chicagd. 


Sec., L. Nish, & 


Treas., Geo. A. ieee lhardt, Chi- 
cago. E 

Ex. Com., Charlies H. Williams 
Streator; W. T. Gormley, Chi- 
cago: L. Nish, Elgin; Geo. A, 


Engelhardt, Chicago; William Bit- 
tel, Peoria; F. F. Porter, Chicago; 
H. G. Cormick, Centralia; H. N. 
Murphy, Galesburg; C. Mauer, E. 
St. Louis; R. G. Scheurer, Van- 
dalia. 
indiana Retail Hdw. Dealers’ Assn. 
eH W. P. Lewis, New Albany. 
V.-P.. Jas. L. Fulton, Portland. 
.-Treas., M. L. Corey, Argos. 

M 1. 4 Sibley, 
South Bend; E. M. “Bush, Evans- 
ville; W. H. Weed, Vincennes. 
Indian Territory Retail Hdw. Assn. 

Pres., z- G. Smith, Canadian. 

ist V.P., Fred Parkinson, Wag- 


oner. 
$d V.-P., E. C. Stretch, Vinita. 
lowa Retail Hdw. Dealers’ Assn. 
Pres.. R. Miles, Mason City. 
V.-P., L. Lindenburg, Dubuque. 
Sec., H. S. Vincent, Ft. Dodge. 
Treas , A. C. Vieth, Oakland. 
Members Exec. Com., Jacob 
Seither, Keokuk; J. D ty, West 
Liberty; L. Lindenberg. Dubuque; 
James C, Paulson, Paul Devol, C. 
S. Barger, Albia; L. H. Kurtz, Des 
Moines; C. R. Keating, Mt. Ayr; L. 
A. Grimes, C. E. Haas. 


Kansas Hardware Dealers’ Assn. 
Pres., Oscar Roehr, Topeka. 
V.-P., E. J. King, Logan. 
Sec.-Treas., J. A. Cole, Topeka. 
Ex. F. W. Bartlett, Kansas 

City; T. Kiniry, 7+ J M 
Walters, abt J.H. Hamilton, 
Arkansas City; T. J. O'Neill, Osage 


City. 

Kentuck Retail Hardware and 
Stove s’ Association. 
Pres., W. T. Oldham, Mt. sterling. 
ist V. i J. L. Macin, Vine Grove. 
ad V.-P . Ww. S. Shacklett, Fulton. 
Sec., Paul Wagner, Louisville. 
Treas., Henry vr Louisville. 


peeiinne Hestware Association. 
Pres T. Frank Ireland, Belding. 


V. Pres., John Popp, Saginaw. 
Sec , A. J. Scott, Marine City. 
Treas., H. C. Weber, Detroit. 
Ex-Com., J. B. Sperry, Port Hur- 
on; F. A Turner, Caro; J. G. Patter- 
son, Detroit; F. S. Cariton, Calumet; 
S. E. Hunt, Detroit; Samuel Win- 
chester, Jackson; Fred S 
Fowlerville; C. E. my os otsego: A. A. 
Harshaw, Delray: 
rine City. 


Minnesota Retail 
Pres., W. H. Tomlinson, LeSueur 
oan H. S. Cleveland, Minneap- 
ol 
Treas., W. E. Barto, LongPrairie. 
Seo., M. S. suethowe, Mnpis. 
Ml. Tombigoee. Le 


Benj. F. Kernkamp, St. Paul; A.C. 


Hatch, Battle Lake; Jos. Mason. 
St. Peter; C. 
J. Schmidt, Wabasha; E. H. Loy- 
head, Fairibault. A. T. Stebbins, 
Rochester; J. MceGuire, St. saul. 


Missouri Retail Stove and Hard- 
ware Dealers’ Association. 
Tayler Frier, Louisiana. 
-P., E. L. Wachter, St. Louis. 
Sec F. N. Neudorff, St. Joseph. 


Ex. Com.. J. W. Poland, Carroll- 


ton; F. N. Kannsteiner, St. Louis: 
W. T. Shoop, Kichmond. 


National Hardware Association. 

Pres., R. A. Kirk, St. Paul. 

Ist V.-P., John C. Koch, Milwau- 
kee. 

2nd V.-P., Brace Hayden, San 
Francisco. 

Sec.-Treas., T. James Fernley, 
Philadelphia. 

Ex. Com., John Freeman, De- 
troit; Samuel B. Bigelow, Boston; 
P. E. Strauss, Boston; J. D. Moore, 
a we R. M. Dudley, Nash- 
ville; S. Wright, Omaha. 

Advisory Board, W. W. Su 
Philadelphia; H. H. Bishop, 7 
land; John Bindley, Pitts urg; R. 
w. Shapleigh, St. Louis. 


Nebraska Retail Hdw. Dealers’ Asn. 
Pres., T. W. Morton, Omaha. 
Ist V.-P., C. K. Lawson, Hastings. 
2d V.-P., 'W. T. Coleman, McCook. 
8d V.-P., J. C. Corneil, Ord. 
Sec.- Treas., Harry Hall, Lincoln. 
National Retail Hdw. Dealers’ Asn. 
Pres., H G.Cormick, Centralia,Il1. 
V.-P. i C. N. Barnes, Grand Forks. 
Sec., M. L. Corey, Argos, Ind. 
Treas., Ww. Bogardus, Mt. Vernon. 
Exec. Com., W. P. Bogardus, Mt. 
Vernon, O.; O. P. Schiafer, Apple- 
ton, Wis. ; C. F. Ladner, St. Cioud, 
Minn.; W. A. McIntire, Ottumwa, 
Ia.: S. E. Jones, Richmond, Ind. 


N. Dakota Retail Hdw. Dealers’ Asn. 
Pres., H. N. Joy, Hamilton. 
V.-P., H. ors Emery, Fargo. 

Seo., C. N. Barnes, Grand Forks. 
Treas., Ww. H. Pinkerton, Lakota. 
Ex. Com., H. Harrington, Fargo; 

Ww. W. Jamieson, Wahpeton; Anton 

Enger, Cooperstown; Frank Lish, 

Dickinson; H. F. Strehlow, Cassel- 

ton; I. L. Newgard, Grafton. 

Ohio Hardware Association. 
Pres., W. P. Bogardus, Mt. Ver- 

non. 

V.-P., L. F. Stahler, Waverley. 
Cor. Sec., D. R. Burr, Piqua. 
Fin. Sec., W. C. Jones, Columbus. 
Treas., H. A. Waller, Ravena. 
Ex. Com., J. B. Carson, Hamilton; 

©. D. Cussins, Columbus; C. W. 

Jewell, Utica; M. B. Talmage, Mt. 

Gilead; H. F. Rahe, Cleveland; J. 

Rohrbacher, Akron; A. H. Strome, 

Wausau; Geo. G. Meyer, Cincinnati. 
Pennsylvania Retail Hdw. Assn. 
Pres.,Geo. L. Moore. Brownsville. 
V -P., Geo. J. Rudolph, Pittsburg. 
Sec., J. E. Digby, McKees Rocks. 
Treas., B. A. Maggine, Braddock. 
Ex. on E. E. Lyon, Greens- 

Savage, California; B. 

A. AL, Braddock; C. O. 

Shroyer, Dawson. 

St. Louis Stove Dealers’ Assn. 
Pres., Wm. H. Hahn. 

Ist V.-P., G. A. Pauly. 

2d V.-P., E. L. Wachter. 

Sec., Louis Boehl. 

Treas., E. Wertz. 

Southern Hardware Jobbers’ Assn. 
Pres., F. A. Heitman, Houston. 
ist V.-P., Col. B. F. Eshelman. 

New Orleans. 
2a V.-P., John Donnan, Rich- 

mond, Va. 

See., C. B. Carter, Knoxville 

Ex. Com., W. M. Crumley, At- 
lanta, Ga.; O. B. Barker, Lynch- 
burg, Va.; Chas. H. Ireland, Greens- 

Geees S. C.; C. S. Speer, Hot Springs 
rk. 


Texas Hardware Jobbers’ Assn. 

Pres., Jas. ae Dallas. 

ist V.-P., J. C. Bering, Houston. 

24 V.-P.- J. Burnsides, Ft. Worth. 

Sec.-Treas., R. Bell, Weatherford. 

Ex. Cum., G. A. Trumbell, Dallas; 
F. A Heitman, Houston: E. s. 
=. Abilene; J. J. Dickerson, 
Ps 


Wisconsin Hdw. Dealers’ Assn. 


Pres., L. Findiesen, Green Bay. 
V-P.. H. L. MoNamara, Janes- 


ville. 
Seo -Treas., C. A. Peck, Berlin. 
Com., J. Kornelly, Milwau- 
New ion; EL. 
Bay; R. 


Ex. 
kee; E. H. Ramm, 
S. Seofield, St 
Murdoch , Beloit. 





t’. Ladner, St. Cloud; 
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THE AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing western 
hardware and metal prices corrected weekly. You 
will find these on pages 98 to 102 inclusive. 





N. H. Matthews is a new Clinton, Ill, hardware 
dealer. 
J. McGrath has sold his stock of hardware at 

Pocahentas, Ia. 

Roy Crabb, a Hayesville, S. D., hardware dealer, is 
a victim of a recent fire. 

Clark & Burk have purchased the stock of hardware 
of F. Bashon at Pauling, O. 

O. A. Dynstegard, of Veblen, S. D., 
er, is a recent victim of fire. 

Bashon Bros., Paulding, Ohio, are putting in a new 
stock of hardware and stoves. 


hardware deal- 


Oluf Helle has purchased the hardware business of 
Thorson & Son, Walters, Minn. 

Bjelde & Skalet succeed Bjelde & Groth at Mayville, 
N. D., in the hardware business. 

A. D. Mayer succeeds Mayer & Pollman in the 
hardware business at Emery, S. D. 

Kroll & Korth succeed Kroll & Lisshner in the 
hardware business at Parkston, S. D. 

Charles N. Reese succeeds .N. Resse & Son in the 
hardware business at Belmond, Iowa. 

Philip R. Stortz has purchased the hardware busi- 
ness of Louis Hinchman, Wolcott, Ind. 

E. M. Hackett succeeds Hackett & Losinger in the 
hardware business at Abercrombie, N. D. 


A. Peterson Bros.’ Hardware Co. will shortly open 
a hardware store at Parks Grove, Minn. 

A. Howard & Son have sold their hardware busi- 
ness at Hawkeye, Iowa, to Green & Lyon. 

Geo. T. Hunsaker, a pioneer hardware merchant of 
Carthage, IIl., died recently in his 83d year. 

J. E. Peckham is succeeded in the hardware busi- 
ness at Alexandria, S. D., by E. I. Gregory. 

The Stanley Rule & Level Co., New Britain, Conn., 
are starting the erection of a new building. 

Benson & Vestre succeed to the hardware business 
of Benson, Vestre & Wilson at Drayton, N. D. 

Crisman & Barber succeed Snyder & Seely in the 
hardware, stove and implement business at Delta, O. 

The Miller Improved Gas Engine Co., Springfield, 
O., will increase their capital stock from $25,000 to 
$60,000. 

The Wolverine Brass Co., Grand Rapids, Mich., 
have increased their capital stock from $50,000 to 
$75,000. 

A fire in the Clark-Rutak-Weaver Co.’s store at 
Grand Rapids, Mich., on Jan. 30th caused damages of 
$10,000. 

The Cottrell Hardware Co., Quincy, Ill., will 
shortly increase their capital stock from $100,000 to 
$200,000. 

O. M. Reed is president, G. W. Raysor is vice-presi- 
dent, W. J. Fishburne is secretary, and C. T. Cum- 
mirigs is treasurer and business manager of the Cum- 








THE AMERICAN ARTISAN AND HARDWARE RECORD 35 


mings Iron Works and Supply Co., of Walterboro, 
SUG 

The Grand Rapids Hardware Dealers’ Association 
will hold their annual banquet on the evening of 
March 5th. 

The hardware store of O. H. Gordon, of Tona- 
wanda, N. Y., was destroyed by fire recently at a loss 
of $15,000. 

The National Foundry & Supply Co. expect to es- 
tablish a plant for the manufacture of refrigerators at 
Memphis, Tenn. 

The McPherson Hardware & Implement Co., Linds- 
borg, Kan., have been incorporated with a capital 
stock of $10,000. 

On Feb. 11 a fire in Salt Lake City caused a dam- 
age of $75,000 to the Salt Lake Hardware Co., Salt 
‘Lake City, Utah. 

On Feb. 6th the factory of the McKinnon Sash & 
Hardware Co., of Buffalo, N. Y., was destroyed by 
fire at a loss of $175,000. 

Mason & Porter Bros., Altoona, Ia., succeed L. J. 
Zimmer in the hardware business. They will be glad 
to receive trade catalogues. 

' The Bindley Hardware Co., Pittsburgh, Pa., have 
let the contract for their new warehouse which will 
cost approximately $250,000. 

The regular monthly dinner of the Kansas City 
Hardware Implement and Vehicle Dealers’ Club was 
held at the Coates House on Feb. gth. 

John A. Montague, Niles, Mich., for over forty 
years a leading hardware merchant of that city, died 
on Jan. 30th, in the 61st year of his age. 

A number of officials of the American Steel & Wire 
Co. made an inspection of the wire, rod and nail mills 
of the Sharon Steel Co., Sharon, Pa., on Feb. 6. 

The Standard Bolt & Nut Mfg. Co., Alliance O., 
are now operating their plant almost to its full capac- 
ity. Their main building is 70x208 feet in dimensions 
with an annex 34x34 feet. 

The Quality Mfg. Co., Rochester, N. Y., are send- 
ing out their latest catalogue showing a line of sink 
cleaners, children’s shovels, glass cutters, garden trow- 
els, can openers, parers, fish scalers, etc. 

The Joseph Dixon Crucible Co., Jersey City, N. 
J., send us a copy of their calendar blotter for Febru- 
ary. This shows a cupid drawing a valentine with 
one of Dixon’s American Graphite pencils. 

John O. Shares, Thos. J. Shallue and Henry W. 
Munson are the incorporators of the Cheshire Brass 
Co., Inc., Cheshire, Conn., with a capital stock of 
$30,000, for the manufacture of sheet metal goods. 


The Clark Novelty Co. of Rochester, N. Y., are 
manufacturers of beer, milk can, oil can and cream 
separator faucets in various sizes and styles. They are 
also manufacturers of the Clark kerosene oil system 
for heating soldering coppers. 

Hurraw & Co., Wilmot, Ohio, are manufacturers of 
the “Daisy” sprayer, which is double acting, has an 
air chamber and throwing a constant stream. It works 
with a lever, has rubber hose, allowing the stream to 
be turned in any direction. The plunger is of iron and 


oiled wood, and the valves perfect. It will throw a 
solid stream 50 feet, and a spray 15 feet. Made in tin, 
painted to resemble brass, also in kalamein iron, not 
painted. 


The American Cutlery Co., Chicago, are manufac- 
turers of the American family scale, which is beauti- 
fully enameled, ornamented and striped, weighs 20 
pounds by ounces and occupies but little space. It is 
light and easily moved. It can be regulated by turning 
a screw on top. 


Clark, Quien & Morse, Peoria, Ill., are manufac- 
turers of the Peoria washing machines, made with 
ball bearings. They have a compound lever handle 
which greatly reduces the work of wash days. The 
motion used in vibrating the handle takes the strain 
from the back and lets arms do the work with a great 
reduction in labor. 


The C. S..Smith Mfg. Co.,. Milwaukee, Wis., for 
whom Wagner & Marshall, 40 Dearborn street, Chi- 
cago, aré sales agents, are now finishing the steel 
wheels for’ their, Wagner Adjustable Never-Jump 
barn door hafigers,:in bright and attractive green oven 
baked Japan... This firm are desirous of establishing 
agencies;in, eyery town and would be glad to corre- 
spond ‘with \atp-to-date dealers. 


The'Capewell Horse Nail Co., Hartford, Conn., held 
their annual election recently, and elected the follow- 
ing directors: John E. Gillette, William E. Fulton, J. 
M. Allen, J. H. White, A. W. C. Wiliams, G. J. 
Capewell and G. C. F. Williams. These officers in 
turn elected John E. Gillette, president; G. J. Cape- 
well, vice-president ; G. C. F. Williams, secretary, and 
A. W. C. Williams, treasurer and general manager. 


The Smith & Hemenway Co:, 296 Broadway, New 
York, have enlarged their office more than three times 
its original size and take pleasure in inviting the trade 
to their new sample room, where the proper attention 
and courtesies will be shown them by their force. 
This has come about by the enormous increase in their 
business in the past year and they trust that their 
hardware friends will accept the invitation to call and 
inspect their headquarters. 


The stockholders of the Morris Hardware Company, 
Youngstown, O., held their annual meeting Feb. 9. 
The following board of directors were elected: H. M. 
Garlick, J. H. Morris, W. J. Whitworth, Bert H. Coe, 
W. H. Park, L. E. Cochran and Frank Hitchcock. 
The directors organized by electing H. M. Garlick, 
president ; Frank Hitchcock, vice-president ; J. H. Mor- 
ris, general manager; Bert H. Coe, treasurer; W. J. 
Whitworth, secretary, and J. B. Adamson, chief clerk. 


Henry Disston & Sons, Inc., Philadelphia, Pa., are 
manufacturers of The Disston machinists’ squares, 
which include the No. 20, triple steel stock, steel blade, 
graduated, 1-32 inch; No. 21, hard cast steel square, 
not graduated; No. 23, solid steel stock, steel blade, 
graduated, 1-16 inch, and No. 30, solid narrow steel 
stock, steel blade, not graduated. These squares 23 
and 30 are similar in pattern to No. 20 and on account 
of the high quality and moderate price these two 
squares find a ready sale with the mechanics using 
this class of tools. 
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Fifth Annual Meeting Illinois Retail Hardware 
Dealers’ Association. | | 





TRIP OF CHICAGO DELEGATION. 





The “Chicago delegation” to the convention of the IIli- 
nois Retail Hardware Dealers’ AsSociation, consisting of 
members of the Chicago Retail Hardware Dealers’ Associa- 
tion, dealers from various points in northern Illinois and 
manufacturers and jobbers, journeyed to Bloomington in 
style in special coach on the Chicago & Alton train leaving 
Chicago at 2:30 p. m., February 9, being reserved for them. 
On the trip down the entertainment of the hardware men 
was looked after by a committee composed of M. Brucker, 
Chicago, Ill.; Louis A. Denoyer of J. L. Perkins & Co.; 





W. B. Lyman of the Brand Stove Co., Milwaukee; John F. 
Parker of the A. J. Lindemann & Hoverson Co., Milwaukee; 
H. S. Frankenstein of the Chicago Tubing & Braiding Co., 
and W. S. Cutler of the Ranney Refrigerator Co., Chicago. 

The train arrived in Bloomington at 6:45 and was met 
at the depot by President Cormick, Secretary Clark and a 
brass band. The following were the passengers on the spe- 
cial train from Chicago: 

Borchardt, J. F., 495 Ogden Ave. 

Hadik, Chas., 469 Grand Ave. 

Mr. Herzog, 587 W. Chicago Ave. 

Krueger, W. J., 625 W. Twelfth St. 

Lott, G. R., 1002 W. Lake St. 

McLaughlin, D., 1353 Ogden Ave. 

Mr. Krogh, 294 Grand Ave. 

Ruedell, J. M., 514 Ogden Ave. 

Schanze, F. H., 785 W. Twelfth St. 

Schultz, F. W., 1810 W. Twenty-second St. 

Smith, J. L., 752. W. North Ave. 

Waller, Fred, Lyons, Il. 

Black, John, 81 Ninety-second St. 

Gormley, W. I., 78 E. Randolph St. 

Butweis, J. & M., 282 Ninety-second St. 

Christensen, N., 1147 Fifty-ninth St. 

Costello, W. B., 361 Forty-third St. 

T. Engelhardt of Decker & Co., Wm. H., 204 Thirty- 
first St. 

McClure, H. O. 

Neeb, G. A., 1141 Seventy-fifth St. 

Petersen, H. L., 3132 Cottage Grove Ave. 

Pophal, A., 4828 Ashland Ave. 

Porter, F. F., 314 W. Sixty-third St. 

Porter, Grant W., 370 E. Sixty-third St. 

Powers Bros. & Co., 95 E. Forty-third St. 


Schuberth Bros., 5822 Wentworth Ave. 
Schuster, P. H., 1590 Thirty-fifth St. 
Sommers, E. L., 7105 S. Chicago Ave. 
Wooley, C. F., 2935 Archer Ave. 
Armbruster & Son, J. F., 1024 E. Belmont Ave. 
Beiersdorf, E. H., 154 Wells St. 
Mr. Gielow, 1750 N. Ashland Ave. 
Hora, John, 661 Milwaukee Ave. 
Connor, Thos. E., 605 Davis St., Evanston. 
Dalstrom, Chas. A., 1340 Belmont St. 
Englehardt, Geo. A.,. 726 Milwaukee Ave. 
Englehardt, Martin, 473 Lincoln Ave. 
Fehr, Hans, 249 W. North Ave. 
Peppler, H. C., 700 Lincoln Ave. 
Gnadt, H. E., 225 Roscoe Boul. 
Lester, Porter. 
Greenheld, A., 765 Armitage Ave. 
Gundling, G. E., 365 Wells St. 
Krueger, Theodore, 141 Milwaukee Ave. 
Rosch, Geo. E., Aurora, III. 
Ziegler Bros., E. W., Elgin, IIl. 
Brucker, M., Chicago, III. 
Bennett, W. H., Reading Hardware Co., Chicago, III. 
Denoyer, Louis A., J. L. Perkins & Co. 
Johnston, Sidney P., THe American ArtTISAN, Chicago. 
Lyman, W. B., Brand Stove Co., Milwaukee, Wis. 
Nelson, Evans, Lawson Mfg. Co., Chicago, IIl. 
Parker, John F., Schneider & Trenkamp Co., Cleveland. 
Stern, Daniel, THe AMERICAN ARTISAN, Chicago, III. 
Trout, Geo. W., Trout Hardware Co., Chicago, III. 
Davis, H. L., Home Rubber Co., Chicago, III. 
Miller, Z. T., M. & D. Range Co., Chicago. 
Harry C. Frantz, J. L. Perkins & Co., Chicago. 
_ Loomis, E. C., Rothschild Meyers & Co., Chicago, IIl. 





Frankenstein, H. S., Chicago Tubing and Braiding Co., 
Chicago, Il. 

Gold, Wm., Chicago Hardware Mfg. Co., Chicago. 

Singer, James G., Chicago Hardware Mfg. Co., Chicago. 

Cutler, W. S., Ranney Refrigerator Co., Chicago. 


TUESDAY MORNING SESSION. 


The Tuesday morning session of the Illinois Retail 
Hardware Dealers’ Association was scheduled to meet at 
10 a. m., but it was not until 11:35 that President H. G. 
Cormick called the meeting to order and announced the roll- 
call. Before calling the roll, Secretary Clark asked that 





2:3 


2:4 
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members might rectify any mistakes that might be made in 
the roll. 

After the conclusion of the roll-call President Cormick 
said: “The time spent in calling the roll may have seemed 
tedious to some of you, but I hope to see twice the time 
spent in this next year. I hope to see the membership 
doubled next year and if the members will co-operate with 
the officers, this can be done.” 

Fred Kurtz was then appointed sergeant-at-arms of the 
meeting. 

President Cormick then announced the following com- 
mittees : 

Committee on Location of Next Meeting— 

George Barbour, East St. Louis. 
Fred Segrist, Highland. 
J. L. Smith, Chicago. 

Committee on Finance and Auditing— 

Charles Williams, Streator. 
Leo. A. Krueger, Chicago. 
C. N. Murphy, Galesburg. 

Committee on, Resolutions— 

W. B. Costello, Chicago. 

O. B. Kurth, Centralia. 

Geo. Swan, Mattoon. 

E. N. Howell, Dixon. 

D, Y. McMullen, Freeport. 

L. M. Reeves, Peoria. 
Committee on By-Laws— 

William Bittel, Peoria. 

W. T. Gormley, Chicago. 

Grant W. Porter, Chicago. 

Committee on Nominations— 

F. F. Porter, Chicago. 





President Charles H. Williams, Streator. 


R. G. Scheurer, Vandalia. 
J. H. Vawter, Salem. 
Chris. Mauer, East St. 
Committee on Press— 
G. R. Lott, Chicago. 
H. S. McCurdy, Bloomington. 
The convention adjourned at 12:05 to meet again at 
2:30 p. m. 


Louis. 


TUESDAY AFTERNOON SESSION. 


The Tuesday afternoon session was called to order at 
2:40 p. m., and the first number on the program was: 


3T 


ADDRESS OF PRESIDENT CORMICK. 





A YEAR OF PROSPERITY. 


Members of the Illinois Retail Hardware Dealers’ As- 
sociation, assembling for our fifth annual convention, we 
commemorate another year of our existence, and I congratu- 
late you upon the beneficent results to each of you in a social, 
moral and financial way. 

All over the broad expanse of this grand old state of 
Illinois prosperity has dwelt from the beginning to the close 
of the year, and each has garnered his portion. 

Here we are met for the purpose of an interchange of 





Ex-President H. G. Cormick, Centralia. 


views, as to what is best to be done for our business, and I 

ask of each of you constant attendance upon the sessions of 

this convention and active participation in its deliberations. 
PROSELYTING WORK OF THE SECRETARY. 

During the past year many efforts have been made to 
increase the membership of this association. In accord with 
your instructions at the last convention, your president dis- 
tricted the state, and attempted to put a member in charge of 
each district. He succeeded in finding those who were will- 
ing to take the appointment in part of the districts, but in 
only one of the eight districts were new members secured. 

Secretary Clark has traveled a great deal during the year 
and has added names to our roll. He is deserving of great 
credit for the manner in which he has conducted the affairs 
of his office. I have found him, at all times, prompt, effi- 
cient and conscientious. His report will show you the earnest- 
ness with which he has performed his duties. 

HOPES TO PLACE ILLINOIS ASSOCIATION AT THE HEAD. 


From the foregoing, do not get the impression that I am 
discouraged. That we have a little more than held our own, 
under the circumstances, is sufficient to cause me to hope 
that we are yet destined to have the largest association in 
the country. 

I shall be content if I can induce each of you to— 

“Look up, not down; look forward, not back; 
Look out, not in; lend a hand.” 
DO NOT REALIZE NECESSITY OF ASSOCIATION WORK. 

With the conditions surrounding trade in the past year, 
it was a hard matter to get the uninitiated to realize the 
necessity for an association. While there is a great demand 
for goods, and all classes have the money to pay for them; 
while the producing trusts are raising prices, and the labor 
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trust is keeping wages in unison with advanced prices, the 
average dealer is not willing to give any time, thought, or 
money to help association work. 

WHEN DEALER WILL SEEK REMEDY. 


There is another side which a few pointers indicate will 
be brought to our attention soon. With a settling of values; 
with a slacking of demand, the dealer will have time to grum- 
ble at the manufacturer or jobber who goes to the consumer 
to keep up the volume of his business, and look about him 
for a remedy. He has been in this predicament before, and 
single-handed has accomplished nothing; as a natural con- 
sequence he will come to our council, to lend his moral and 
financial support in solving the problems that confront us. 

WORK OF NATIONAL ASSOCIATION. 

During the year the National Association has been act- 
ively engaged in building up sentinient in. our favor with 
the manufacturers and. jobbers ; endeavoring to arouse sen- 
timent in states that_are~ yet’ unor, ged, and issuing an 
official maintdl that will beat, j burdens; also in 
preventi@g the railroads froae Heats forthe cata- 
logue houses; in every case ape e latter line they 
have beet snecessful. ? 

The-résults obtained in» these ditéctions are very encour- 
aging, and’ worth more to the trade at Warge than the ex- 
pense. . + 

PERSONNEL OF NATIONAL ASSOCIATION OF A HIGH ORDER. 

Great credit is due the gentlemen, associated with me in 
the exectuive position of the National, Association, as they 
have all given of their time—except the secretary—without 
compensation. 










M. L. 


Corey, Secretary National Association. 


Since its organization the personnel of the National As- 
sociation has been of a high order, well worthy of your con- 
fidence and support. While you may be of the opinion that 
they have not done things they should have done, yet you 
must not lose sight of the fact that the movement is new, 
and radical steps at the beginning would defeat their pur- 
pose. 

A STRENUOUS POLICY FORTHCOMING. 

If the different states will give to the National Associa- 

tion the support of members that they ought to give, the 





movement will be rapid enough to suit any one. Indica- 
tions of a more strenuous policy are now in sight, and hopes 
are entertained for beneficent results. 

It is to be regretted that there are those connected with 
this effort, in our interest, that will not only speak dispar- 
agingly of its future, but do not by their acts inspire confi- 
dence in ultimate triumph. This class have a disheartening 
tendency, and yet we have them in everything. However, 
when the hard places are passed and things are easy, they 
are the acme of loyalty and devotion. 

OPTIMISM BETTER THAN PESSIMISM. 


It is better to be a little optimistic, and occasionally be 





Ex-President Z. T. Miller, Bloomington. 


disappointed, than to be pessimistic, and see no good what- 
ever, until the end attained runs oyer you and forces an 
unwilling recognition. 

Only by your unconditional. loyalty and some little self- 
sacrifice can we expect to meet the Success that those whom 
you place in official positions struggle for. 

If sufficient funds are at hand I suggest that we unite 
with other retail organizations to procure a: better 

Peddlers’ license law; and 
Mechanics’ lien law. 


COOPERATIVE BUYING. 

In view of the fact. that it is,nmecessary to show the 
dealers who are not affiliated with us. that we can save them 
money, I would suggest that the subject of co-operative 
buying be placed in the hands of a-special committee for 
consideration. While I have no desire to offend those job- 
bers who are friendly to us, yet the catalogue-house and 
department-store competition makes it imperative that we 
sell staple lines cheaper, and they certainly cannot censure 
us for doing for ourselves that which they cannot do for us. 

NATIONAL MEETING SHOULD PRECEDE STATE MEETINGS. 

I would suggest also a vote of confidence in the Na- 
tional Association and recommend that your delegates to 
the next meeting be instructed to use their influence to have 
their meeting before the various state meetings. 


PARCELS POST AGITATION MUST BE KEPT UP. 

It must not be overlooked that there probably will be 
an effort made before Congress adjourns next summer to 
pass the Parcels Post bill, the evils of which have been 
called to your attention before. Your delegates to the Na- 


















tional Association should be instructed to see that interest is 
awakened in this matter at their next. meeting. 

Your executive committee has had but the one meeting, 
December 28, in the beautiful city of Bloomington, to perfect 
arrangements for this convention, but through the year their 
judgment, counsel and enthusiasm have been of great aid in 
the work done. 

Many and pleasant have been the letters and conferences 
had and held with the various members of the association, 





D. Holder, Bloomington, Ex-Vice-President. 


and have caused me to realize the truth of the following 
lines: 
SUNSHINE. 
“Loving words will cost but little, 
Journeying up the hill of life; 
But they make the weak and weary 
Stronger, braver for the strife. 
Do you count them only trifles? 
What on earth are sun and rain? 
Never was a kind word wasted; 
Never one was said in vain. 


“A pocketful of sunshine 
Is better far than gold; 
It drowns the daily sorrows 
Of the young and of the old; 
It fills the world with pleasure, 
In field, in lane, and street, 
And brightens every prospect 
Of the mortals that we meet.” 
The President’s address was followed by vociferous 
applause and as this died away, the President called for the 


SECRETARY CLARK’S REPORT. 





CANVASS OF STATE. 

The following synopsis, herewith submitted, details in 
general the work which has been accomplished from this 
office during the year just drawn to a close. 

At the beginning of our fourth year, and pursuant with 
the plans formulated by our finance and auditing commit- 
tee, the state was divided into districts, and a chairman 
was appointed by our executive head, for most every district, 
for the purpose of making a thorough canvass of the entire 
state for new members. 

Each district chairman was communicated with from the 
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office of the president, and as well from this office, and this 
work was carried on thereafter by the different district 
chairmen. Through this plan our membership has been 
considerably increased. 


PERSONAL SOLICITATION ON SECRETARY'S PART. 


As far as has been possible, your secretary has been out 
through the state, personally soliciting new members, with 
the result that a considerable number of new dealers have 
joined our association and many others have signified cheir 
intention of doing so later. 


LETTERS TO CONGRESSMEN AND LEGISLATORS. 

Pursuant to the suggestions of our committee upon reso- 
lutions and in accordance with the action of this body at its 
last executive session, during the early portion of the year, 
your secretary communicated with the members of Con- 
gress, setting before them the action of our association rela- 
tive to the “Interstate Commerce Law,” and as well our 
attitude toward the enactment of a “Parcels Post Law.” To 
the members of the legislature letters were sent acquainting 
them with our resolutions adopted in relation to the “Ped- 
dlers’ License Law” and the present “Garnishment Law.” 

RESOLUTION OF SYMPATHY. 

An expression of sympathy from this association was ex- 
tended to the family of the late Otto Schulte, of Freeport— 
a former active member of our organization. 

GRIEVANCES. 

During the year there have been very few grievances 
reported to this office. One was easily adjusted, while an- 
other was referred to our grievance committee, who have not 
reported on the case as yet. 

TRADE CONDITIONS. 


Trade conditions throughout the state have been so thor- 





D. Y. McMullen, Freeport, Member Investigating Committee. 


oughly satisfactory in almost all respects that it is not 
strange that so, few complaints have been lodged. 
: THE RETAILER. 

The retailer has been enjoying a season of exceptional 
profit and of large volume of business; it has required his 
every attention to conduct his business, and he has had small 
opportunity to devote thought to anything outside. 

A HEALTHY INCREASE IN MEMBERSHIP. 

The members of our association have all been communi- 
cated with a number of times from this office, advising therm 
in relation to the progress of the organization and its projects. 
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There has been during the year a very healthy increase in 
our membership. There is a spirit of interest and enthusiasm 
exhibited by all for the association work, and from present 
indications the ensuing year promises to develop some new 
measures of interest, as well as to yield a large increase in 
vur membership. 

I desire to report to this body that President Cormick 
has devoted much of his time and attention to the promotion 
of the interests of our organization. He has labored ener- 
getically at all times in your behalf, and I feel that it has 
been an honor to be associated in this work with him, and 
under his supervision. 

It gives me pleasure to inform you that through the ef- 
forts of Mr. L. D. Nish, of Elgin, Ill, our Association has 
gained seven new members from that city alone. 

The outlook for our organization is certainly very sat- 
isfactory. However, if we are to continue to advance—as 
we desire—it means that every member must get down out 
of the wagon and put his shoulder to the wheel—then don't 
just lean against it—push. 

Clark’s 
by the convention. 


Secretary report was enthusiastically received 


F. F. Porter then made his report as Treasurer, showing 
that a balance of $199.65 had been carried over from last 
year. Receipts during the year have been $510.00, making 


a total of $709.65, As the disbursements had been $630.16, 
1. balance from the treasury of $79.49 was left. 


G. R. Lott of Chicago then read the following paper: 


THE PEOPLE THAT SELL TO US. 


RELATIONS OF WHOLESALER AND RETAILER, 


rhere is perhaps no subject that we might take up that 





Secretary L. Nish, Elgin. 


would be more interesting than to consider the present rela- 
tions between wholesaler and retailer. 

Many times in the course of the year we feel that we are 
getting the worst of it; no doubt the other fellows have just 
such feelings as often as we do. 

Let us consider our side of this question. Perhaps some 
one of the other side can show us where we are wrong, or 
concede that we are right and cooperate with us to put a stop 
to certain practices. 


EVILS IN FURNACE TRADE, 


Our country dealers espe- 
It is this: Where 


First, the furnace trade evil. 
cially have a kick which seems reasonable. 


two or three hardware dealers constitute the whole furnace 
men of the town, each one an agent for a good line of fur- 
naces, it seems reasonable that they ought to be left alone 
to divide the furnace business between them; but no. There 
are so many furnace manufacturers that will sell direct to a 
house owner, simply because they have no regular agent in 
that particular town, and feel that they are doing the local 





Ex-Secretary L. H, Clark, Rockford. 


furnace man a good turn if they give him a show to figure 
on the labor of setting the job. 
Such a condition is deplorable. 
turer figure out that he is entitled to an 
town? How can he figure that simply because he is un- 
fortunate in not having an agency in a certain town, he has 


How can a manufac- 


agency in every 


a license to retail there? 
MACHINIST TOOL TRADE. 


The machinist tool trade is in bad condition in Chicago. 
In these days of big things the large factories, who employ 
perhaps thousands of men, see fit to purchase through their 
purchasing department the.tools that their men may want, 
the employes getting them at wholesale cost. Now the ma- 
chinist of to-day is not an object of charity in Chicago. On 
the other hand, he is one of the most independent of men, 
receiving tip-top salaries. If he is entitled to the wholesale 
price on his tools, who is not? 

RUBBER HOSE. 

A little rubber hose incident which occurred in Chicago 
since our last annual meeting would not be out of place now. 
A certain manufacturer sold one of our Chicago association 
members a bill of garden hose, warranted, of course. Some 
of it proved to be “bum” hose. Our retail dealer shoved it 
back on the maker, who crawfished—said first that it was not 
warranted to stand use of washing porches, and many other 
uses; then said that he might have replaced the “bum” stuff 
if he had been approached with kid gloves and with an order 
for more hose. Our member lost in the first round; he did 
not get other hose—his customer did. 

I have all correspondence in my satchel that passed be- 
tween this manufacturer and our member. I have a section 
of the hose in controversy. It has been inspected by experts 
in that line, who have pronounced it rotten stuff. 

This manufacturer has been up to see the Chicago As- 
sociation the last two months or more, with samples and 
prices and a good guarantee. 













































A common expression of our president of the Chicago 
Hardware Association—Mr. McLaughlin—was used when 
the hose business was discussed at our meeting. It was this: 
“If a man sticks me once, that is his fault; if he sticks me 
a second time, that’s my fault.” The hose man of this inci- 
dent did not get the business of the members of the Chicago 
Association in 1903. 

SAWS. 


A certain saw manufacturer is just now sending out a 





Treasurer George A. Engelhardt, Chicago. 


very interesting little booklet on the good qualities of his 
saws, on the back page of which he says: “If your hardware 
dealer does not handle this, write me direct and I will sell 
you.” 


MATTERS FOR NATIONAL ASSOCIATION TO TAKE UP. 
And so we may go through the hardware business from 
one thing to another, it is the same old story—get all that you 
can and more if possible. If we permit this to go on without 
a strong protest, we will get the worst of it. The man that 
does things openly and above board is no worse than he that 
does them underhand. The time is close at hand when our 
National Associaticn must get busy with the wholesale houses 
and come to a thorough understanding with them; find out 
where we are at, whether they will meet us half way. This 
is a period-of give and take. The labor unions and the em- 
ployes are doing these things daily and it behooves us to do 
so if we wish to protect ourselves. We cannot do much 
single-handed, but through our central body the whole mat- 
ter should be adjusted, without a question. 


ERRORS OF DEALERS. 

There are many things which we do that are wrong. 
For instance, I know where houses are with us, in spirit and 
in practice. Still we do not support them. It is not a ques- 
tion of price; I know of no other reason than sheer thought- 
lessness on our part. 

Our hardware trade belongs to our local. jobber. If he 
is right and fair, if he wants our business and our customers 
too, then I saw emphatically, quit him—the sooner, the bet- 
ter. 

President Cormick said if any member has a grievance, 
this is the place to air it. “I am surprised that in a gath- 
ering like this, of intelligent men, someone has not some- 
thing to say on this subject.” 

Grievances of various character were then discussed, the 
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members speaking being W. T. Gormley of Chicago, F. 
Geesing, East St. Louis; M. Fahey, Decatur; Mr. Eccles, 
Decatur; Mr. Cryder of Tonica; E. Y. McMullen, Freeport ; 
D. McLaughlin, Chicago; Jim Strehlow, Peoria, and C. 
Williams of Streator. 

L. Nish of Elgin then read the following paper on: 


EXPERIENCE. 


THE ASSOCIATION A GOOD THING. 

It was three years ago one of our number became a 
member of this Association and attended its first meeting at 
Peoria. He enjoyed a pleasant profitable meeting. Two 
years ago at Galesburg, he repeated the experience, only 
more so, the increased acquaintance of the previous year 
had increased the usefulness and broadened the surface from 
which ideas came to use in business during the succeeding 
year, and at this time the conviction came upon him that 
there was a good thing, that his competitors in his own 
town did not have, and he hugged himself with a satisfied 
air of one who would not give the good thing away. 

A CONFESSION, 

With the meeting of last year a new light came and 
learning of the success of the local association of a neighbor- 
ing city he made a confession and asked our secretary, L. H. 
Clark, to lend his aid in enlisting his competitors and 
breaking the good news of a new and better way of doing 
business 

I am on the inside to this confession and let me tell you 
that this hardware dealer who a few years ago thought 
that he had too good a thing in the membership to give the 
thing away to his competitor, is now convinced that the 





F. F. Porter, Chicago, Member Executive Committee. 


good thing is increased seven times for all of his competitors 
are affiliated with this work. 

This particular local association, while not given to 
many meetings or much red-tape, has done a great deal for 
the dealers of that town and sets a fair example for each 
town represented in this Association to follow. 


LOCAL ASSOCIATION BROUGHT COMPETITORS TOGETHER. 


First: It brought these competitors together and there 
were no fireworks at the contact—no use for the hog scrap- 
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ers which each carried up his sleeve, for there were no bris- 
tles in sight, each found the others were smooth fellows, and 
the cloud which had hung like a pall over the hardware 
trade in that city, began to show its silver lining. 

From this experience, I am forced to the conclusion that 
great good can be accomplished for the State Association 
and all that it stands for, and for the individual hardware 
dealer by encouragement of local associations. 

VALUE OF A LOCAL ASSOCIATION. 

What does a local association do for its members? First, 
In the vernacular of the last campaign it establishes confidence 
at home, gives the local tangible results in cash whole, the 
State and National associations cover the wider field and a 
greater one in its possibilities, but harder for the individual 
member to feel and see results. Next, it enables exchange 
of ideas. This does not necessarily mean your own peculiar 
twist in handling your own business, but ideas that build 
up confidence of the public that the legitimate hardware 
store is by far the best place to do business for anything in 
the hardware line. 


ILLEGITIMATE COMPETITION. 


How to turn the tide of racket and cheap store trade. 
Compare notes as to the cost of doing business and dispos- 
ing of staple articles at a profit. And if not already con- 
nected to a credit rating system to carefully obtain the stand- 
ing of contractors and others. 

Those of you who are the only member of this Asso- 
ciation from your city and you have not a local association, 
words cannot convey to you what it means to sit in a circle 
with your competitors and feel the thrill and enjoyment of 
a heart to heart talk. 

STRONGER BONDS. 


When you go home, just try one sample bottle of this 





D. McLaughlin, Chicago, Mi1., President Chicago Retail Hardware 
Dealers’ Association. 


local association idea, I believe it will be a tonic to your 
hardware trade and a means of strength to State and Na- 
tional associations and stronger bonds between hardware 
dealers all along the line. 

Vice President Holder, in speaking on local association 
work said, “Local associations have proven helpful in my 
experience.” 

Mr. Eccles, Decatur, said, “I am glad my membership is 
good for one year more with such representative dealers, as 
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I see before me. We have seven dealers in our town and 
held a meeting, elected officers, etc.” 

M. Fahey, Decatur, said, “If I live to be 75 years old 
you will see me at every meeting of the Illinois Retail Hard- 
ware Dealers’ Association.” 

F. F. Porter, Chicago, said, “I do not believe in regulat- 
ing prices. The advantage derived by members of the Chi- 
cago Retail Hardware Dealers’ Association is by co-opera- 
tive buying. There has never been any trouble in the ranks 
of our association. We build up feelings of respect and con- 





G. R. Lott, Chicago, Member Investigating Committee. 


fidence with each other. I do not think it possible to build 
up a successful association by arbitrary regulating prices.” 

G. R. Lock of Chicago, said, “Local associations in small 
towns need not necessarily be confined to one town. The 
Chicago Retail Hardware Dealers’ Association started as a 
small association on the north side of the city and then 
moved down town, becoming the Chicago Association. Ac- 
cording to our constitution, any dealers in Cook county can 
secure a membership in the organization. We have turned 
down several outside applications. We discuss the prices 
of goods in our Association. One member said, ‘I am think- 
ing of selling stove pipe at 12c,’ another said, ‘I will ask 15¢,’ 
a third member says, ‘I think 15c would be a good price and 
by the use of this method we get in line on the other fel- 
low’s ideas as to right prices and as a rule we sell at such 
price, although we have no selling price fixed by the Asso- 
ciation.” 

L. Nish, of Elgin, said, “Our Association has no arbi- 
trary scale of prices, but we simply have heart to heart 
talks.” 

A Member, “ZT live in a small town. A new dealer came 
there recently and started selling apple parers at 75c. I went 
over to his store and had a nice friendly talk with him. I 
asked him what he was getting for apple parers; he said, 
‘75c.’ I said, ‘We are trying to get 85c;’ he replied to my 
remark at once, ‘Is that so, I did not know it, I will ask 85c 
hereafter.’ If you and other dealers find that you cannot 
agree on prices, you should freely discuss them. I believe 
in local associations, as they are the means of building up 
State associations.” 

M. L. Corey, Secretary of the National Retail Hardware 
Dealers’ Association, Argos, Ind., said, “Local associations 
are very important and I indorse the views advanced in Mr. 
Nish’s paper on this subject. We have studied this subject 

















































































































thoroughly in the past few years, looking at it very thorough- 
ly, and I can say, after thoughtful observation, that I can 
find nothing but good to report of local association work. 
We have a small town, but in my experience, some of the 
best local associations in the country exist in towns whose 
population is under 2,000. The success of the association 
work is not so much the matter of price. The matter of 
credit, one which is worthy of consideration, then there is 
the question of schemes of all kinds. Where merchants do 
not co-operate men.with Schemes come to one man and then 
to another, and they all go in because each does not care 





H. E. Gnadt, Vice-President Chicago Association. 


to be left out and does not know what the other merchants 
are doing. All such matters as this can be effectively regu- 
lated by a committee. Every local association that does good 
work, strengthens the State and National associations. I 
want to emphatically say, that local associations are a good 
thing and no town with two stores is too small to derive 
some good from an association of this character or are 
New York and Chicago too large.” 

Mr. Schultz of Chicago, said, “I know the association 
is a good thing; I have belonged to the Chicago Association 
only a very short time and have only attended a single meet- 
ing of the association, but I would say that the information 
I received at that meeting enabled me to make a deal on 
which I made $10, which is a good deal more than I have 
had to pay in the way of dues.” 

President Cormick then introduced M. L. Corey, Argos, 
Ind., Secretary of the National Retail Hardware Dealers’ 
Association, as a man of broad mindedness who had been 
identified with the association movement from its inception, 
and had been an active and enthusiastic worker. 

Mr. Corey in his prefatory remarks said, “I feel as if I 
was among my friends and I wish to congratulate the State 
of Illinois, especially the large delegation that Chicago always 
sends to the conventions. You should be proud of it and 
proud of them. No other state receives anything like the 
aid that Illinois receives from Chicago.” In his address Mr. 
Corey urged that the Association should take steps to pre- 
vent false impressions of their work being printed in the 
daily press, and pomted out the tactics of various illegitimate 
commercial houses. The work of the National Association 
the past year was also largely outlined in this address. 

At the conclusion of Mr. Corey’s address C. L. Williams 
of Streator, Ill, said, “The Illinois Retail Hardware Dealers’ 
Association has been honored by the presence of the National 
Secretary and I hope that we can get another speech from 
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the National President to-morrow. I move that we take a 
rising vote to show our appreciation of Mr. Corey’s visit.” 
This was carried unanimously. 

Mr. Corey then thanked the Association for this expres- 
sion of regard and also thanked them for providing the 
National Association with such a man as H. G. Cormick, 
the National President. He said that during the past year 
he had made heavy demands on Mr. Cormick for various 
work and there had not been a single jar in their relations. 

Vice President Holder then announced that the local 
committee had arranged a smoker which would be held at 
Hoopes’ Hall, Center and Monroe streets, at 8 p. m. 

The convention then adjourned at 4:50 p. m. 
TUESDAY EVENING SESSION. 

Tuesday evening was devoted to sociability, and the 240 
chairs at Hoopes’ Hall were filled shortly after 8 o’clock by 
hardware dealers and camp followers. John F. Parker, Guy 
McCurdy, W. H. Bennett and Warren H. Milner were the 
committee on arrangements for this banquet, and the program 
they devised on the spur of the moment was an excellent 
one. 

The following firms 
fund: 

Norvell-Shapleigh Hardware Co., St. Louis. 

Lawson Mfg. Co., Chicago. 

Reading Hardware Co., Chicago. 

THe AMERICAN ARTISAN, Chicago. 

A. J. Lindemann & Hoverson Co., Milwaukee. 

Estate of P. D. Beckwith, Dowagiac, Mich. 

The Ranney Refrigerator Co., Chicago. 

E. C. Atkins & Co., Indianapolis. 

Devoe & Raynolds Paint Co., Chicago. 

Brand Stove Co., Milwaukee. 

Trout Hardware Co., Chicago. 

M. & D. Range Co., Chicago. 


contributed toward the banquet 





L. Rosenberg, Chicago, Ex-Member Executive Committee. 


Bloomington Stove Co., Bloomington, III. 

The Iron Age, New York. 

Charles Smith Co., Chicago. 

J. L. Perkins Co., Chicago. 

Richards Mfg. Co., Aurora, IIl. 

Chicago Hardware Mfg. Co., Chicago. 

Coburn Hanger Co., New York. 

Informality was the feature of the evening. The guests 
were seated around the room in front of slender-legged 
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tables. The fun began with the singing of that beautiful and 
expressive hymn, “Hi Le, Hi Lo” and closed with a potpourri 
all sung at the same time by the company. The menu was 
not elaborate, but was on the Bohemian order and was de- 
lightfully informal. In a write-up of this smoker the Bloom- 
ington Pantagraph said: “The cigar smoke made up for any 
deficiency in the other items, and if the members had retained 
sufficient presence of mind to cut out slices of the smoke 
and canned it, they might each have taken home enough to 
have a little anniversary celebration at some future time. 
The bill of fare was something like this: 
Cigars. 

Ham Sandwiches, Cheese Sandwiches, 

Wiener Sandwiches. 


Cigars. 
Coffee. City Water. 
Cigars. 
Cigars. Cigars. Cigars. 


More Cigars. 

In the course of the evening there were recitations by 
Manager Frank L. Taylor of the Illinois Hotel, stories by 
“Round Oak Bob” Elliott of the Estate of P. D. Beckwith, 
C. A. Woolley of the Cole Mfg. Co., Mr. Cook of St. Louis, 
and Frank Wells of E. C. Atkins & Co. Hudson and Russell 
gave a musical act and J. B. Stevenson an exhibition of ven- 

John F. Parker of the A. J. Lindemann & Hover- 
son Co. gave a song, and J. F. Norris of the Lowe Paint Co. 
Judge Gillespie of Bloomington 


triloquism. 


told some inimitable stories. 
gave an imitation of a local politician, which was quite a hit, 
and Charles Smith of the Charles Smith Co., Chicago, gave 
H. Williams of Streator, 


who was unaware that the presidency of the association was 


some very felicitous imitations. C. 


hanging over his head like a Damoclean sword and that the 
thread holding it would snap in a short twelve hours or so, 
entertained the gathering with some funny stcries, and be- 





R. G. Schuerer, Vandalia, Member Executive Committee. 


tween selections there were numbers by Ashton’s Orchestra, 
besides choruses from popular songs. 

The smoker wound up with an entertainment 
which was highly enjoyed by those present. The vast ma- 
jority of those present voted the smoker to be a much more 
successful way of entertaining a company than a banquet, 
and are in favor of making it an annual event. 

WEDNESDAY MORNING SESSION. 

The Wednesday morning session was called to order 
at 9:20 a. m., and the first number on the program was the 
following paper by L. M. Reeves, on 


athletic 


THE HARDWARE STORE WINDOW. 


A NEW SUBJECT IN ILLINOIS. 


I doubt very much if there has been a Hardware Dealers’ 
Convention in the last few years, excepting possibly our own, 
which has not had a paper on window dressing, all of which 
have been printed by our several trade papers and almost 
every issue contains an interesting article giving suggestions 
as to possible ways of dressing your windows, which are one 
of the best methods that you have of advertising. I doubt 





H. N. Murphy, Galesburg, Member Executive Committee. 


very much if I can add anything to what you have already 
read and listened to, but it may tend to stir you who are 
neglectful of this too much overlooked part of your store. 
My personal experience has not been great in this line, but 
windows, in every line 
of trade, and an attractive stop me, 
whether it be one containing ladies’ “lingerie,” something 
I have not as yet had the pleasure of having to spend sheckles 
for, to the window of an art shop, which I dare say, will 


I have been a careful observer of 


window never fails to 


appeal to a greater portion of the passers by than any other 
trade, however displayed. 


DISPLAYS MUST BE ATTRACTIVE. 


But it matters not what you have to show, if you will 
make it attractive you will get a glance, where, should you 
tumble a bit of this and that into the window without regards 
to how it may look, you are passed by unnoticed. I should 
say that one thing which will attract attention and the fifst 
start in the dressing of a show window, is to wash your, win- 
dows and wash them often. Would you think of putting on 
your best “Sunday-Go-To-Meeting” clothes without first tak- 
ing a good wash? Do you think that you would “stop any- 
thing” if you were dressed in the height of fashion and had 
a much soiled face and hands? Then why not have a clean 
front. Since I have mentioned the clean front, I might add 
that a little paint adds much to attract: and I believe that if 
a coat of paint was put on your store front yearly that it 
would be a good investment, as you present that fresh appear- 
ance and the first impression one has on approaching your 
store does not lessen his estimation of you and your methods. 


WINDOW DISPLAYS AS MONEY MAKERS. 
Don’t 
It can’t 


As to the window, what to put in it and how. 
think that you can make a display without some cost. 














































































be done; but one can with a very little expense make a credit- 
able showing and a money maker. If our windows were not 
money makers for us, why do the large department stores of 
our cities pay big salaries to their window dressers, who 
have made a study of it, and no doubt but thousands of dol- 
lars are yearly spent on fittings on which to display their 
goods, if they were not money makers? I have heard people 
say, “My windows are so arranged that I cannot make a half- 
way showing in them.” Nonsense. Still, you may not have 
a modern front with a large window, but make something 





L. Babst, Kankakee, Ex-Member Executive Committee. 


of what you have. Our people are curious and they will peek 
through a knot hole if they think there is something on the 
other side to see. When I say make something, I do not 
mean that you shall go to any great expense, but any one of 
you, with a little ingenuity, can fix what you have so that 
you will be able to make a showing and one that will attract 
the passer by. I am in favor of a boxed window, as it keeps 
out the dirt, flies, our light fingered customers and the man 
who forgets that you have spent time in arranging your 
goods to look attractive, who picks up almost every article, 
looks it over, prices it, offers some suggestions as to how 
it might be improved upon and lays it down about as far from 
where he picked it up as is possible to reach. Of course, 
he did not stop to think, but one of these non-thinkers will 
spoil your window. Your show window should not be a 
sample case and an article placed in it should not be disturbed 
unless it is absolutely necessary. At any rate, have a back 
to your window, one high enough that you can look over but 
touch not. It also gives you an opportunity to build up 
your display and not have everything flat on the floor. 
DECENT DISPLAY FIXTURES ARE ESSENTIAL. 


Don’t attempt to show your goods on common boards 
or try to cover them with newspapers; they will do for a 
pantry shelf but not the show window. You can buy cheap 
plain goods at a small cost; cheese cloth will do and can 
be had in colors and when soiled it will make the best kind 
of a dust cloth; and it’s a cinch that we do not use enough 
of them in our stores. Judging from the displays that I have 
seen, I should infer that he who made it started at the front 
door of the store, went down one side and back the other, 
picked up an article here, an article there, carried them to 
the window and dumped them in so that he could get back 
to the stove and hear the new drummer crack a fresh joke. 
Don’t do it. Before you start, decide on something that you 
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want to display, ought to be seasonable. Don’t put your ice 
cream freezers and wire cloth in the window during the 
winter and your snow shovel and coal hods in the summer, 
because they are out of the way there, but when the time is 
ripe to push an article, put it in the window and that alone. 
I do not necessarily mean that every display should be 
made of one article, but use those of a kind, such as are 
related to one another. 


ASSORTED DISPLAYS. 

I have seen windows with such a concoction as this: 
Steel range, hay fork pulleys, scissors, milk cans, razors, 
garden hose, lemon squeezers, etc. Such a conglomeration 
could never be made to look like anything, no matter how ar- 
ranged. One week put in your steel range and with it several 
articles that are used with it, pots, pans, etc. Next week 
put your hay fork pulleys, if that week be summer, and 
with them the hay forks, rope and the articles used during 
harvest time. Make your cutlery display in one and leave out 
all the rest. It does not take much to make a good display. 
I recall at this time a certain window I saw not long since 
where a holiday cutlery display had been attempted. Was 
not bad, but they spoiled it. How? They started at the 
front of the window all right, but when they got to the back 
they must have been at a loss to know how to end it; so in 
place of still carrying out the cutlery effect, or covered with 
cloth and put in a few hint-giving cards as to their goods 
they put in, they used a lot of sample boards of butts and 
the like, something that would not attract any sane person 
while doing their Christmas shopping. 


TOO VOLUMINOUS DISPLAYS. 


Another great mistake is made in putting too much in 
your window. Better be too little, for when you crowd you 





D. D. Velde, Pekin, Ex-Member Executive Committee. 


confuse and it is like taking a card of many colors and 
giving it a whirl. They all look alike. 
TEMPORARY RACKS. 


In almost every display you make, it is necessary to build 
some sort of a temporary stand or rack on which to display 
certain goods. -It need not cost you a cent; use nail kegs, 
boxes or anything that you may have around the store. Ar- 
range them as you want and cover with your cloth. Then 
take your articles that you have decided to exhibit and ar- 
range them that they will show the best. You may have 
to tear out and start over again until you get it as you want. 
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but do it to appeal to the passer by and a little good taste 
will do it. Moving objects of any kind will attract. Scheme 
little things that cost you but little and note the effect. I 
have on several occasions had entire displays balanced by a 
needle point on the head of a pin. No trick, but it took. 

A BULL DOG IN A WINDOW. 

Last summer one of our merchants made a display of 
dog collars and had a large bull terrier with one of their 
good collars on, in the window. That took, and well repaid 
them for the little trouble that they went to. Take anything 
that you have in the store, I don’t care what it is, and you 
can display it and with the use of cards you can call the 
attention of the public. You would not think that people 
would stop to look at nails, but they will. 

A DISPLAY OF NAILS. 

Some time ago we filled our window with nothing but 
nails. Took a handful of each size of nail and brad that we 
had in the store, had them arranged on little wooden plates 
covered with a sheet of white paper. On each plate was a 





C. Mauer. East St. Louis, Member Executive Committee. 


card giving the size and kind of nail. Then I took one plate 
and put black paper on it and had a handful of cigarettes 
there. These I labeled “Coffin Nails.” Many came inside 
to remark on the jest, and many the smile as they left the 
window. At another time, we filled our window with ham- 
mers, mallets and the like. We took a door knocker that we 
had on a sample board and put that in; over it a good sized 
card with the word “Knockers” on it. That took. 
INNUMERABLE WAYS OF FIXING WINDOWS. 


The ways that you may fix your window are innumer- 
able to appeal to the passer by, and he who stops to look, if 
you will notice, will almost invariably look for your sign 
to see who did it, and he usually remembers the place. I 
know, for a year after we had made one display we heard 
people remark on passing, “That’s the window that got the 
write-up in the paper.” That window was undoubtedly our 
master piece, and the advertising that we received from it was 
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worth a full page advertisement in any paper. We covered 
the glass with black cloth and at about the height that the 
average man could see through we cut two holes and over 
each we placed the sign, “For Men Only.” Back from the 
window we made two stalls and lined and covered them with. 
black cloth and had a light in each. In one we put razors, 
knives, razor strops, cork screws, and a can opener; in the 
other, mechanics’ tools. This display was made during one 
of our carnivals, when the-city was. filled with strangers and 
the entire town was out each day ‘on"parade and sight seeing, 
and the fun that we had from the window and the appeal it 
made to the passers by was by far the best advertising that 
we ever did, but we got more from it than just the look that 
was given the window. One day a very pious maiden passed 
the store, saw the sign, “For Men Only,” was shocked, rushed 
home, told father, a good deacon, the liberties taken during 
the carnival and related what she termed a disgrace to permit 
such a show on the main street where even women and boys 
were looking. Papa’s wrath could not be imagined; off he 
rushed to the police station, lodged his complaint and a detail 
of policemen were immediately ordered to investigate. It 
took but a minute and when they returned and informed 
papa what was exhibited behind that black cloth, with the en- 
ticing sign, there was a good laugh and a much disgusted 
papa. It leaked out, the paper got hold of it and the write-up 
of it was good money in our coffers. The window did it 
and the write-up cost nothing. That window wasn’t fixed 
in a half hour but we were well repaid for our trouble. 
CARDS ARE A GREAT HELP. 

Cards in your window are a great help. Be your own 
card writer. Rubber letters can be had for a moderate cost, 
or buy a little asphaltum and a camel’s hair brush—fifteen 
cents will cover the cost—and print them. You, who are 
not adepts at making letters, can obtain paste board letters. 
for almost nothing, are easily traced on your card, and fill 
in with asphaltum. Catchy hints appeal to all. I subscribe 
to one of the journals devoted to advertising and I find in- 
numerable catchy phrases which are a great help to me. 
Pricing your articles you have in the window is a good idea. 
Don’t fear that your competitors will note your prices and 
undersell you. Be original as possible. One of the most 
clever and original methods of cards is used by a Chicago 
shirt maker, who takes a blue pencil and a strip of common 
manila wrapping paper and writes clever and catchy bits on 
them. These he sticks to the glass and are read by thousands. 
daily. He changes them often and the regulars who travel 
that beat are continually watching for new ones. They re- 
quire time and thought, but it has been the means of making 
him thousands of dollars. 


HAS MANY IDEAS ON FILE. 


Keep your mind working overtime and an idea for a good 
display or catchy card will come to you when you least ex- 
pect it. Make a note of it; at some time carry it out. I have 
any number of ideas for displays on file which I shall make 
at some time whén the time is ripe for them. Also many 
little phrases which I hope to spring on the traveling public 
at some time or Other. Keep your eyes open and your thinker 
working and with a little taste you can have a show window 
that will be a credit to you and your increased sales will war- 
rant you taking the time that is necessary in making an 
attractive display. 

SPOILING A WINDOW. 

There is one thing which I find many merchants do and 
I should say they are in the wrong, and that is to let every 
circus or show that comes to town fill his window with 
their posters. It spoils your window and I cannot remember 


of ever seeing one in any window that has helped the mer- 
chant. The circus man comes and says, “If I may put these 


posters in your window and string a big banner across your 


awning I will give you a ticket to the show.” That’s easy 
money, saved possibly fifty cents, but what have they got? 


A bill board to show the people and a house full of goods col- 
lecting dust. But you saved the price to see the circus. 


The manager of the opera house asks if he cannot put cards 
and posters in your window, and you don’t think that you 
can refuse him for he buys a little of you; but, if you went 














to him, no matter how many times during the season you 
have paid for seats to see both good and bad plays, and 
asked him to let you place a card in the opera house adver- 
tising your place of business, what would he say? Either no, 
or that it would cost five or ten dollars every night that it 
was displayed. Is it a fair deal? Did you ever notice that 
when the canvasser comes in and asks for an opportunity to 
put a card in the window, where does he put it? Some 
place in the window where it will not affect your display? 
Not much. He takes the best spot in the window, no matter 
what it may cover. Isn’t it attractive to stand in front of 
a first class store and see the big posters with all kinds of 
colors and advertising your opera house—advertising Gentle- 
man Dick: the Boy Detective, positively the last appearance. 
It pays you,; you may get a ticket to the top gallery for 
the poorest show that is booked for the season. Your win- 
dows cost you money and that space is worth as much to you 
as in any part of your store. Why, then, bedeck your win- 
dows for another man’s gain and your loss. There are ex- 
ceptions. 


LOANING WINDOW SPACE TO CHARITY. 


Local entertainments or any card that advertises for a 
local cause, church entertainments and fairs for charitable 
institutions I think should be given space. That’s charity, 
but to advertise your opera house or the coming circus for the 
small returns that you get does not repay you for the un- 
sightly appearance that they have given your store front. 
I cut them all out, and when asked not long ago by a can- 
vasser of the opera house why he could never put a card in 
my window, I said that he could if he would pay the pro- 
portion of the rent of my store that his posters occupied. 
He could. But he didn’t. 

Following Mr. Reeves, D. Y. McMullen of the Freeport 
Hardware Co. read a very interesting paper on advertising. 
In remarks interpolated in his address, he emphasized the 
marks of courtesy and of interesting the children and pro- 
duced a number of circulars which he was distributing in 
order to attract the attention of the little ones. This address 
‘was as follows: 


ADVERTISING. 





AN INEXHAUSTIBLE SUBJECT. 


This is a great subject and lifts the curtain for the 
imagination to roam to the ends of the earth. We can pic- 
ture it in its multitudinous forms and curious devices, but 
we forbear. In the allotted time it would be impossible to 
exhaust or dissect this far-reaching problem, and if I should 
attempt to lead you through the vast swamps of theoretical 
and practical advertising both in this and other countries you 
might fear that one of my stature would become entangled 
in the brush and never come out. 


NO PRETENTIONS TO SPEAKING. 


I do not intend to discuss the general theory only as it 
touches the practical subject and that only so far as it relates 
to the business represented here by the members of this As- 
sociation. Please remember that these are individual opin- 
ions possibly by one who has had more than ordinary oppor- 
tunities to gather and digest thought on this line, but an in- 
dividual nevertheless with no pretentions to speak ex-cathe- 
dra. Men who write for or speak to large numbers have 
better opportunities to herald their views, but their views 
are only the product of one brain after all. 


OUR CONSTITUENCY. 


The first point to consider is our constituency. Who are 
the people we want to reach? Many an advertiser shoots the 
tree full of shot and never hits the game, just because he 
fails to study the characters of the individuals whom he 
wants to influence. Study your audience. The World’s Fair 
directors provided guides before the opening of the great 
fair, but the great reading, thinking American people need- 
ed them not, and in two or three weeks none were to be seen. 

ADVERTISING MUST BE INTELLIGENT. 

There is a deep, still current of general intelligence 

among the American people and it demands something akin 
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to its nature or the producer of words finds them returning 
to him empty. : 

Try to swim against the onward flow of the tide in some 
of our great rivers, and find yourself unequal to the task. 
Easier, however, is it than to progress in the face of the vast 
tidal wave of intelligent public, opinion. The moral, respec- 
table and educated people of Illinois as a rule own the prop- 
erty, buy the goods and give volume to trade. Those who fail 
to come under this description are anxious to have the im- 
pression go abroad, but they lay claim to at least semi-re- 
spectability. The pimply dude attached to the damp end of 
a cigarette buys very few goods and seldom pays for what 
he gets possession of. The American people and especially 
those of this great state of Illinois weigh words as well as 
nails, measure men’s characters by their attempted wit and 
resent the first approach at placing before the family circle 
the semi-indecent picture or language that bears the marks 
of double meaning. More and more every year the millions 
in our “harvest field” are demanding clean words, respect 
for their wishes and straightforward, honest, wholesome pres- 





Frank McKenney, President Rockford Retail Hardwore 
Dealers’ Association. 
entation of what we have to say that is to go before their 
families. 
THE PUBLIC REPUDIATE SHAMS. 

The successful advertiser cannot ignore the fact that 
men and women as a rule know what they want, intelli- 
gently test the merits of an article of merchandise and ut- 
terly repudiate the shams and fakes. It is good business pol- 
icy to recognize these facts, and as intelligent thinking busi- 
ness men, we are under obligations to ourselves, the com- 
munities in which we live, our families, and our God, to ele- 
vate public sentiment as much as possible. 

COMMON SENSE PURCHASES. 

There is another class who may not have any claim to 
education and very little to culture, but who are possessed 
of a great fund of good common sense and can puncture a 
bombastic bubble with a celerity and directness that is as- 
tonishing. 


' 
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The Nevada girl is a representative of this class. She 
asked for “hoes” in a general store when the dudish “tender- 
foot” began to dilate upon the blue and red silk stockings, 
but was halted with the remark, “You idiot I want a hoe.” 

VICTIMS OF ILLEGITIMATE ADVERTISING. 

There is a small and ever decreasing minority that can 
be wheedled and led by what is not legitimate advertising. 
These will not support any business and are as variable as 
the wind. May their shadows ever grow less. 

The second point to be considered in advertising is what 
we have to offer. The consummation of the whole busi- 
ness is to make sales, and the first essential is to have good 
goods. Without these all our efforts are vain. 

The best advertising in the world is a first class article, 
at a fat price, properly presented by a salesman who knows 
what he is talking about and has common sense enough to 
stop when he has said enough. 

GROUND WORK OF ADVERTISING. 

The ground work of the whole process known as adver- 
tising is a well selected, clean, properly arranged stock of 
goods as will supply the wants of the purchasers, consisting 
of the elements described above as customers, better known as 
the “Dear Public.” 

ATTRACTING THE PUBLIC ATTENTION. 

The question we are here to answer is, how can we at- 
tract the attention of the largest.number of people to these 
goods at the least possible expense. A clear knowledge of 
what we have to offer (that is, the leading characteristics and 
the purpose of the article) coupled with easy politeness are 
the essentials of a presentable stock. 

MEDIUMS. 


Without attempting to enumerate the vast array of medi- 
ums through which the message can be carried to the public 
ear, I will name oné fundamental rule I have always ascer- 
tained to be correct. It is, that the medium upon which the 
customers place the most value is by all odds the best. The 
man who will pay for and scan every article in his church 
paper, would throw away as unworthy of his attention the 
very same matter if handed him gratis, in another form at 
a county fair. The dodger thrown into a vestibule, whether 
it be yellow, red or green, is usually consigned to the waste 
basket without examination or comment. In my opinion 
there are only two legitimate methods of good advertising 
outside of good goods, properly offered with personal polite- 
ness. One is to address the customer direct by letter, cata- 
logue or such form of circular as will convey the impression 
at once that it is important. 

FORMS OF ADVERTISING. 

The other is a properly worded advertisement with or 
without illustrations, changed at frequent intervals and printed 
in a periodical daily, weekly or monthly that the customer 
thinks enough of to subscribe and pay for. 

Bill boards, frames of cards in hotels and barber shops, 
hotel registers, umbrella tops, horse covers, fences, street 
cars, theater programs and a world of other similar literature 
are only valuable to the man who has arrived at a point where 
he is the leader, and his name is looked for on all sides 
as a matter of course. The average dealer gets little or noth- 
ing from this kind of advertising. It is a rare case when 
good comes from it. The bill board, if properly erected and 
appropriately covered, is good for a time. All advertising, 
when it becomes stale, loses its edge and has little more value 
than a last year’s bird’s nest. 

ADVERTISEMENTS MUST BE FRESHENED. 

Advertising that cannot be freshened can safely be classed 
with the very poorest. Just now the advertiser is in his 
honeymoon withthe calendar, but I fear he will be like the 
man who said he loved his bride so well he wanted to eat 
her up the first year, and wished he had, the second. The 
expense far outweighs the benefits. Children are bright and 
sparkling messengers of information we wish to convey. If 
you want a mother to feel attracted to your store, just have 
a kind word and look or some little souvenir for the child. 
Train yourself to notice the children and you will be a bet- 


ter man and sell more goods. The little tots may make you 
nervous and sometimes pull articles down, but they are the 
telegraph lines to the mothers’ hearts and the answers will. 
come back prepaid. Local church papers are comparatively 
useless, but fair treatment and an occasional donation to any 


church or charitable society is bread cast upon the waters. 
It shall be seen after many days. 
THE WORDING OF ADVERTISEMENTS. 
How shall we word our advertising? Say what you 


mean, and mean what you say. Do it in as few words as. 


possible and say something. Withering sarcasms about the 
other fellow across the street do not interest your customers 


and many of them might think that the Cat-O-Nine-Tails. 


was wielded by the wrong person. Listing special articles for 
sale is strong advertising, but giving prices, as a rule, is 
objectionable. Do not load the message with too much mat- 
ter. A model advertisement was that of a seed house, for 
which they paid $200.00 as a prize to the writer, who was 
a youth of seventeen. It was this: “The Sower has but one 
Chance.” 
COMPETITION SHOULD BE IGNORED. 

If possible “as much as lieth in you live peaceably with: 
all men.” Never waste words on your competitors, but let 
your advertising convey information. Describe something, 
offer a definite article for sale, call attention to improvements, 
carry a message, not a blank. Study new plans, fresh, at- 
tractive methods and above all avoid sameness. There is a 
class of advertising that defies classification or descriptiom 
in detail or plan to use it. Sometimes it consists of the 
personality and is purely the property of our person. Small- 
est store and biggest proprietor. It may be a peculiar ability 
to present a clean, attractive stock by a model plan of ar- 
rangement. 

THE VALUE OF COURTESY. 

It may be a persistency in never letting go of a customer 
while the least vestige of dissatisfaction remains. Pleasant 
things said about people, little courtesies on the street and 
in public gatherings, special attention to aid by word or deed 
when public enterprises are at stake. 

One of these peculiarly strong moves that is so difficult 
to describe but which always wins, gave Garfield the presi- 
dency. Not least among the means for effectual advertising 
is a loyal staff. 

Men and women, to be useful to you, must be loyal 
not only to the place, the store, but to the management. Full 
of thought for the general good, active, ready to suggest, 
but always ready to carry out ultimately decided plans. Be 
loyal to them. 

With an appreciative public, a full and complete stock, 
good live newspapers, a warm and receptive feeling for all 
who may call on you, especially the newspaper men, a thor- 
ough knowledge of the business, you should succeed in this 
wonderously prosperous land. 

If you cannot, then the deluge. 

The association then discussed a number of confidential 
matters at length. 

D. McLaughlin of Chicago then moved that it was the 
sense of the Illinois Retail Hardware Dealers’ Association 
that the organization of local associations all over Illinois 
were beneficial to this association. 

The question box was then taken up and the following 
questions were read: 

What can we do in regards to the Parcels Post Bill? 

M. L. Corey of Argos, Ind., secretary of the National 
Retail Dealers, said: “We can make our influence felt 
against this bill by seeing Congressmen and Senators or wri- 
ting and telling them that you do not wish this bill passed 
as long as he can keep this bill in the hands of the commit- 
tee, but as soon as it leaves the committee we must be pre- 
pared for a fight. To-day the strongest state hardware 
association. is the Minnesota Retail Hardware Dealers’ As- 
sociation, with 500 paid-up members. The Ohio Association 
comes next. The reason that these associations are strong 
is on account of their insurance. That feature is open to 
you, but only through the state association. I am not here, 
however, to advocate it. In Indiana I have received a hun- 
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dred letters along this line from dealers who would be glad 
to come into such an association. Michigan alone among the 
states opposes an insurance association. This question is 
something for you to investigate. If you save 25 per cent 
to 50 per cent on your insurance, you will get back the 
money paid into the coffers of this association.” 

Mr. Cryder of Tonica said: “If I should approach my 
Congressman with an argument in behalf of the opposition 
to the Parcels Post it would get around to the farmers in my 
locality and they would think that I was antagonizing their 
interests. The executive officers of this association can do 
more than the individual members. M. Fahey of Decatur 
spoke at some length on this subject, saying, among other 
things, that Congress gets petitions without number from 
the friends of the Parcels Post urging them to pass this bill, 
and we should show them that there was also decided oppo- 
sition to the passage of this bill.” 

Are dealers in furnaces studying the question of heating 
by electricity? 

Should we buy of wholesale department stores? 

Does it pay to mark the selling price of your goods in 
plain figures? 

F. F. Porter, Chicago, said: “I want men to know my 
prices.” , 

A member said: “It gains the confidence of customers. 
I place prices on my goods and stay with them.” 

J. Strehlow, Peoria, said: ‘“We mark our goods in fig- 
ures.” 

President H. G. Cormick said: “I only know of one 
argument why the selling prices of goods should be given 
in characters, and I heard that from a leading dealer in the 
southern part of our state. I was in his store some years 
ago and asked him if he marked his goods in characters. 
He said: ‘Oh, yes.’ ‘What’s your reason?’ ‘Well, I have 
been here a long time and a number of people pose as my 
good friends and come in here stating that they are entitled 
to a slight advantage and should be on the inside, so I look 
at the character ticket carefully and then quote them a price 
and they are satisfied.’ ” i 

M. L. Corey of Argos said: “I have heard another rea- 
son advanced for not marking goods with plain prices. That 
is, that when the dealer was busy and a man came in his 
store to look around and saw the article he wanted and 
found the price on it, he might very likely be satisfied and 
walk away; whereas if there was no price on the article, he 
would have to talk with the dealer before finding out same 
and thus pave the way for talking business.” 

Who should pay the expense for drafts? 

It was the sentiment of the meeting that an agreement to 
pay $1.00 in a given place, compelled to pay that amount, 
and he had no right to pay this debt off with 85 cents. 

M. L. Corey said that he had received 100 checks for 
dues of Indiana members and had never had to pay a’ cent 
of exchange on them. 

Should the membership dues be made five dollars? 

The sentiment of the membership was expressed in an 
emphatic negative. 

Which is the best poultry netting—that which is gal- 
vanized before or after it is made? 

It was decided that the best netting was that which was 
galvanized after it was made. 

Why do we sustain special privileges in the government 
by upholding a protective tariff? 

This question was ruled off on account of its political 
character. 

What are we here for? 

The answer to this question was given as education. 

On a purchase of ten thousand dollars’ worth of hard- 
ware, what should be the selling expense? 

W ould it not be better for local hardware dealers to have 
county associations? 

This question was answered in the affirmative. 

Why can the commonest laborer build up a strong or- 
ganization when intelligent merchants have not been able to 
do so? 

It was decided that this question was unjust, as mer- 
chants had already built up strong organizations. 
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Should the jobber make as low or lower price to the 
manufacturer than to the dealer, even though the former 
used a larger quantity than the latter? 

G. R. Lott of Chicago said: “I have a question I would 
like to bring before the association—that is, Whether it will 
be profitable for the association to offer premiums to travel- 
ers or new members? Why should we not offer first prize 
at $50.00, second prize $25.00 and third prize $15.00 to drum- 
mers bringing in the largest number, the next largest num- 
ber and the third largest number, respectively, it requiring 
the minimum number of twenty members to secure the lowest 
prize?” 

M. L. Corey then stated that the best way to secure new 
members was for the dealers to get them themselves. “Three 
years ago I wrote to fifty dealers in my vicinity asking them 
to join the Indiana Retail Hardware Dealers’ Association,” 
said Mr. Corey, “and secured fifteen members for the asso- 
ciation. One of our Indiana members has already sent us 
in five applications which he secured by personal solicitation. 
He tells his fellow dealers how good a thing he found in 
the association himself and persuades them to join.” 

G. R. Lott of Chicago, L. Babst of Kankakee and M. 
Fahay of Decatur was then appointed as a committee to 
formulate a prize offer for the association. 

President H. C. Cormick then addressed the association 
confidentially, and they adjourned at 12:50, to meet at 
1:30 p. m. 


WEDNESDAY AFTERNOON SESSION. 

The Wednesday afternoon session was called to order 
at 2:25 p. m. and D. Y. McMullen, as member of the resolu- 
tion committee, then read their report as follows: 

THANKS TO LOCAL LADIES. 
That our thanks be tendered to the ladies of 
fur- 


Resolved : 
Bloomington for their hospitality and entertainment 
nished our ladies. 


THANKS TO THE TRADE PRESS. 


Resolved: That we acknowledge and express our ap- 
preciation of the tireless efforts of the members of the trade 
journals in giving their time and space in their papers and 
an intelligent and well-directed effort to second and help our 
cause. 

THANKS TO LOCAL PRESS. 


We also extend to the press of Bloomington our hearty 
thanks for the courtesies shown and space allotted to the 
association matters. 


THANKS FOR ENTERTAIN MENT. 


Resolved: That the association express itself as thankful 
for the able manner in which the committee of local hard- 
ware merchants entertained the members of the association. 


FRIENDLY SPIRIT OF MANUFACTURERS. 


Resolved: That we desire to recognize the friendly 
spirit of the manufacturers and jobbers in their efforts to 
entertain the members of the association. 


THANKS TO OFFICERS. 


Resolved: That the members of this association fully 
appreciate the fact that the duties of its officers are most 
arduous and trying, and thanks them most heartily for the 
perfection of execution and consequent great results obtained. 
We believe that the membership of the association is largely 
due to the untiring efforts of its efficient officers. 

Signed, W. B. Costello, E. N. Howell, Geo. B. Swan, S. 
Y. McMullen, L. M. Reeves and O. B. Kurth. 

The report of the committee on resolutions was accepted 
as read. 

The report of the committee on the location of the next 
meeting place of the association was next called for, and 
through Geo. Barbour, reported in favor of East St. Louis. 
It was moved and carried to hold the next convention of the 
association in East St. Louis. 

Committee on nominations presented the following names 
to the association: 

For President—Charles H. Williams, Streator, and D. 
Y. McMullen. 
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For Vice-President—W. T. Gormley, Chicago, and W. N. 
Murphy, Galesburg. 

For Secretary—G. W. Lott, Chicago, and L. Nish, Elgin. 

For Treasurer—Geo. A. Engelhardt, Chicago, and H. 
Sandmeyer, Peoria. 

The president appointed Leo: Krueger, Chicago; J. Hun- 
ter, Peoria, and J. Eccles, Decatur, as tellers. A ballot was 
taken, which resulted in Mr. Wiliams receiving 36 votes 
Mr. McMullen 28 and H. G. Cormick, who was not placed in 
nomination, 17. 

President-elect Charles Williams of Streator then ad- 
dressed the convention as follows: 

“In the words of the episcopal prayer, we have done 
those things which we ought not to have done, and have left 
undone those things which we should have done. I feel that 
way about association work. If the Illinois Retail Hard- 
ware Dealers’ Association should do all that they wanted to 
do, all the grocery stores and department stores would em- 
bark in the hardware business. We cannot, as an associa- 
tion, leave our work entirely to the president and secretary, 
but each individual should do everything in his power to 
assist the growth of the association. If each should do a 
little in the aggregate it would be of great benefit to the 
association.” 

W. T. Gormley of Chicago and H. N. Murphy of Gales- 
burg were then balloted for vice-president of the association, 
and Mr. Gormley was elected by a vote of 38 to 37. 

The candidates suggested by the nominating committee 
for the office of secretary were G. Lott of Chicago and L. 
Nish of Elgin. Mr. Lott made a speech declining the nomi- 
nation, and Mr. Nish was then elected by a vote of 65 to 8. 

L. Nish, Elgin, then addressed the convention as fol- 
lows: 

“Gentlemen—I thank you from the bottom of my heart 
for the honor you so unexpectedly conferred on me. The 
secretary for the ensuing year will depend largely upon the 
membership for the efficiency of work of that office.” 

The tellers then counted the vote for treasurer and 
found that Geo. A. Engelhardt of Chicago had received 45 
votes and H. Sandmeyer of Peoria 27 votes. 

The election of members of the investigating committee 
was next in order, and J. Heuser of Lexington, H. N. Mur- 
phy of Galesburg, D. J. McLaughlin of Chicago, D. Y. Mc- 
Mullen of Freeport, O. B. Kurth of Centralia, G. R. Lott of 
Chicago, Geo. Swan of Mattoon, L. M. Reeves of Peoria 
and J. Eccles of Decatur were placed in nomination. Messrs. 
Heuser, Murphy, McLaughlin and McMullen then withdrew, 


and Messrs. Kurth, Lott, Swan, Reeves and Eccles were 
elected by acclamation. 
Nominations were next in order for members of the 


executive committee, there being three vacancies—one a one- 
year term to succeed Z. T. Miller of Bloomington, and the 
other two being three-year terms to succeed G. W. Gormley 
of Chicago and F. W. Seicke of Freeport. 

William Bittel of Peoria was elected to succeed to the 
unexpired term of Z. T. Miller, and F. F. Porter of Chicago 
and H. G. Cormick of Centralia were elected for the three- 
year terms. These changes leave the new executive commit- 
tee composed of Chas. H. Williams of Streator, W. T. 
Gormley of Chicago, L. Nish of Elgin, Geo. A. Engelhardt 
of Chicago, William Bittel of Peoria, F. F. Porter of Chi- 
cago, H. G. Cormick of Centralia, H. N. Murphy of Gales- 
burg, C. Mauer of East St. Louis and R. G. Scheurer of Van- 
dalia. 

The following legislative committee were also elected by 
acclamation: Mr. Chas. Mauer of East St. Louis, E. L. 
Sommers of Chicago, M. Fahay of Decatur, J. Heminway 
of Galesburg and Leo. Krueger of Chicago. 

Chas. H. Williams of Streator and L. Nish of Elgin were 
elected as delegates to the meeting of the National Retail 
Hardware Dealers’ Association, to be held in Chicago next 
March. 

E. Giessing of East St. Louis then thanked the association 
in behalf of that city for the honor conferred in locating the 
next meeting of the association there. 

Mr. Berry, secretary of the Bloomington Business Men’s 
Association, then addressed the association as follows: “I 


wish to express my hearty thanks to the Illinois Retail Hard- 
ware Dealers’ Association for coming to Bloomington. It 
has been a pleasure to entertain you, and we extend to you 
an invitation to retu:n at any time that you may judge best 
in your wisdom.” 

President H. G. Cormick said the members of the con- 
vention appreciate the many courtesies they have received 
here and will carry away the most pleasant recollection of 
their visit to Bloomington. 

M. L. Corey said: “We have voted to go to East St. 
Louis, and you may think it a long way off. You should 
form your resolutions now to go to the next convention of 
the Illinois Retail Hardware Dealers’ Association, take your 
neighbors with you, and you will make it a grand success 
and all will be benefited. This year in Missouri the Retail 
Stove and Hardware Dealers’ Association meets on the same 
dates as the Illinois Retail Hardware Dealers’ Association, 
and there are no reasons why these two associations, who 
will hold their conventions on opposite sides of the bridge 
during 1904, should not arrange to have the first day of their 
meeting for a special meeting for members only, and hold 
a joint meeting on the second day. The paper and questions 
will be discussed by both associations. This matter could be 
worked up so that each association would work to have the 
most members at a joint meeting, and would be built up. 
I thank you for the courtesies extended.” 

President H. G. Cormick said: “Before we leave this 
hall I wish to present a man who has led the retail hard- 
ware movement as with a pillar of fire, in Z. T. Miller. 

Z. T. Miller of Bloomington then addressed the associa- 
tion, expressing his regret at leaving the ranks of the Retail 
Hardware Association, saying that he kept in touch with them 
through his honorary membership in the Chicago Retail 
Hardware Dealers’ Association. 

The convention then adjourned, at 3:52 p. m. 


CONVENTIONALITIES. 





Atkins’ saws are held in high esteem by the hard- 
ware trade, and so are Frank Wells and G. W. Glad- 
dings, two of the enterprising representatives of this 
concern, who had a fine exhibit at Room 415 of the 
Illinois Hotel. As a souvenir they were giving away 





handsome decks of cards. They were also showing a 
full line of saws, including their new specialties with 
aluminum handles. The other saws they had on dis- 
play included California pruners, hack saws, stair 
builders’ saws, carpenters’ handy saws, compass saws, 
back saws, and dehorning saws. 


One of the most popular of the manufacturers on 
the special train from Chicago, was M. Brucker, the 
well known Lincoln street stove manufacturer. Mr. 
Brucker has recently absorbed the business of J. C. 
Cunningham & Son and is consequently in better po- 
sition than ever before to supply any needs in the stove 
repair line. 
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The M. & D. Range Co., Chicago, were represented 
by the trio of good fellows, in E. A. Clark, J. H. 
Farquharson and Z. T. Miller. They kept open house 
at Room 407 of the Illinois Hotel, and where they 
rere GF 
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had a large punch bowl, which was declared excellent 
by practically all the members of the convention. They 
were giving away an attractive aluminum thermome- 











ter as a souvenir. 

W. J. Heald was on hand in the interests of the 
Lennox Mfg. Co., Marshalltown, Iowa. A large num- 
ber of Illinois dealers are interested in the Torrid Zone 
furnace, and Mr. Heald’s explanation of its fuel 
economizing qualities as manifested by a small sample 
he carried with him, were eagerly listened to. This 
firm were giving away a handsome red morocco note- 
book carefully indexed for names and addresses that 
was a decided boon to the lucky recipients thereof. 


J. B. Wilson had a magnificent display of the Uni- 
versal stoves and ranges made by the Cribben, Sex- 
ton & Co., Chicago, in the rotunda of the Illinois ho- 
tel. These stoves were superbly nickeled and em- 


braced a number of striking constructional and orna- 
mental points which made them an object of keenest 
interest to the members of the association. This firm's 
souvenirs were some pink memorandum books which 
contained a fund of useful information concerning the 
Universal stoves and ranges. 

The Home Pride Range Co., of Marion, Ind., were 
efficiently represented by their H. L. Loomis, who was 
kept busy showing various hardware dealers the 
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malleable steel ranges made by this concern. Mr 
Loomis had a popular souvenir for distribution in the 
shape of a glass paper weight, a slip in the inside of 
which showed the “Home Pride.” 


Among the popular furnace men present were G. 
C. Mueller and Geo. B. Carr of the L. J. Mueller Fur- 
nace Co., Milwaukee, Wis. Mr. Mueller had on exhi- 
bition the new “Mueller side wall register” of this 
concern and a large number of dealers were interested 
in studying the excellent features of the register you 
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work with your foot. These gentlemen were dis- 
tributing an interesting souvenir in the shape of a 
handsome paper clip. They were also giving away a 
pocket piece in the shape of a lozenge with reading 
matter on the back of it, and it was noticed that hard- 
ware men who read this had a different expression on 
their face in reading the last lines than they had when 
reading the first lines. 















































The Estate of P. D. Beckwith, Dowagiac, Mich., 
had a suite of parlors directly opposite the convention 








R. Elliott, J. O. Becraft 
Mosher made the many friends of the 
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hall, where the Messrs. R. 
and H. L. 




















Be. P 
Round Oak feel at home. This firm made a decided 


hit with their distribution of Round Oak souvenir 
spoons and Round Oak stove pins. 
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Louis A. Denoyer and Harry Frantz were repre- 
sentatives of J. L. Perkins & Co., Chicago, the popu- 
lar Lake street metal house. These gentlemen are 
very popular with the trade in all sections ofthe state 
and were kept very busy meeting their many friends 
in the parlors of the Illinois Hotel. 

George M. Clark & Company, Chicago, were repre- 
sented by John C. Buckley, a suave and courteous 
gentleman, who has been most successful in introduc- 
ing Jewel goods to the Illinois trade. 

J. H. Jones, Streator, Ill., is one of the pioneer hard- 
ware manufacturers and sheet metal workers of the 
Prairie States. He has a wide acquaintance and was 
kept busy in the corridor of the Illinois hotel in shak- 
ing hands with the many dealers he had met in past 
years. 

Wm. Petersen of Lyons, Ia., was among the camp 
followers at the convention. He was calling attention 
to his barn door hanger by means of an artistic wall 
card consisting of a monkey reading an announcement 
of the merits of this hanger. 

C. A. Woolley was on hand with a popular line of 


Cole’s air blast heaters. He had headquarters in close 





vicinity to the convention hall and had his hands full 
entertaining the many friends of Cole’s Air Blast heat- 
ers among the Illinois dealers. His souvenir button 
was widely worn. 

E. C. Loomis, well and favorably known to the 
hardware and house furnishing goods trade of the 
Northwest, has made a change, having associated him- 
self with Rothschilds, Meyers & Co. He has opened 
a Chicago office for them at 35 and 37 Randolph street, 
and has several assistants so that he will be able to 
look out for the wants of the many friends in the trade 
who are interested in high grade enameled ware. 

The youngest hardware man in attendance at the 
convention was Lester Porter, aged 7, son of Grant 
Porter ot Chicago. 

A number of visiting hardware men visited the “L” 
shaped establishment of G. H. Read & Bro., 205 Main 
street, and 106-110 East Washington street. This 
firm ingeniously dispense with counters, using sliding 
shelves instead, and their tinshop is one of the best in 
Central Illinois. 

The Bloomington papers took the keen and kind 
interest in the doings of the hardware men. The 


Bloomington Pantagraph gave a very breezy write-up 
of the smoker in which they stated that the chairs on 















































which the hardware men sat wabbled as though they 
had a combination of Saint Vitus dance and locomotor 
ataxia. This paper also stated that the smoke at the 
smoker was so thick that it might easily have been cut 
in chunks and canned as souvenirs of the occasion. 
The Bloomington Daily Bulletin discussed the per- 
sonal characteristics of a variety of the hardware men 
and camp followers. Some of their pen pictures of 
people that we all know or ought to know are as 
follows : 

“L,. M. Reeves of Peoria enjoyed the distinction of 
being the youngest hardware man in the state.” 

“Round Oak Bob Elliott, who hails from Dowagiac, 
Mich., where the Round Oak stoves are made, en- 
joyed the distinction of being the oldest stove sales- 
man in the state.” 


“D. Y. McMullen, Esq., is the smallest hardware 
man in the state, standing less than five feet in height, 
but he makes up in energy and shrewdness what he 
lacks in height.” 


“And there is ‘Pop’ W. H. Bennett of Chicago. 
Who could meet him without surrendering to his scin- 
tillations of wit and pithy humor? Old vet young, 
handsome yet modest, he kept the boys in that happy 
state of humor that goes with a convention. He is 
indispensable. He was this morning appointed keeper 
of the mirth box.” 


“M., Brucker, also an honorary member, and from 
Chicago, is the patron saint of the men who sell nails 
and stoves. He is far advanced in years, but as live 
as any of them.” 


“Jack LePage is noted for his wealth. He hails 
from the Exposition town of Missouri. He enjoys a 
happy distinction of making more money settling with 
railroads than by traveling. He passed through four 
railroad wrecks last year and not even his delicately 
poised rimless nose glasses were broken.” 


“Then there was Zach Miller, superintendent of the 
M. & D. stove range factory in Chicago, who used to 
sell their stoves in Bloomington. Mr. Miller has taken 
on beauty with age and was as chipper as some of the 
beardless youths, in fact, he was one himself, because 
he has lost that silken hirstute appendage that once 
graced his upper lip.” 


“William Gormley of Chicago, ‘Loosen Up Bill,’ is 
austere of countenance, but a crackling good fellow. 
He was one of the chief mixers.” 


In reference to the interesting entertainment fur- 
nished by R. R. Elliott of the Estate of P. D. Beck- 
with of Dowagiac, Mich., and E. C. Loomis of Roths- 
child, Meyers & Co., Chicago, one of the Bloomington 
papers said: “Round Oak Bob held a reception this 
morning and the guests tore their hair as he recited 
the minute incidents of the entertainment the night 
previous, when he and Mr. Loomis jointly entertained 
the hardware men.” 


W. S. Beegle, representing the Rochester Stamping 
Co. and the Robeson Cutlery Company, had a superb 
display of the nickel plated ware and cutlery of these 
concerns in room 510 of the Illinois Hotel. Mr. 
Beegle is a thorough believer in the value of artistic 
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displays and his invaluable services in this direction 
are always at the disposal of his many friends in the 
retail trade. 

The interests of Bergstrom Bros. & Co., Neenah, 
Wis., were looked after at the convention by their Mr. 
O. J. Allison. Mr. Allison was showing a very hand- 
some Royal Elmhurst base burner with attractive 





aluminum finish. in the rotunda of the Illinois Hotel 
and was giving away a handsome celluloid memoran- 
dum book, which, besides blank pages for memoranda, 
contained the following useful information: A few 
facts of the world we live in; antidote for poisons; 
calendars 1903, 1904, 1905; familiar facts; foreign 
coins, with their value in United States money, foreign 
weights and measures and other American equivalents ; 
help in case of accidents; interest tables from 6 to 20 
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per cent; measure of lengths, square measure, cubic 
measure, metric equivalents ; official population of the 
United States; official population of cities in the 
United States over 25,000 inhabitants; one hundred 
largest cities of the earth; postal distances and time 
from New York City ; presidents of the United States; 
rates of postage, money orders, registration and for- 
eign postage ; simple rules for the game of whist, and 
standard time of the world and wedding anniversaries. 


The Home Stove Works, Peoria, Lll., were repre- 
sented by Henry Ossenbeck, wlio has a large number 
of friends in the ranks of the Illinois Retail Hardware 
Dealers’ Association. 


“Loosen up.” 


H. P. Gingrich, the affable representative of the 
Ringen Stove Co., was among the camp followers of 
the convention. Mr. Gingrich has been covering IIli- 
nois territory for a number of years and has a wide 
acquaintance among the Illinois trade. 


Carl Philips was one of the camp’ followers in the 
corridors of the Illinois Hotel who was kept busy 
meeting his many friends in the association ranks. 
Mr. Philips is a trade missionary in behalf of the 
Joliet Stove Works, Joliet, Ill. 


G. W. Gladding, the génial representative of the E. 
C. Atkins & Co., is an enthusiastic association man and 
in the past has been a familiar figure not only at such 
conventions as those of the Missouri Retail Stove and 
Hardware Dealers’ Association and the Illinois Retail 
Hardware Dealers’ Association, where camp followers 
are as thick as leaves in Vallambrosa’s wood, but at 
less frequently attended conventions as well, where “the 
fringe” are rarae aves such as the Indian Territory 
Implement Hardware Vehicle Dealers’ Association and 
the Kansas Retail Hardware Dealers’ Association. 
Mr. Gladding has done a host of quiet proselyting 
work in behalf of these associations. For the week 
Feb. 10-17 he is making a record as a convention at- 
tendant. Feb. 10 and 11 he was explaining the merits 
of Atkins’ saws to the members of the Illinois Retail 
Hardware Dealers’ Association at Bloomington. Feb. 
12 he was at the meeting of the Missouri State Hard- 
ware Dealers’ Association at St. Louis and on Feb. 16 
and 17 he will! be on hand at the organization of the 
Colorado hardware dealers at Pueblo. 


H. O. Spencer, representing the Richards’ Mfg. Co.., 
Aurora, Ill., was among the prominent camp followers 
to be seen in the rotunda of the Illinois hotel. He was 
giving away an attractive souvenir consisting of a 
black morocco pocketbook. 


W. S. Cutler, of the Ramsey Refrigerator Co., Chi- 
cago, was giving away an attractive celluloid mirror. 


John Schuberth, of Schuberth Bros., 5822 Went- 
worth avenue, Chicago, was giving away a pretty 
aluminum stamp case calling attention to the merits of 
the Universal stoves and ranges. 


Frank S. Farra, Peoria, Ill., manager of the eastern 
sales department of Farwell, Ozmun Kirk & Co., St. 
Paul, Minn., was among the popular camp followers 
in attendance at the convention. 
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CAMP FOLLOWERS. 


M. Brucker, Chicago, III. 

W. H. Bennett, Reading Hardware Co., Chicago, IIL. 

J. O. Becraft, Estate of P. D. Beckwith, Dowagiac, 
Mich. 

Louis A. Denoyer, J. L. Perkins & Co., Chicago, IIl. 

R. R. Elliott, Estate of P. D. Beckwith, Dowagiac, Mich. 

J. H. Farquharson, M. & D. Range Co., Chicago, III. 

John Le Page, Bridge & Beach Mfg. Co., St. Louis, Ma. 

W. B. Lyman, Brand Stove Co., Milwaukee, Wis. 

Evans Nelson, Lawson Mfg. Co., Chicago, IIl. 

John F. Parker, A. J. Lindemann & Hoverson Co., Mil- 
waukee, Wis. 

Daniel Stern, THe American Artisan, Chicago, IIL 

H. O. Spencer, Richards Mfg. Co., Aurora, IIL 

C. A. Woolley, Cole Mfg. Co., Chicago, II. 

G. W. Gladding, E. C. Atkins & Co., Indianapolis, Ind. 

Wm. Petersen, Lyons Specialty Co., Lyons, Ia. 

Frank Wells, E. C. Atkins & Co., Indianapolis, Ind. 

John C. Buckley, Geo. M. Clark & Co., Chicago, II. 

E. A. Clark, M. & D. Range Co., Chicago, Ill. 

Geo. W. Trout, Trout Hardware Co., Chicago, III. 

B. C. Millington, May & Fiebeger, Akron, O. 

G. C. Mueller, L. J. Mueller Furnace Co., Milwaukee, 
Wis. 

J. B. Wilson, Cribben & Sexton Co., Chicago. 

Frank Hawken, Bridge & Beach Mfg. Co., St. Louis. 

Geo. H. Bullock, Wadsworth & Howland Co., Chicago. 

J. F. Collver, Quincy Foundry & Novelty Co., Quin- 
cy, Ill. 

Chas. A. Kroberger, Rollman Mfg. Co., Mount Joy, Pa. 

W. S. Cutler, Ranney Refrigerator Co., Chicago, III. 

James G. Singer, Chicago Hardware Company, Chicago, 
Ill. 

Wm. J. Gold, Chicago Hardware Mfg. Co., Chicago, III. 

H. S. Frankenstein, Chicago Tubing and Braiding Co., 
Chicago, III. 

E. C.. Loomis, Rothschild Meyers & Co., Chicago, III. 

H. W. Beegle, Rochester Stamping Co. and Roheson 
Cutlery Co., Rochester, N. Y. 
Sidney P. Johnston, THe American Artisan, Chicago, 
H. L. Mosher, Estate of P. D. Beckwith, Dogagiac, Mich. 
J. F. Norris, Lowe Bros. Co., Chicago, III. 
James H. Mahorney, International Heater Co., Chicago. 
Dick Meyer, F.: Meyer & Co., Peoria, IIl. 
M. L. Corey, Sec. of National Retail Hardware Deal- 
’ Association, Argos, Ind. 
E. L. Heald, Quaker Mfg. Co., Chicago, III. 
W. J. Heald, Lennox Mfg. Co., Marshalltown, Ia. 
Geo. F. Meyer, F. Meyer & Bros. Co., Peoria, Il. 
Chas. Smith, Charles Smith Company, Chicago, III. 
Harry Frantz, J. L. Perkins & Co., Chicago, III. 
R. H. Stevens, Pittsburgh Plate Glass Co., 442-452 Wa- 
bash Ave., Chicago, IIl. 

Harry C. Bow, Berger Mfg. Co., Peoria, IIl. 

Wm. E. McGee, Pittsburgh Plate Glass Co., Chicago, III. 

Harris A. Ziem, Pittsburgh Plate Glass Co., Chicago, III. 

Geo. E. Roesch, Aurora, III. 

Wm. Scharf, Diamond Spiral Mfg. Co., Chicago, III. 

C. J. McGee, Jr., Rock Island Stove Co., Rock Island, Ill. 

J. H. Jones, Streator, IIl. 

Z. T. Miller, M. & D. Range Co., Chicago, III. 

H. L. Davis, Home Rubber Co., Chicago, IIl. 

H. L. Loomis, Home Pride Range Co., Marion, Ind. 

C. W. Blodgett, Abingdon, III. 

H. G. Culter, Culter and Proctor Stove Co., Peoria, Ill. 

H. Roads, Bloomington Stove Co., Bloomington, III. 

F. E. Bonney, Paxton Hardware Mfg. Co., Paxton, Ill. 

R. F. Clark, 237 Fifth avenue, Chicago. 

H. P. Gingrich, Ringen Stove Co., St. Louis. 

Frank L. Farra, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

M. W. Hagaman, Culter & Proctor Stove Co., Peoria, 
TN. 
E. A. Tabor, DeVoe & Reynolds Ca, Chicago. 
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A. L. Wellman, American Steel & Wire Co., Chicago. 

E. J. Smith, American Steel & Wire Co., Chicago, Ill. 

F. A. Gordon, Trout Hardware Co., Chicago, III. 

E. K. Springer, Devoe & Reynolds Company, Chicago. 

Miss Annis Porter, E. Z. Mfg. Co., Galesburg, III. 

Henry Ossenbeck, Home Stove Works, Peoria, III. 

F. E. Sladden, Allith Mfg. Co., Chicago. 

Carl Phillips, Joliet Stove Works, Joliet, Ill. 

Carl Sommer, representative Majestic Range Co., St. 
Louis, Mo. 

Jno. W. Hayes, Co-operative Stove Works, Bloomington, 
Il 

Geo. B. Carr, L. J. Mueller Furnace Co., Milwaukee. 

F. C. Stevenson, Lamb Wire Fence Co., Adrian, Mich. 

E. H. Mitchell, Joliet Stove Works, Joliet, Ill. 

O. J. Allison, Bergstrom Bros., & Co., Neenah, Wis. 

R. C. Adams, Pittsburgh Plate Glass Co., Chicago. 
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HURWOOD TOOLS. 











The Acme Mfg. Co., Plantville, Conn., are manu- 

facturers of the Hurwood tools 
shown in the accompanying cut. 
Their line includes screw drivers, 
scratch awls, belt awls, folding 
awls, thong awls, tinners’ awls, 
handle regulators, screw driver 
hilts, meat hooks and tie picks. 
Some of the points of these goods 
are described by the nianufacturers as follows: 





Trade Mark. 
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THE CLEAR PATENT REGISTER. 


Chas. Clear, Broadway and La Salle streets, St. 
Louis, Mo., is manufacturer of the Clear patent regis- 








No. 10. Open. 

ter shown in the accompanying cuts. Fig. 1 shows the 
register when open. The hood rests against the back 
of the pipe on box, converting it into a deflecter, thus 
preventing the discoloration of the walls. 

The register is fastened to the wall by passing fine 
annealed wire through loops riveted to side of box or 
to nail driven through the box into the stud, over 





Hurwood Tools. 


“When a hammer is used the full force of the blow 
falls directly on the work. A special brand of steel 
used, the quality of which is unsurpassed for strength 
and toughness. The steel extends from point of blade 
through the handle, and forms a top for rough use. 
For those who require strong, serviceable screw drivers 
nothing can touch the Hurwood. It. is impossible to 
twist the handle on the steel. Each screw driver is 
warranted for quality of steel and workmanship.” 
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PETERSEN EVERLASTING STEEL BARN DOOR 
LATCH AND HOLDER. 








The Lyons Specialty Co., Lyons, Ia., are manufac- 
turers of the Petersen Everlasting steel barn door 
hanger shown in the accompanying cut. This latch is 





Petersen Everlasting Steel Barn Door Latch and Holder. 
double acting and will hold a barn door open or shut. 
This, it is claimed, is the only barn door latch and 


holder on the market without a spring to it which 
generally gives out in a year or two. This concern 
also make a steel latch for sliding doors on rollers. 


hooks cast or frame of register, against which the 
grille rests and tying the ends midway between hook 
and loop. Friction is overcome by having the opening, 
at point of exit larger than the pipe and the air is ac- 


~ ~ 





No. 10. Oxidized Copper. Closed. 
cellerated into the room by the curved hood reaching 
to back of box full width of pipe. The cold air pres- 
sure is overcome by placing the register one foot above 
the floor line, as it is a well known fact that hot air 
must rise to ceiling before any benefit is derived from 
it, no matter where the register is placed, as the cooled 


and foul air is ever pressing downward and resisting 
the hot air flow. 














































































56 THE AMERICAN ARTISAN AND HARDWARE RECORD 


The Fifth Annual Meeting of the Missouri Retail Stove 
and Hardware Dealers’ Association. 


WEDNESDAY MORNING SESSION. 
Retail Stove 


called to order at 


The fifth annual meeting of the Missouri 


and Hardware Dealers’ Association was 
9:40 on the morning of February 11 at the Mercantile Club 
An address of wel- 


of St. Louis by President Taylor Frier. 


come was then delivered by Wm. H. Hahn, the newly elected 
president of the St. Louis Retail Hardware Dealers’ Associa- 
t10n. 


to St. 


urging all 


Mr. Hahn warmly welcomed the delegates and friends 
Louis and extended them the hospitality of the city, 
present to make themselves at home and par 
ticularly asked them to be the guests of the St. Louis Retail 


Association at the banquet 


Club. 

Taylor Frier, president of the state association, in respond- 
ing to the address of welcome, thanked the Retail Hardware 
Association of St. Louis for their cordial welcome and gen- 


February 11 at the Mercantile 


He then appointed committee on resolu- 
tions as follows: J. W. Poland, Carrolton; J. L. Boehl, St 
Louis; M. C. Post, Brookfield; M. A. Wengert, Kansas City, 
and F. N. Neudorff, St. Joseph 

A recess was then ordered which partook of the nature 
of a social New members introduced 
those present all paid their dues. After a short recess the 
convention was then called to order, and the president called 
upon Mr. Daniel Stern of THe AMERICAN ArTISAN, Chicago, 
who briefly addressed the meeting. Mr. Stern had just ar- 
rived in town and came to the meeting during the intermis- 
He siid he had been in attendance on the Illinois Retail 


erous hospitality. 


session. were and 


sion. 





President Taylor Frier, Louisiana. 


Hardware Dealers’ Association at Bloomington, the day 
previous, where he reported they had a very large and en- 
thusiastic meeting. He brought greetings from the state of 
Illinois and hoped their meeting would be as harmonious, 
successful and enthusiastic as the one in the sister state. He 


spoke upon the advantages of association, for “in unity there 


is strength,” and urged the formation of local associations 
wherever practicable and urged the principal of co-operative 
buying. 

James T. Newell of the Iron Age was introduced. He 


‘complimented the association and assured them the trade 


press was in sympathy with the movement and hoped for a 
successful meeting. 

J. G. Beegle, Fred H. Haus and J. W. Poland made short 
addresses. Mr. Poland stated that while he personally ob- 
jected to the local members putting themselves to the trouble 
of getting up so lavish an entertainment as they do, yet he 
hoped that now the local members had invited them so cor- 
dially that they would show their appreciation by a prompt 
and full attendance at the banquet to-night 





Secretary F. N. Neudorff, St. Joseph. 


Robert E. Lee, editor of the Interstate Grocer, was them 
introduced, who spoke upon the garnishment law, which is 
now before the state legislature. He asked that the hardware 
dealers co-operate with the grocers and other trades in the 
state in demanding more uniform and a more just measure 
to protect the honest creditor against the dishonest debtor. 

J. W. Poland then moved that telegrams of greeting be 
sent to retail hardware associations now in session in -Illinois 
and Iowa, which motion was carried unanimously. 

Mr. Fred. Spielman then spoke of the advantage of co- 
operative insurance in other lines of trade and hoped it 
would be equally as successful if adopted by the hardware 
dealers of Missouri. 

Other short addresses were made by E. J. Fox and Karb 
Pfeffer. 

The meeting then adjourned to meet at 1:30 p. m. 


WEDNESDAY AFTERNOON SESSION. 


At the afternoon session, which was called at 1:30, the 
association went into executive session, during which time 
the president’s address and secretary’s report were read, as 
follows: 








PRESIDENT FRIER’S ADDRESS. 


INCREASED ASSOCIATION SENTIMENT. 


Another year has come and gone and we are 
met here again at our Annual Convention to exchange ideas, 
discuss questions of vital interest to us all, and plan for the 
future of our association as well as to review what has 
been accomplished the past year. 

I congratulate you upon the continued increase of asso- 
ciation sentiment that is developing all over the country. 





F. A. Kansteiner, St. Louis, Member of Executive Committee. 


Go back a few years when our association was organized, 
and you could count on the fingers of your hand the num- 
ber of states in which organizaticus such as ours existed. 
To-day there are some 21 or 22 state associations, saying 
nothing of the national and many county and city associations. 
The fact is, organized effort is in the very air we breathe, 
and the dealer who fails to inhale his individual portion 
of it loses much more than he can now possibly realize. 


PLANS AND METHODS MUST BE CHANGED. 

I fear that there has not been the interest taken in the 
association during 1902 among the hardware and stove dealers 
of the state that we had hoped for and confidently ex- 
pected. I do not believe, however, it is the fault of the 
association or its officers, especially your worthy secretary, 
who has been strenuous, faithful and untiring in his efforts 
to arouse an interest among the dealers of the state by cor- 
respondence, circulars, etc. I am not discouraged, however, 
but am firmly convinced that in order to make that degree of 
progress and growth which we all desire, in some particulars 
it will be necessary for us to change our plans and methods. 
I know that it is sometimes said in a jocular way, that 
Missourians must be shown. I am ready to acknowledge 
that this is true, and in order to show the people, you've got 
to come in contact with them. 


A CANVASS FORMED. 


I am of the opinion that if we as an association grow 
in influence and numbers, we should have some good live 
gentleman or lady to canvass the entire state, and personally 
present the claims of the association to the dealers. This 
is one of the most effective ways we can arouse them to 
the advantages to be gained by joining our association, and 
the power for good that there is in an organization such as 
we are attempting to perpetuate. 
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NO FUNDS FOR CANVASSING. 

This we have not been able to do from the fact that we 
did not have the funds to bear such expense. Immediately 
following adjournment of our last convention, your executive 
committee met and elected Mr. Neudorff and Mr. Bannon as 
delegates to the National Association, which met at Chicago, 
March 19, and requested Mr. Neudorff, while in Chicago, 
to arrange if possible with some manufacturer whose repre- 
sentatives traveled in Missouri to canvass for the association 
in connection with their own lines. In the latter part of 
April, Mr. Neudorff advised me that he had succeeded in 
getting a very favorable proposition from The Chicago Brush 
Co. I at once called a meeting of the executive committee, 
which met at Mexico, Mo., April 8th, and after considering 
the matter, heartily endorsed the arrangement with the con- 
cern mentioned, who proposed canvassing the state with three 
or four ladies in the interest of their goods, and agreed at 
the same time to solicit members for the association at the 
rate of 75 cents for secured. We _ were 
expecting great things from this arrangement. Nothing came 
of it, however, and the details and reasons will be fully ex- 
plained in the report of the secretary. 


each member 


FUNDS HAVE BEEN ECONOMICALLY USED. 

After you have heard the report of your treasurer, you 
will see that the funds have been economically used and 
that we have reached a point in our existence as an asso- 
ciation when, if we succeed in making the organization what 
it should be, we must in some way arrange a plan whereby 
we can secure more funds in order to make a more vigorous 
campaign during the coming year. 

LOW STATE DUES. 

Therefore, I wish to present the following recommenda- 

tions and sincerely trust they and any others that may be 





O. W. Johnston, Marshall. 


presented to this meeting will receive due consideration and 
that some means may be provided here by which the present 
difficulties and embarrassments may be surmounted and over- 
come and that some efficient remedy may become effective at 
once. I find that our annual dues are much lower than 
other state associations; for instance: North Dakota asso- 
ciation charges a membership fee of two dollars, in addition 
to which they charge annual dues on amount of stock carried 
by each member as follows: 
$3,000 or less........ 
I IDI ii cbc ngs th": vadan tes os 


..++++ $4.00 per year 
5.00 per year 
6.00 per year 
Making a total of six, seven and eight dollars. 
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Therefore, I desire to recommend that our annual dues 
be $5.00 per year instead of $3.00. 
RECOMMENDS A MANUAL, 

2d. I recommend that we issue a yearly hand-book or 
manual. This could be done either by the officers of the 
association, or if thought best, contract could be made with 
some reliable publisher who will guarantee the association 
a certain per cent. I believe we would have no trouble in 
getting most of the manufacturers of the state to place an ad 
therein and thus the book would be a source of revenue to 
the association, in addition to the fact that it would stimu- 
late the interests of the membership as well as those dealers 
that are not members. I have with me for your inspection 
such a book, issued by the North Dakota Association for 
1901. 

FAVORS MUTUAL FIRE INSURANCE. 

3d. I would recommend that we organize the Missouri 
Stove and Hardware Dealers’ Mutua] Fire Insurance Co. 
I believe the time is ripe for doing so. We have discussed 
it fully from year to year, and are familiar with the benefits 
to be derived from such an organization. The dealers who 
are now and have been indifferent to our appeals for their 
moral support, influence, and dues to help along the cause 
will respond readily if we can show them a saving of from 
50 to 60 per cent on cost of insurance. It should be under- 
stood, however, that to get the benefits of the insurance, they 
must become a member of our association. 
\ PAPER ON FIRE INSURANCE. 


In order that there be as little expense as possible, its 
management might be placed in the hands of the officers 
of your associations until such time as the business would 
justify a special man for the work. The executive com- 
mittee, at its meeting in Macon City, Jan. 6th, requested 
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your secretary to prepare a paper on the status of mutual in- 
surance. This he has done and from it you will be able to get 
full details as to plans of organization, manner of opera- 
tions, etc. 


A NEW GARNISHMENT LAW. 
4th. I recommend that we pass suitable resolutions ask- 
ing our legislators to support and enact into a law the gar- 
nishment bill now before that body. Senator L. A. Vorhees, 
representing the St. Joseph district and a former brother 
hardware dealer, has been invited to address your body dur- 
ing this session, and I would suggest we not only ask him 








to support the measure, but that we request him to introduce 
a bill to regulate fake advertisements, compelling those who 
advertise to tell the truth and furnish such goods as they 
advertise. 

SUCCESS IS DETERMINED BY MEMBERS’ INTEREST. 

I wish to reiterate what I said at our last meeting when 
accepting the office of president, that the officers alone could 
not make your association succeed. As has been said, the 
success of organized effort will always be measured by the 
interest taken by individual members. It is not merely self- 





M. C. Post, Brookfield, Ex-Member Executive Committee. 


protection you should seek—although this is good in itself— 
but general, lasting results that will benefit every dealer in 
our land. Are you willing and anxious to do your share? 
Numbers bring influence, and work begets results. We are 
enjoying very prosperous times; the future is an unknown 
quantity. We hope for the best, but should be ready for 
rainy days. Then let us all to work and show such a gain 
at our next regular meeting that our influence will be felt and 
acknowledged by every element that threatens our business. 


THANKS TO TRADE PRESS. 

I desire to take this opportunity to commend and ex- 
press my appreciation of the trade press. No other agency 
has contributed more to foster, encourage, and build up 
association sentiment than they have done, and we as individ- 
uals and as an association should encourage and recommend 
dealers who are not now subscribers that they lose no time 
in subscribing for at least one of the many excellent papers 
published in the interest of the trade. 

DESIRES ASSOCIATION PLACED ON SOUND FOUNDATION. 

In conclusion, I wish to say if my suggestions seem too 
radical, my only wish is to see this association placed on 
a sure and sound foundation. Therefore, I hope the recom- 
mendations made will be fully and fairly considered by this 
body, and that they or others more effective may be adopted 
by us for the coming year. The secretary's report was then 
read as follows: 


REPORT OF SECRETARY NEUDORFF. 





EVERY ASSISTANCE FROM OFFICERS. 
Gentlemen—One year ago I submitted a very voluminous 
report detailing the trials and tribulations and the pleasures 
of acting as your secretary; setting forth therein many rea- 
sons for conditions existing in our association. I also sug- 

















gested some means whereby the association might be strength- 
ened and made more numerous and as a result more power- 
ful. 


The officers of your association have given me every 
assistance; have given good and valuable advice, and, while 
I cannot.report success from a numerical standpoint, I be- 
lieve the entire membership will agree with the statement 
that we are a much stronger moral force than we were one 
year ago. This is proven by this one, and to me conclusive, 
fact that but three complaints have ever reached the secre- 





G. A. Pauley. St. Louis, Ex-Member Executive Committee® 


tary, and one was satisfactorily adjusted by the brother 
member who called my attention to it. 

I believe the great silent forces, the under current, has 
evolved immense advantage to the retail hardware trade 
throughout the country and insensibly, perhaps, but never- 
theless really and substantially all tradesmen have profited by 
this silent movement. I will try to make this report as brief 
as the one of a year ago was long. 


LADY CANVASSERS. 


The most salient feature of my last annual report was 
the suggestion to employ lady canvassers in the service of 
the Palmetto Fibria Company, to canvass the state for mem- 
bers, being authorized by your executive committee to make 
arrangements to this effect. I did so. Three women were 
sent into the state, two coming direct from Massachusetts 
to go to work in Missouri. I put in several days fitting them 
out with necessary items to work on; worked out a route 
for them to travel and started them out. 

One of them, a Miss Ellis, secured four members in two 
days, but no order for goods; reporting to me at the end of 
the first, week that, owing to the drouth of the vear pre- 
vious and the excellent ability of a saleswoman who had 
preceded her some nine months previous, there was not 
enough business in sight to justify her remaining in the 
northern portion of the state. 

The other woman was just obstinate and never attempted 
to secure a member; the third woman was sent to me from 
Des Moines, but never reached me. The three meeting, had 
a woman’s scrap about rights of territory and otherwise, and 
finally under order from the Brush Co., went to Jefferson 
City, to work out from there. I failed to hear from them 
after that. I have tried repeatedly to enlist other forces, 
but without success. 
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GENERAL LETTERS TO THE MEMBERSHIP. 


In addition to this effort to increase membership, I pre- 
pared a general letter, copy of which is annexed, stating 
the objects of the association, outlining its plans for the fu- 
ture and requesting membership. I prepared a letter of in- 
quiry on the insurance question, with a reply request attached, 
also a letter from the trade abuse committee and a form of 
petition to members of Congress protesting against the pas- 
sage of the parcels post bill. 

I also requested the Hardware Dealers’ Magazine to fur- 
nish me with 1,500 of a very able editorial on joining state 
associations; this they cheerfully and courteously complied 
with, and every dealer in the state had the pleasure of read- 
ing it. 

In addition to all this work of preparation, folding, 
stamping and addressing all this matter, I prepared matter 
for the papers and in numerous other ways not necessary 
to mention put in good hard work for the association. 

In this connection I wish to say this: I have personally 
no apologies to make for lack of results as regards members. 
I mailed over 7,500 circulars, wrote several hundreds of let- 
ters and never worked as conscientiously and faithfully in 
my life as I did in your behalf. 


INSURANCE CIRCULAR. 


This circular about insurance was rather freely replied to 
and many questions asked to which I replied to, and in 
many cases wrote from three to five letters urging them to 
join our membership, “but hope deferred maketh the heart 
sick,” and I certainly got this heart sickness. Still I am 
inclined to be optimistic by nature, and have come to the 
conclusion that Missouri lethargy was only another name for 
extreme conservatism, and am of the opinion now that this 
meeting will produce and plant the seed which shall grow 
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a hundredfold, and the result will prove that we, as Mis- 
sourians, are either sensible or otherwise. 


DUES SHOULD BE RAISED. 


One fact which I wish strongly to impress upon this 
meeting is this: With our dues based upon past and present 
membership, we cannot go forward. Not to go forward is to 
retrograde. Our present dues, $3.00 per year, from which we 
must pay $1.00 per capita to the National Association, leaves 
us not enough to pay the ordinary expenses on a minimum 
scale and nothing but the prospect of debt for any extra 





59 








































60 


effort to increase membership, while in the light of past ex- 
perience I was unwilling to take the responsibility of. 
A HARD PROBLEM TO SOLVE. 


I had intended to send out extra reply P. O. to all the 
dealers of the state, but after analysis of the past and present 
membership I found nothing to encourage the expenditure of 
the money and the certainty of a deficit. I would not do it 
in the conduct of my own business, and therefore would not 
do it in yours. 

I found from this analysis that practically the same 
names were on the membership rolls as when the Associa- 
uion started, some retaining membership during all the peri- 
ods, some being members one year and then dropping out one 
or two years, and so forth. 

At the meeting in Kansas City we 
there as members. We have but one on the rolls now. 
cal conditions have much to do with this reluctance to con- 
tinue. We have all felt it in our own communities and it is 
a hard problem to solve. If we were all less human, more 
unselfish, larger hearts and minds, of a more loving disposi- 
tion, this short space of life would have more beauty, more 
pleasure than any of us ever get out of it. 

Usually reports end with suggestions and recommenda- 
tions, and this shall be no exception to the rule. As a prom- 
ise of what I shall recommend, I wish to emphasize these 
facts: 


secured all dealers 


Lo- 


RECOM MENDATIONS. 

ist. Experience proves that dealers will not respond to 
circularizing. 

2nd. The only way to reach them is by personal contact 
and personal interest. 

3rd. Our income does not justify any effort along this 
line, so it all resolves itself with finding the means to enable 
us to come create the personal 
interest. 


and 


into personal contact 





R. L. Hixson, Hannibal, Ex-Member Executive Committee. 


I therefore recommend— 

1st. That we organize a mutual insurance company. 

2nd. That we issue a state manual; that this manual 
contain the articles of association and by-laws of the insur- 
ance. company which it is proposed to organize; that said 
manual does not conflict with the national work along same 
line; that the formation of this insurance feature is the one 
appealing form and that its formation is a simple matter— 
my report on that subject will amply prove. 
As an appendix to my report as secretary, I desire also 
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to note my impressions and give account of my stewardship 
as a delegate to the meeting of the National Association, held 
at Chicago last March. Each session was an executive one 
and much difference of opinion was expressed upon nearly 
all subjects. It was thought best not to give publicity to 
the papers presented, which, while perhaps most expedient, 
certainly deprived the trade of direct and personal knowl- 
edge of the work of the association. 

The president, Mr. Lewis, made a very able and ex- 





J. Kenyon, Maitland, Ex-Member Executive Committee. 


haustive report of the insurance feature, part of which I have 
embodied in my report on the same subject. 

Upon the question of publication of manual, I took this 
portion: That the strength of the National Association was 
but the strength of its parts. That state associations should 
first be made strong and that if the publication of a manual 
afforded the sinew of becoming so, we would not surrender it 
to the National altogether, but would allow them to get all 
they could out of the state and we would attempt to get 
up one of home industries. 

There is no doubt in my mind of the great value of the 
work of the National Association and their constant effort 
in our behalf is accomplishing great good for retail mer- 
chantdom. 

I believe, however, that wider publicity of its labors 
would be more satisfying to those who pay the freight and 
if not incompatible with our best interest, I should like 
this to be the rule. 

At 3:15 the doors were opened and the constitution and by- 
laws of the proposed co-operative insurance company were 
read as follows: 


ARTICLES OF ASSOCIATION OF THE RETAIL 
STOVE AND HARDWARE DEALERS’ TOWN 
MUTUAL FIRE INSURANCE COMPANY. 


For the purpose of organizing a Town Mutual Fire In- 
surance Company, under and according to Article 11 of the 
general insurance laws of the state of Missouri for the year 
1901, we, the undersigned, do, by these articles, associate 
ourselves together under the name as hereinafter given and 
to that end do sign and adopt the following articles of asso- 
ciation : 

ARTICLE I. 

The name of this organization shall be “The Retau Stove 
and Hardware Dealers’ Town Mutual Fire Insurance Com- 
pany.” 
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ARTICLE Il. 
Its home office and principal place of business shall be 
Rinne o« taeatheaees , and its annual meetings shall be held 
GBive 50 ds on eccecce ce 
ARTICLE III. 


This company is strictly mutual. Its sole object and pur- 
pose shall be to indemnify its members against actual loss 
or damage by fire or lightning to or upon their stocks- of 
hardware, and also to or upon the buildings containing the 
same when such building is owned by the owner of such 





J. Berghauser, Fulton, Ex-Member Executive Committee. 


stock, tools and fixtures. Policies on stock and building to 
be separate and apart from each other. 
ARTICLE IV. 

No person or corporation shall be permitted to take in 
surance in this company who is not a member in good stand- 
ing of their state Retail Stove and Hardware Dealers’ Asso- 
ciation, unless by consent of the board of directors. 


ARTICLE V. 

The business of this association shall be managed by a 
board of not less than thirteen directors, who shall be chosen 
by ballot annually from among the members of this com 
pany. 

The company shall not divert its funds to, or make as- 
sessments for, any other purpose than to indemnify its mem- 
bers against-loss or damage by fire or lightning, or to pay 
the necessary expenses of the company, and then only in 
accordance with these articles, by-laws and the policies is- 
sued. , 

The policies of insurance to be issued by this company 
shall be for the term of not exceeding one year, and the 
maximum of insurance to be written by this company on any 
one risk shall be two thousand ($2,000) dollars, and the 
minimum $500.00. The amount and rate of insurance shall 
be from time to time fixed and regulated by the board of 
directors, and the applicant for insurance shall deposit with 
this company an amount equal to one year’s premium for 
such insurance in cash. 

Assessments to cover losses and expenses shall be made 
at such times and in the manner as provided for in the 
by-laws of this company. 

ARTICLE VI. 

These articles may be altered or amended at any annual 

meeting of this company by a majority of the members pres- 


ent and voting. 
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BY-LAWS. 
ARTICLE I. 
Annual Meeting and Elections. 

Section 1. The annual meetings of this company shal 
be held .i@ the City O86 .ccidccccccccces gt «vin s'4cta 53 <n x 
for the purpose of transacting the general business of this 
company and the election of directors, and at such meeting 
every member shall be entitled to one vote for each. policy 
he holds, upon each and all questions before the meeting, 
to be cast in person or by proxy. 

All directors shall be chosen by ballot and must receive 
a majority of the votes cast. 

Sec. 2. Special meetings of the policy-holders may be 
called by the president or secretary, when directed by the 
majority of the directors at any regular or special meeting, 
or upon written request of twenty members setting forth the 
purpose thereof. 

ARTICLE I. 

Board of Directors. 

Section 1. The business of this company shall be man- 
aged by a board of thirteen directors, who shall be chosen by 
ballot from among the members of this company, and 
of such board shall constitute a quorum for the transaction 
of business. 

Sec. 2. At the annual meeting of the directors, the 
directors shall elect a president, vice-president, secretary and 
treasurer, each of whom shall hold his office for a term of one 
year, and until his successor shall be chosen and qualified. 

Sec. 3. The board of directors may also appoint an ex- 
ecutive committee from among their own number, which 
committee shall be subject to said board and shall perform 
such duties as are hereinafter designated. 

The board of directors may also appoint examiners, 
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agents and such subordinate officers as they may deem neces- 
sary, who shall hold their office during the pleasure of the 
board and shall prescribe the duties, fix the compensation of 
all the officers of the company. Vacancies in the board of 
directors shall be filled by the board until the next regular 
election by members of this company. 

Sec. 4. The officers and directors of this company shall 
each receive three cents per mile mileage to and from each 
business meeting of this company, or of the board of directors, 
and three dollars per diem while such meetings are in prog- 
ress. 











ARTICLE III. 
Finance Committee. 

‘The acceunts of this company shall be audited by a 
committee of three, to be known as the “Finance Committee,” 
to be elected at each annual meeting from the directors of 
this company. 

It shall be the duty of such finance committee to meet 
at the office of this company at said time as is fixed by laws 
of the state, to make a thorough examination of its financial 
¢ondition and make a report upon same. A copy of such 
report shall be mailed to each member, and the officers of 
this company shall produce such books and vouchers and 
render such assistance to said committee as may be mecessary 
in making their report. 

For such service the committee shall receive such com- 
pensation as the board of directors may allow, together with 
their actual expenses while engaged in the business of this 
company. ’ 

ARTICLE IV. 
President. 

It shall be the duty of the president to preside at the 
meetings of the board of directors, and to call special meet- 
ings when he shall be so requested by three members of the 


board. He shall perform such other duties as may be re- 
quired of him by the board of directors. 
ARTICLE V. 
Vice-President. 
The vice-president, in the absence of the president, shall 


perform the duties of the president, and such other duties as 
may be required of him by the board of directors. 

ARTICLE VI. 

Secretary. 

The secretary shall give satisfactory bonds as may from 
time to time be required of him by the board of directors 
and laws of this state. He shall receive all moneys due this 
company and pay the same to the treasurer, takifig his receipt 
therefor, and he shall have custody of all the books, papers 
and records of this company. He shall keep accurate rec- 
ords of the proceedings of the board of directors and execu- 
tive committee, and shall have general management of the 
affairs of this company, subject to the board of directors 
and executive committee. He shall cause to be executed all 
policies of insurance; and shall give notice by mail or other- 
wise to each member of the time at which his policy will 
expire. 

He shall render a full and correct account of the con- 
dition of this company to the board of directors at each 
meeting of the board, and to this company at its annual 
meeting, or oftener if required by the board. 

ARTICLE VII. 


Treasurer. 

The treasurer shall give satisfactory bonds as may from 
time to time be required by the board of directors and laws 
of the state. He shall receive from the secretary and keep 
safely all moneys paid to this company. He shall disburse 
all moneys for the payment of losses and debts of this com- 
pany as directed by the board of directors or the executive 
committee, and jointly with the president shall sign all checks 
for debts due by this company, and shall honor all drafts 
for funds for the current expenses, when same are counter- 
signed by a member of the executive committee, designated 
for such duty by a majority of such committee. But he shall 
have no authority to dispose of the securities of this company, 
or borrow money in the name of this company, unless au- 
thorized in writing to do so by the board of directors. 

ARTICLE VIII. 
Executive Committee. 

The executive committee shall consist of ...... directors, 
wechi at of whom shall constitute a quorum for the transaction 
of business. 

They shall at all times be subject to the control of the 
board. They shall have charge of the general financial affairs 
of this company, audit and approve the monthly bill of ex- 
penses and all claims for losses; make loans and investments 
of the funds of this company, agreeably to provisions of 
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the law; call in and reloan and invest the same, as the im- 
terest of this company may require; but it is expressly un- 
derstood that no money of this company shall be loaned 
or used in any manner whatever for the interest of any 
director or officer of this company. also. to consent to sub- 
stitution of new and other securities in place of those already 
held by this company. 

They shall also perform such other duties as the board 
of directors may direct. 

The securities of this company shall be kept with a 
safety deposit company, to be selected by the committee. 
Any change or removal of securities shall require the pres- 
ence of the president, the treasurer and one of the commit- 
tee. 

The executive committee shall meet at the office of this 
company at such times as they may deem advisable, and 
also .upon the call of the secretary. 


ARTICLE IX. 
Losses and Expenses. 

Section 1. The cash premium to be collected on each 
policy as provided in the articles of incorporation of this 
company shall be deposited with the treasurer and shall 
be the primary fund from which all losses and expenses 
are to be paid. 

Sec. 2. The contingent mutual liability of each member of 
this company for the payment of losses and expenses not 
provided for by its cash fund shall be a sum equal to 5 per 
cent of the face value of his policy and shall be in the 
form of a note. 

Sec. 3. Assessments against this contingent liability of 
its members shall be made by this company whenever for 
any cause the company is not possessed of cash find above 
its reinsurance or premium reserve, sufficient for the pay- 
ment of incurred losses and expenses. 

Such assessments shall be in proportion to the several 
liabilities of the members, and written notice thereof shall 
be forthwith given to each member liable thereto, by mail 
or personal service, and each policy-holder shall be liable 
to pay his apportional part of any such assessments made 
by the company in accordance with law and his contract, 
on account of losses and expenses incurred while he was a 
member: Provided, he is notified of such assessment within 
the year of the life of his policy. 

ARTICLE X. 
Dividends. 

The board of directors may, from time to time, fix and 
determine the amount to be paid as a dividend upon policies 
expiring during each year, or any existing surplus on hand 
after payemnt of all losses and expenses may be passed to 
a reserve fund, as provided by Section 8095 of the insurance 
laws of the state. 

ARTICLE XI. 
Dissolution of Company. 

If at any time this company shall be dissolved or cease 
to transact the business of insurance, then whatever shall 
remain of any reserve fund, after payment of all losses then 
sustained and all losses which may happen after such dis- 
solution on policies then in force, and after payment of all 
debts and liabilities of this company, shall be divided and 
distributed to the policy-holders of this business of imsur- 
ance, pro rata, share and share alike, according to the amounts 
respectively paid for premiums of insurance on their policies 
then in force. | 

ARTICLE XII. 


Inspection of Books. 

Each and every member of this company shall be allowed 
an examination of the books, papers and general transactions 
of said company, at all business hours, by application to the 
secretary. 

ARTICLE XIII. 
Amendments. 

These by-laws may be amended at any annual meeting 
of this company, or at any special meeting of this company, 
due notice of which has been given according to the by- 




















laws, iby a majority vote of the members present at such 


The following resolution was then introduced and adopt- 
ed unanimously : 

Moved, that as the articles of association and by-laws 
must pass the approval of the superintendent of insurance 
and be in conformance with the laws of the state, 

Whereas, the selection of the board of directors can be 
done by vote of proxy, that those present signify now their 
desire to become members, and when the requirement of the 
state laws has been complied with the vote of the membership 
be called for by the secretary to determine the directory. 

John C. Vaughn, attorney for the Meyer Bros.’ Drug 
Company, was then introduced and delivered an address as 
follows: 


THE GARNISHMENT LAW. 





EXEMPTION LAWS. 


The exemption laws of the United States are in striking 
contrast to the old common law on the same subject; for 
an instance, under the old English laws debtors were not 
denied only any exempt property, but were imprisoned at the 
suits of. their creditors, and thus forcibly prevented from 
providing for the wants of their families, which are the par- 
ticular care of the present exemption laws. 

Under the statute of George III. a debtor owing less 
than $100 could be imprisoned for as long as twelve months ; 
under George IV. this statute was modified by the insolvent 
debtor’s act, which provided for a surrender by the debtor of 
all his property, and thereupon his personal liberty was 
restored, but his property subsequently acquired was in no 
way released from his obligatica. 


THE FIRST EXEMPTIONS. 


The first exemptions grew more out of the desire to 
protect the person and avoid breaches of the peace than from 
any desire to provide for the families of the victims. 

It was first ruled that the wearing apparel in actual use 
was exempt from levy. This was further extended so as to 
cover any other article worn on the person. Later on the 
tools and implements of trade were included in the exemp- 
tions and all wearing apparel whether found on the person or 
not. 


COURTS CONSTRUE EXEMPTION LAWS LIBERALLY. 


The moving cause, however, for statutes of exemption 
has gradually been changed from this idea of protecting the 
person to the present grounds of public policy in providing 
a means of support for the insolvent and his family, and 
thus relieving the community of the burden of their support. 
For this reason the courts of this country invariably con- 
strue the exemption laws very liberally, preferring to look to 
the reason of the law and the intention of the legislature 
rather than be bound by the letter of the statute; for an in- 
stance, in a Missouri case it has been held that on an execu- 
tion issued on judgement for maintenance of the wife the 
husband could not maintain his claim for exemption, although 
he was the head of a family composed of a sister’s minor 
children. The court ruled that while there was absolutely 
nothing in the letter of the law justifying them in denying 
the right of exemption in this case, still according to the 
spirit of the law the wife was entitled to her support in order 
that she should not become a burden on the community. 
STATUTES ON EXEMPTIONS GROWING MORE FAVORABLE TO DEBTORS. 

The statutes on exemptions, and especially on the exemp- 
tions of wages, have been gradually becoming more and more 
favorable to the debtor during a good many years past. As a 
rule, the older states will be found to exempt the smaller 
amounts, Massachusetts exempting only $20 in wages and 
only $10 where the debt is for necessaries. Oklahoma on 
the other hand exempts all wages due the head of the family 
for ninety days past. This tendency properly controlled is 
commendable. Latterly, however, a reaction seems to have 
set in, and some of the states appear to have realized that 
they are not only doing an injustice to the creditor class by ex- 
orbitant exemption laws, but they that are encouraging extrava 
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gance and fraud on the part of the debtor class. 
modifications have been adopted to eliminate the objectionable 
features ; in some cases a provision that the exemptions shall 
not be allowed except where it is shown to be necessary for 
the support of the family; in others a limitation on the amount 
of the salary instead of an open exemption of thirty or sixty 
days’ salary. In still others a denial of the exemption where 
the debt is for necessaries, and in Ohio, Washington and one 
county of Delaware a provision that only 90 per cent of 
wages is exempt when the debt is for necessaries. In the 
state of New York an amendment of this last character is 
now pending before the legislature and it is now proposed to 
introduce in our legislature a similar amendment. 
READING OF CHANGE. 

The proposed change would alter two of the sections of 
our statutes so as to read as follows: “Each head of a 
family at his election in lieu of the property mentioned in the 
first and second subdivisions of section 3159 (stock and 
agricultural implements) may select and hold exempt from 
execution any other property real, personal or mixed, or 
debts and wages not exceeding in value the amount of $300 
except 10 per cent of any. debt, salary, wages or income, and 

“Nor shall any person be charged as garnishee for more 
than 10 per cent of any wages due from him to a defendant in 
his employ, for the last thirty days’ service, provided such 
employe is the head of a family, etc.” 

THE BLANK WALL OF THE EXEMPTION. 

As the law now stands, the salary of any employe for 
thirty days’ services is now absolutely exempt from execu- 
tion. Doubtless some of you in the course of your experi- 
ence have come up against the blank wall of this exemption, 
and possibly you have seen a salesman earning his three or 
four thousand a year (and more than likely spending it all) 
defy you to collect one penny from him. Such cases 
are not rare. But it is not for you _ that. this 
amendment is primarily important. The great bulk of 
the losses from this condition of affairs is borne by the 
small tradesmen, the retail grocer, the retail druggist and dry 
goods man, whose dealings are with the class of people whose 
salaries range from $50 to $100 per month. Very few of 
these employes but could well afford to pay a small percentage 
of an honest obligation each month, and yet there is now no 
way of compelling them to do so. 


FAILURES COULD BE AVOIDED. 


You can go into any retail store and find on their books 
from $500 to $5,000 worth of worthless accounts. On careful 
investigation you will probably find that 50 per cent of these 
accounts are due from persons who are able to pay their debts 
but can not be compelled to do so because the whole of their 
income is exempt. These retailers are failing every day 
owing you money, and in a large number of eases their failure 
could be avoided could they realize on a small proportion of 
their worthless accounts It is in this way that you are 
injured by the present conditions of the law, and in this way 
that you would be benefited by its amendment. Anything 
that is of advantage to them is of almost equal advantage to 
you indirectly, but I feel safe in saying that not one of your 
houses would fail to realize by the proposed change an 
annual advantage equal to the total contribution which your 
association as a whole is now requested to make to further 
the passage of this proposed bill. The amendment is not a 
radical one, nor one which, would have the effect of placing 
the state of Missouri in the position of denying to her citizens 
a fair and liberal exemption. The state of Alabama allows an 
exemption of only $25 per month; Colorado, $60; Connecti- 
cut, $50; Georgia, laborers’ wages only; Illinois, $15 per 
week; Indiana, $25; Kentucky, $50; Maine, $20; Massachu- 
setts, $20; Michigan, $25: Minnesota, $25; Nevada, $50; New 
Hampshire, $20; North Dakota, nothing; Rhode Island, $10; 
Tennessee, $20 to laborers; Utah, one-half of wages; Vir- 
ginia, $30; Wisconsin, $60. 

MISSOURI IS A LIBERAL STATE. 


You will notice from these instances that Missouri is 
among the more libersi in its allowance and its exemptions, 
and can afford to somewhat restrict its liberality. Right here 
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let me say that you must not expect to realize on that old 
judgment against John Smith that you have been renewing 
from time to time for the past twenty years; you won't be 
able to bring his debt within the operation of this statute, 
because of the provision in our constitution prohibiting retro- 
active laws, but you will be able to take advantage of the 
amendment on any debts that may be contracted after its 
passage. It is not necessary to detail the various advantages 
of the proposed law, chief among which to my mind is the 
moral effect on the debtor of having such a law on the 
statute books. You will probably have no more occasion to 
bring actions in garnishment than you have had in the past; 
the law will be there for your use and the debtor will know 
it, and the chances are that he will make very desperate 
efforts to satisfy you by voluntary payments from time to 
time rather than stand the annoyance and expense of contin- 
wal garnishments. So far as the constitutionality of the bill 
is concerned, I can see no objection to it; it is not class legis- 
lation; it applies to all debts, wages or incomes, whether due 
to the mechanic or the professional man or merchant. It does 
mot impair the obligation of any contract; it will not be con- 
strued to be retroactive in its provisions. The only possible 
objection that occurs to me is its advantage to the class of 
our citizens known as the money sharks, and their advantage, 
as I have said before, will be principally in the moral effect, 
and I do not think it will result in their unduly annoying you 
by garnishments on your employes. 

Furthermore, you are protected by the Mulholland case 
recently decided by our Supreme Court. 


SARCASM OF A TEXAS LAWYER. 


But as I say, it is not necessary for me to expatiate on 
the merits of the merits of the bill; you will recognize them 
by applying it to innumerable cases which you now have in 
your mind. Can we pass it or can we not? That is the 
question. This is not the first amendment to exemptions that 
has been proposed to our legislature, but its predecessors 
lave been more radical innovations and they have failed. Our 
present amendment is to be presented by a country member 
and it is to be urged by country members and indorsers. It 
may fail, but if it does we’ will feel very much like a very 
reputable Texas attorney who once tried a case before a hos- 
tile court in his state. A few weeks after the adverse decision 
this advertisement appeared in the Law Journal: “For sale, 
2,000 latest legal text books and reports. They are all A-1 
authorities in every state in the union but Texas. In Texas 
they are warranted good for waste paper.” We hope the 
numerous endorsements of this bill will not have to be put to 
the same use. 

Nat Goldstein and T. J. Shelley, delegates from the 
United Brotherhood of Leather Workers on Horse Goods, 
then atidréssed the meeting, explaining their position in the 
lock-out of the Simmons Saddlery and Hardware Company. 
They did not come before the association for financial aid, 
but asked them to withhold support and patronage from this 
company until they had treated their laborers fairly and gave 
a uniform price to all their employes; that they had sent 
letters to every saddlery and hardware house in the United 
States, notifying them of the boycott, and left a package of 
boycott circulars with the secretary. 

H. B. Gordon invited the convention to visit their new 
wholesale hardware store 
O. W. Johnston of Marshal¥ read the following paper on 


ARE RETAILERS ADJUSTING THEIR METHODS 
TO TWENTIETH CENTURY CONDITIONS? 


PAPER IS TO DISCUSS CERTAIN CONDITIONS 


Your executive committee served notice on me, through 
our efficient secretary, that a paper would be required of me 
at this session on the following subject: “Are Retailers Ad- 
justing Their Methods to 20th Century Conditions?” 

The executive committee, I am sure, did not have in its 
mind the thought of a tour of this state in order that I might 
report to you, at this meeting, the number of retail hardware 
dealers in Missouri who, in my judgment. are using 20th 
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century methods, but rather that this paper should discuss 
certain conditions that confront the retail hardware dealer 
that were brought about by injecting, to a large extent, many 
new methods (20 century methods, because we are living in 
the 20th century) into the commercial world. We will briefly 
speak of these methods and conditions as they may effect 
the retail hardware dealer. 


DIFFERENT HEADS OF SUBJECT. 


You can see our subject naturally falls into, or separates 
itself into, two parts. 

Ist. The retail hardware merchant as a buyer. What 
are the conditions that confront him and the methods that 
brought about such conditions? Are they desirable? If not, 
the best method to employ in correcting them. 

2d. The retail hardware dealer as a seller is confronted 
by what conditions? What methods are being employed to 
produce these conditions and by whom are they employed? 
Are they wise methods and should we adopt them? If un- 
wise and wrong, what course can be pursued to remove 
them? 

THE RETAILER AS A BUYER. 
The retail hardware dealer as a buyer is confronted 
with the trust problem, viz.: the organization of the manu- 
facturers and jobbers has almost eliminated ‘all competition. 
No open market into which we can enter to buy our goods. 
When the head office sends out a quotation of 215 on nails, 
215 is the answer you get, whether from Pennsylvania or 
Alabama. Same on wire bolts, screws, etc. In fact, almost 
every article on our shelves is controlled by the trusts. Com- 
bination, centralization and organization is the cheap method 
used in bringing about these conditions. It is bad for the 
country but the retail merchant will be affected financially 
only when prices are advanced to a degree that would cause 
the religious indignation of the great consuming public to rise 
to such an extent as to cause these articles to remain on our 
shelves unsold. 

SHOULD BUY FROM INDEPENDENT FACTORIES. 

Now, my friends, whether these methods are desirable 
or not, they have behind them men of wonderful achieve- 
ments and of large business experience. In their councils 
are the strongest, best trained financial intellects our country 
can boast of, with millions of dollars at their disposal. I 
would not recommend that we waste our energies worrying 
over things we can control. But I would recommend that 
we encourage and buy from independent factories so long as 
their prices are right and their products as good as others. 

MARKET NEEDS NURSING. 

As buyers we should consider the brands our goods bear. 
Your endorsement and recommendation to a certain brand 
of goods you may have sold for several years you may have 
to take back, should you desire to drop this article, because 
those who control it had put it out into such channels that it 
became a profitless burden. 

The market upon which we sell as retail hardware deal- 
ers we find in a condition that is not serious but needs nurs- 
ing. Every available home, hut, cottage, mansion in this 
broad land of ours have been brought under the influence 
of these wide-awake catalogue houses. Their methods of 
advertising are almost irresistible, with cuts, pictures and 
minute description of each article. The men employed to 
write these advertisements are men of education and ex- 
perience, pleasing in their style of writing, and can appeal to 
and arouse the prejudices of the people against their home 
merchant. So well is this done that the reader, if let alone, 
will soon consider these people as great benefactors to the 
human race. I do not fear their priccs, but to hold our trade 
we must wake up and adopt the best methods that the experi- 
ence of the past has brought to us in the 20th century. Good, 
honest, systematic advertisements—advertise vigorously, 
largely, everlastingly. Their prices will not be in your way, 
but unless we avail ourselves of the large, progressive meth- 
ods of the age, our trade will leave us. Their progressive 
methods are to be feared more than their prices. 


CENTRALIZATION OF RETAILERS IS NEEDED. 
I cannot believe, after looking into these intelligent and 
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determined faces, full of hope and bright with expectations, 
that any of you hardware dealers will go to sleep and per- 
mit any man, or set of men, living from one hundred to 
four hundred miles away, who pays not a dollar for taxes, 
contributes nothing toward building churches, schools or other 
public enterprises, to take trade from you. Don’t let them 
undersell you. When they advertise at a price you can not 
meet, look into it; meet it in the same way. If we find they 
buy at jobber’s prices and the matter can not be adjusted in 
any other way we must buy as syndicate buyers. We must, 
we can, we will control the legitimate trade in our separate 
communities. Centralization and organization on our part 
may be required of us to do this. 
A MANUFACTURER'S POSITION ENDORSED. 

I am sure I voice the sentiment of every retail hardware 
dealer in the United States in saying, we heartily endorse this 
bold stand taken by the Stevens people in refusing to sell 
them their guns and the New Home people their machines, 
and will show their appreciation in such a way that will 
result in a much larger business for these people and the 
other manufacturers adopting this course. 

MERCHANTS ARE AROUSED FROM LETHARGY. 

The department, or Racket store, has brought about a 
condition that has aroused from a state of lethargy a great 
many merchants who have been plodding along in the old way, 
to a realization of the fact that to hold their trade they must 
adopt progressive methods. My observation of these stores 
has been that when they have met with any degree of success 
it has been due to large advertising, progressive methods, and 
close attention to business; with the exception of a very few 
large houses in the cities. Ten years is a long life for them. 
ATTRACTIVE HARDWARE STORES WILL SECURE INCREASED BUSINESS. 

If I could be convinced that the expense of doing busi- 
ness could be cheapened without sacrificing some very de- 
sirable and attractive features in my business, | would add 
all lines and do a general department store business. I hold 
that a nice, clean, attractive hardware store, with a corps 
of well-posted and courteous salesmen, with a man of busi- 
ness ability and experience at the head, will find his business 
growing larger each year, while the store that puts its hard- 
ware in the back of the building in some dark corner, tin 
and granite in the basement, stoves occupying a space in 
the rear and covered over with horse collars, trace chains, 
etc., will find his trade gradually slipping away from him. 

DOES NOT SELL KINDRED LINES. 

I would like to emphasize the importance of keeping a 
full stock of everything in the hardware line, and many articles 
that are carried by almost all stores not belonging to any 
line exclusively.” I do not bar what is known as “kindred 
lines.” The farmers and citizens of our towns are intelli- 
gent, thoughtful people. They want the fair thing and will 
not give their support, nor encourage the building up of large 
department stores, or corporations, reducing their prosperous 
little cities of six or eight thousand to small towns of six 
or eight hundred, thus destroying their home markets and 
reducing their property value. 

LEADERS. 

You will find the department store people are great to 
throw out leaders; many times staple articles will be found 
advertised by them at cost. When you see such an “ad’ 
don’t run to the back door and throw up your dinner; don’t 
tell the first customer that calls for that article, naming 
Racket Store prices, that they cost you that money and you 
can not see how they can sell at such a price. That is just 
what they wanted you to say. The leading impression they 
try to make on the minds of the people is that they buy with 
a large number of other merchants and can buy at what 
you must sell. There is no truth in this. They are selling 
it at cost, but making a big ad out of your admission. Your 
money is as good as theirs and your dollar will buy as much 
as theirs. Concentrated brain and capital will give better 
service than scattered brain and capital. 

ORGANIZATION THE KEYNOTE. 


In conclusion let me remind you that organized brain 
and capital is the method by which these great 20th century 
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commercial revolutions are being produced. Appealing to the 
loyalty and fidelity of every retail hardware dealer, not only 
in the great state of Missouri but of every state in the 
Union, for a strong and solid organization, that it may be 
recognized as one of the potent factors in building up the 
history-making age of the commercial world by seeing that 
the interest of the retail hardware dealer is carefully guarded. 


THURSDAY MORNING SESSION. 


The Thursday morning session was scheduled to meet 
at 9 a. m., but it was not until 9:50 a. m. that the convention 
met and promptly went into executive session. In this 
executive session the following paper was read by J. W. 
Poland of Carrollton on 


TROUBLES OF THE TRADE. 


A LIVE ISSUE. 

Our committee was certainly very kind to me when they 
selected my subject, for the man who follows the active life 
of a merchant has numerous trade troubles and he is not 
averse to discussing them, hence my subject is a live issue. I 
believe that I may safely divide this subject into two classes, 
the imaginary and real. The first proposition that I desire to 
lay before you is that you lock up in your office your busi- 
ness perplexities. I hear some one say, “Oh, I can’t do that.” 
I believe you can, but-it may require some effort to acquire 
the habit. Another may argue, “I can best solve mental 
difficulties when in my home.” Allow me to diverge from 
my subject just a moment. I insist that you have no right to 
take into your homes your trade troubles; the wife and chil- 
dren as a rule do not appreciate them, then why take into 
your homes troubles that can better be solved where they 
originate? Your wife and children are entitled to the best 
and I am sure that we are not in the most amiable mood when 
we are worrying about some cook stove that did not and 
could not work for want of a proper fuel. If you will adopt 
this method I am confident you will live longer to enjoy the 
fruits of your labor. But to return to the subject. 


ALL IN BUSINESS FOR GAIN. 


As a general proposition we are all in business for gain 
and why trouble ourselves so much about the methods of our 
competitors? That he doubtless is as honest as we should 
not be lost sight of, and that he is just as anxious to make 
money. Very likely his methods are not ours and we often 
feel that his plans are very unbusinesslike, but from his 
viewpoint you will at once realize that he has just about the 
same opinion of your methods, unless happily he has learned 
to forge ahead and spend his time in looking up new business 
where he may earn an honest dollar while you are finding 
fault with the way he does it. Above all things, be on 
friendly terms with him; if he happens to need something 
that you have, sell it to him so that he can make a small 
margin. Don’t loan, don’t borrow; you will be better friends 
to neither borrow or lend. 


COMPETITION, 


We hear a great deal about it these times and yet were it 
not for this very thing we call competition we would be at 
home to-day; without it we grow selfish, narrow and sour, 
and instead of worrying about it, would not the time be better 
spent in trying to make our stores more attractive, writing a 
few extra ads for the paper and show our customers and the 
public trade journals? Study the trend of trade conditions, 
and competition will not seem hard. 


PRICES. 


I believe the main reason why many dealers do not get 
better prices is that they rely too much on the price rather 
than the quality as their selling card. I will admit that price 
has been largely the ruling factor in selling, but I believe we 
are getting away from that idea and with proper effort we 
may get better prices for our goods. Sell the best to be 
obtained; our troubles come more from cheap goods at cheap 
prices than the reverse. Don’t be afraid to ask a profit; you 
may not sell so many goods, but perhaps you will have more 
money at the end of the year. 















SELLING GOODS AT COST. 


Some dealers think it a wise drawing card to sell (nails, 
for instance) at cost and advertise such prices. In our opin- 
ion, this is questionable and we never practice advertising 
staple goods at cost. The practice of giving a customer three 
months to try a furnace or sewing machine before demanding 
settlement, I leave for your consideration. 


WARRANTING GOODS. 


We have now approached a subject that I apprehend is 
the cause of more annoyance to the average hardware dealers 
What do we really mean when we say that 
this article is warranted? Unfortunately too many dealers do 
not define the word when using it. Allow me to say here 
that the voice of every dealer and every association should be 
raised against the indiscriminate use of this word by manu- 
facturers of tools. We find it on much of the poorest made 
goods and it is not necessary for me to recount the trouble 
it has caused to dealers. Gentlemen, I appeal to vou upon this 
matter in earnest. I believe we can work a reform along this 
line. Define the word “warrant.” What does it mean as 
applied to standard goods to-day, on edge tools? To be free 
about all it carries with it. However, 
manufacturers and jobbers have enlarged and will 
allow an article returned that proves too soft. Again there 
are a few that will warrant against breaking. We buy two 
classes only, the one with the strongest warrant we can obtain 
and the other some standard make, as all axes returned to us 
are taken back regardless of their condition. For the other 
line we say emphatically there is no recourse. With these 
statements we have no axe troubles. 


than any other. 


from flaws, that is 


some 


STOVES. 

Here we must confess that we confront a proposition that 
taxes the dealer to his utmost. At this time when so many 
people are changing from wood to coal we find even greater 
difficulty in satisfying. About the first question the average 
customer from the country, and not a few town people, ask 
is, “Do you guarantee your stoves to give satisfaction?” I 
say no quicker than skat, and as one would expect from such 
an answer the rejoinder comes, “Well, I don’t want a stove 
that you are afraid to guarantee to give satisfaction.” Then I 
must explain why I take this position. A stove has no draft— 
strange how many people have not learned this—and that the 
customer must have a flue sufficiently tall and large and not 
surrounded by trees, for a coal stove requires a larger flue 
With conditions favorable we say our 
In the event 


than one for wood. 
stoves will do just what they were made to do. 
they do not come up to customers’ expectations we impress 
upon them that in no case will we recognize the return of the 
stove we have a chance to examine the conditions 
under which the stove is placed. Don’t get so anxious to sell 
that you will make some foolish guaranty simply because 
some dealer new to the business hag done so. If a customer 
is afraid to take part of the responsibility then let the trade 
We frequently save money in not selling to some 


before 


pass. 
people. 


JOBBERS SELLING TO OUTSIDE PARTIES COMPELLED TO USE DRASTIC 
MEASURES. 


We to-day are finding much fault with our jobbers for 
going outside of the regular trade and seeking business. We 
were confronted with this very sort of business and we felt 
compelled to use rather drastic measures. We enlisted the 
co-operation of our competitor and simply refused to buy 
goods of them. For two months did their salesman call and 
as many times did we send him away empty handed, inform- 
ing him of the cause of our refusal to buy. After some corre- 
spondence and a personal interview with a member of the 
firm we were enabled to arrive at a more satisfactory under- 
standing, and to-day our business relations are fairly satis- 
factory. Perhaps some one is wondering what we would 
have done had we been unable to adjust this matter. My an- 
swer is we would have called upon the trade abuse committee 
of this association. While we are able to adjust matters 
largely along our own way of thinking, yet this question is 
no exception to the rule that there are two sides to most all 
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issues. Consider how many dealers to-day buy direct from 
the manufacturers and from firms whose chief business is to 
supply racket houses. When a jobber feels his business 
slipping away from him he naturally looks about for new 
customers. I would recommend that we remain loyal to the 
jobbers, but see to it that they are loyal to us. When they 
are not, go tell of their faults and I am of the opinion that 
you will find them in-most cases, if not all, ready to meet us 
half way. 

A paper was read by Frederick Neudorff of St. Joseph on 


FORMING AN INSURANCE SOCIETY. 


A PRACTICAL SUGGESTION. 


Living in the great state where people have to be shown, 
and where they won't act unless they are shown, I realized 
at the beginning of my service as secretary of your associa- 
tion, that something practical, something beneficial must be 
presented to them to insure membership and loyalty to our 
association; that silent forces working to their betterment 
would not call out the loyalty needful to assure membership 
but that it must be real, tangible, open to sound, taste and 
smell. 

This is an absolutely true statement that applies to the 
people of our great commonwealth, “they are of conserva- 
tives the most conservative.” 

Having had some experience with mutual insurance 
matters, I began the investigation of the feasibility of organ- 
izing one for the benefit of the members of our State 
Association, to this end I secured the service of an able at- 
torney, over ten months ago, and upon his report to me for- 
mulated and sent to every retail hardware man in the state, 
the following letter: 


INSURANCE CIRCULAR NO. I, 


Retail Hardware Dealers’ Mutual Insurance means that 
you receive in return what you give in exchange for protec- 
tion—it means at actual cost. You pay the regular rate, but 
a policy in this mutual company (it will be your company 
as much as any other policy holder) insures you a return 
premium, making your insurance cost very much less than 
the regular rate. No high salaries, no extraordinary ex- 
penses, but absolute protection for the hardware dealer, and 
the hardware dealer gets the profits and benefits of decreased 
expense. 

It is an absolutely safe investment; it is hardware insur- 
ance pure and simple, only. Being hardware insurance, its 
risks will be well scattered. Hardware stores are rarely 
in close proximity to each other, and you will be called upon 
to pay no outside losses. This is a factor of safety to every 
policy holder, lessening the chance of loss, and thereby re- 
ducing to them the cost of insurance. 

Look at the Minnesota Retail Hardware Dealers’ Insur- 
ance Co. See what it has saved to its policy holders in 
premiums. Will you join a retail hardware dealers’ insurance 
company, controlled and managed absolutely by the retail 
hardware dealers for their own protection and saving? 

If you are interested to the extent of saving yourself 
money and at the same time uniting the hardware men of 
the state and the nation, kindly detach following blank and 
mail to the secretary, Frederick Neudorff, St. Joseph, Mo. 

How much insurance do you carry? 
What is the Board rate on your risk? 
When does your insurance expire? 

What is your opinion of this matter? 


RESPONSES. 


The responses to this circular were far more numerous 
than the applications for membership and the accompanying 
letters of inquiry proved to me that here was a practical 
means of doing our membership good and that it would solve 
the membership question for our Association. There was one 
prominent feature connected with all these replies, and that 
was the answer and query, “Think it a good thing”—“if safe.” 
The query is the nub of the whole question, and to that point 
as well as to its practicability I shall devote this message: 
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SAFETY OF MISSOURI INSURANCE, 


All insurance of whatever nature is under the direct imme- 
diate supervision of the state’s able insurance commissioner, 
who acts entirely under the able and stringent insurance laws 
of the state. 

Fhe wisdom of these laws is evident when I say to you 
that they afford the simplest means to establish such an asso- 
ciation as we need, but are severely stringent in requiring 
absolute honesty in the conduct of the business. 


SALIENT FEATURES. 

I will point out the most salient features, which should 
engage your attention: 

1st. All town mutual insurance companies must be or- 
ganized for the sole purpose of mutuality, insuring property 
of members, and are exempt from all laws governing other 
insurance companies, except that they must— 

2nd. The company must furnish blanks after notice of 
loss, and, 

3rd. The penalty of waiving this requirement of such 
proof of loss, if blanks are not furnished. 

4th. The company must file with Secretary of State 
copy of constitution and by-laws and the payment. of. $10.00, 
and receive authorization to.issue policies. 

sth. The secretary,.manager or any other officer han- 
dling funds must each give bond in the sum of $10,000 for 
faithful performance of duty. Bond to be approved by the 
superintendent of insurance. 

6th. The superintendent of insurance can require addi- 
tional bond as he may deem‘ necessary for the protection of 
members. 

gth. Failure to do so within thirty days of demand 
revokes authority to do: business and charter, and superin- 
tendent of insurance closes up business of company. 

8th. The company may deposit with. state -superintend- 
ent valid ‘securities to an amount not less than $5,000, and 
are held as an asset of the company. 

gth. The ‘Secretary~ of ‘State . will issue certificate to 
company to do btisiness-when bona fide contracts for insur- 
ance aggregate $1,000°in premiums. ' 

10th. The company may accept all cash or part cash and 
part note for all premiums. 

11th. At the expiration of each policy all profits must 
be returned to the policy-holder in cash or applied on new 
insurance, as holder may elect, less a proportional sum not 
less than 2 per cent nor more than 10 per cent of the gross 
premiums received in cash as a reserve fund. This fund 
shall not at any time exceed an amount equal to one and one- 
fourth per cent of all the insurance carried by the company, 
and shall not be touched except to pay losses when there are 
no other funds. 

12th. Each policy-holder is a member and the com- 
pany controlled by a board of directors elected annually by 
majority vote, personally or by proxy from among them, 
consisting of not more than 13 nor less than 7; notice of 
annual meeting shall be mailed to each member or stamped 
upon policy. 

13th. The directors select from among their members 
a president, vice-president, secretary and treasurer, and can 
select such help as may be required to properly carry on 
the business. 

14th. No member can be held liable for any debt of the 
company. 

15th. Any member may sue the company the same as if 
he were not a member thereof. 

16th. Failure to satisfy any judgment revokes charter 
60 days after execution is issued on an unsatisfied judgment. 

17th. No member can be connected with more than one 
company acting under charter granted by the state in an 
official capacity. 

18th. The board of directors must have affairs of com- 
pany examined annually the 31st day of December of each 
year by one or more policy-holders. Said report must be 
sworn to and filed with superintendent of insurance and pay 
a fee of $5.00. 

19th. Failure to make report, subjects director to fine— 
paid to county treasurer for benefit of school fund. 
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20th. Superintendent of insurance shall examine com- 
pany once each year, or as often as in his discretion he deems 
best; said examination shall not exceed $5.00 per day for time 
actually expended and actual traveling and hotel expenses, 
said total not to exceed $50.00. 


ESSENCE OF MISSOURI LAWS. 


The foregoing I believe covers in detail the essence of the 
laws of Missouri concerning such an organization as we are 
desirous of establishing. From the replies received to the 
circular sent out last spring I made the following deduction: 
The average premium on hardware stocks is $23.65 per thou- 
sand; on buildings used for hardware stores, $22.55 per thou- 
sand—so that if we have fifty members who will take an 
average of $2,000 in our company, we can commence busi- 
ness. 

The conclusions I have extracted from the report of the 
Minnesota Association at the conclusion of its first year of 
business (which you will readily agree with me are the hard- 
est that confront a new organization) are as follows: 
Income— 


PON aids Riess Ciba abe eaet eek $8,390.91 
~ Disbursements— 
ae ee: Sraee tS asi awk $1,204.14 
as cis does eh ce ES 1,724.06 
Dame oes Bee Sih es A cd. Jiss 31.00 
Printing and other expense.......... 441.55 
$3,490.75 


Total disbursements ............ 3,490.75 


Excess income over disbursements. . .$4,900.16 
Assets, therefore .............00. 4,900.16 


THE METHOD FAVORED BY MR. NEUDORFF. 


Fire risks written during 1900, $337,950. Upon this show- 
ing a dividend of 25 per cent was paid to each policy-holder 
and 10 per cent placed in a surplus fund, practically saving 
policy-holders 35 per cent the first year. 

My suggestions are strongly in favor of the establish- 
ment of a company under the following method: Elect a 
director from each of the congressional districts of the state 
outside St. Louis and one from St. Louis; this will enable 
us to comply with the laws requiring 13 directors. Have 
the secretary furnish each of these directors with station- 
ery, calling a meeting of the dealers to meet in a central 
point in his district at a stated time and have secretary 
meet with them (if-deemed necessary) to reecive applica- 
tions and to explain the matter. This will reduce the ex- 
pense to a minimum. 


LIMITATIONS OF POLICIES. 


I further suggest that policies be issued only in multiple 
of $500, no policy to exceed $2,000; that each member pay in 
cash the full board rate on all the insurance contracted for 
and ‘that he be required to give a secured; note for 5 per 
cent of the total amount contracted for. 

To explain this would say, suppose Mr. Fryer takes out 
a policy of $500; he pays the board rate and in addition 
gives his note to the association for the sum of $2,500, pay- 
ment on this note only to be made in case of losses exceeding 
funds on-hand and only in proportion as the note bears re- 
lation to the actual necessity; it is true, he may have to pay 
both the board rate and the $2,500, yet that is hardly prob- 
able, unless our experience is radically different from that of 
all other states. 

This, however, would comprise all the risks, for there is 
no further responsibility under the law. Each applicant would 
sign an application blank so thorough that any misstatement 
would vitiate his recovering under the policy, besides the 
directors in each district could, if any doubt exists, visit the 
applicant personally. 


A FORM OF AGREEMENT. 


To get at this matter practically, I have prepared a form 
of agreement to be signed by those present who desire. to get 
into this company, which is to be taken as a basis of its 
formation. When the total premiums equal the requirement 
of the state laws, it has been suggested to me by a very able 
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man that we permit the National Association to handle the 
matter of insurance, which I believe to be feasible. After 
the states get thoroughly organized and strong within them- 
selves, then consolidate and have one central management 
and reduce the expense to a minimum. 

However, I cannot say that there is at present any law 
of the federal government permitting this, and until such 
time as the laws of the state harmonize on this subject, the 
National idea will be impractical to put into effect. 

A SIMPLE PLAN. 


Continuing my investigation as to the actual result of 
mutual fire insurance, I obtained the following from ex- 
President Lewis’ report to the National Association: 

“I recommend that retail hardware insurance association 
be modeled as nearly on the plan of the Retail Lumbermen’s 
Association of Minneapolis as possible. The plan on which 
this company operates is the simplest and freest from irrita- 
ting obligations on the part of the policy-holder, and at the 
same time its statement shows security which exceeds the 
best stock companies. Its statement shows that their 
surplus is 200 per cent more than is required by all state 
laws for reinsurance reserve. The success of this company 
is finely illustrated from this statement of facts. On Janu- 
ary 16, 1902, they started a new series of policies called 
series ‘B,’ and on March 5, 1902, they had written $1,500,000 
The following actual experi- 


also 


of insurance in this new series. 
ence may serve to show why the plan is so popular: 

“Policy No. 26, for $3,000, was written March 8, 1894, 
by the Retail Lumbermen’s Insurance Association. It had 
been carried for the previous eight years in a stock company 
and had paid in that time premiums in the stock company 
to amount of $360. This policy paid premiums to the Retail 
Lumbermen’s Insurance Association in the first year, $21.60; 
second year, $21.60; third year, $21.60; fourth year, $20.70; 
fifth year, $16.20; sixth year, $16.20; seventh year, $15.76; 
eighth year, $13.56, making a total of $147.22 of premiums 
paid for a period of eight years, or $212.78 less than the pre- 
mium for the same period on the same amount of insurance 
in the stock company. 


FORMATION OF A LUMBERMEN’S INSURANCE ASSOCIATION. 


“If it is asked how it is possible for this company to do 
business at a price so far below the charges of a stock com- 
pany, I will present you with the information given me in 
answer to this same question, and this is from the secretary 
of the lumberman company, who was the originator of the 
plan and has been continuously the secretary ever since. 
He said that in the beginning, for the purpose of securing 
data upon which to found the company, he wrote letters to 
1,600 retail lumbermen, asking these three questions: 

“First. How much insurance do you carry? 

“Second. What premiums do you pay? 

“Third. What losses have you had? 

“On tabulating their replies (he was about five months 
in securing this information), he made the startling dis- 
covery that the losses by fire of those 1,600 retail lumber- 
men was just 12 per cent of the premiums they had paid 
the stock companies. When we keep in mind that in this 
Retail Lumbermen’s Mutual Insurance Company there are 
no agents’ commission to be paid, no traveling solicitors’ 
traveling expenses to be paid, no high-salaried officials to be 
paid, no big dividends on the capital stock to be paid, it then 
becomes more clear how it is possible to carry the insurance 
of a special line which is not extra hazardous and do it for a 
nominal sum, and at the same time furnish security that 
exceeds the best stock company.” 


AN EXPERIMENT OF A SEWING MACHINE COMPANY. 


I also learned thrgugh the courtesy of Mr. Ayers, one 
of its former superintendents, that the Singer Sewing Ma- 
chine Company had made the experiment of carrying the 
insurance of all of its different branches, probably 12,000 in 
number, and had saved probably $250,000 by so doing, and 
under date of January 20, 1903, Mr. Mathews, secretary of 
the Retail Hardware Dealers’ Insurance Company, of Minne- 
sota, writes me that the losses and expenses since starting 
have been less than 50 per cent of premiums received. I have 
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also prepared a form of constitution and by-laws, using the 
Minnesota company’s form as a basis plan and complying 
with the laws of our state, which is annexed to this report. 

The convention adjourned at 12:05 p. m. to meet at 1:30 
p.m. 

THURSDAY AFTERNOON SESSION. 

The Thursday afternoon session was called to order at 
1:45 p. m. 

F. N. Neudorff of St. Joseph moved that the association 
protest against any amendment to the lien law which would 
have a tendency to weaken its effectiveness. 

F. A. Kansteiner of St. Louis, in speaking on this ques- 
tion, said that the lien law which is now on the statutes is 
some protection to the dealer and should not be changed. 
The motion was carried. 

F. N. Neudorff of St. Joseph said, in regard to the 
question originated yesterday by J. W. Poland concerning 
stove warrants: “I will state that we are having a sign made 
reading, ‘We warrant stoves sold by us to operate perfectly 
under proper conditions. We do not warrant flues or opera- 
tors.’ These signs will be provided to dealers at a small fig- 
ure.” 

E. L. Wachter, St. Louis, was on the program for a 
paper on “Clean Advertising,” and, as his points on this sub- 
ject were covered by an editorial in Tot AMERICAN ARTISAN 


of Oct. 25, 1902, this was read by Secretary Neudorff as fol- 
lows: 
CLEAN ADVERTISING. 
A GERMAN DEFINITION OF UNFAIR COMPETITION. 


Consul Warner at Leipzig informs the State Department 
that the term “unfair competition” is held in Germany to 
cover all methods that tend to injure a competitor. The law 
strikes at the evil of fraudulent advertising, false declarations. 
of methods of production and source of supply and reasons 
for selling, and especially against false statements of costing 
and selling price of goods. Any business man may sue his 
opponent who does these things, and the penalty is a fine 
and for the second offense imprisonment. Mr. Warner says 
that the law has been pronounced very beneficial by the Berlin 
business man and it is being enforced with great strictness. 

SOME DEPARTMENT STORE ADVERTISING STATEMENTS. 

Why could not a few laws along these lines be enacted by 
some of our state legislatures? I picked up the first Chicago 
daily that came to hand and found the following statements 
in some of the advertisements: 

(A) “Flannelettes, thirty-six inches wide, very desir- 
able patterns for ladies’ wrappers, regular 15-cent quality, at, 
per yard, 8% cents.” 

(B) “Fine gold fillings half the usual rates.” 

(C) “Dress suits ‘for a whirl with your girl,’ $30. 
Just like the tailor’s $65 all silk lined ones.” 

CATALOGUE HOUSE ADVERTISING. 

In glancing over a catalogue sent out by a local mail 
order house, I picked out three statements at random: 

(D) “Look out for your hardware merchant on locks, 
door knobs, hinges, latches, sash fixtures, etc. These are big 
profit goods with retail dealers. We can save you 25 to 50 
per cent on everything in this line, and no matter how little 
you wish to buy, you will save enough to well pay you for 
sending to Chicago for the goods. Freight rates on hard- 
ware and building materjal are low and will amount to next 
to nothing compared with what you will save in price.” 

(E) “Out of nearly 15,000 of these saws sold, but one 
has been returned to us and that showed plainly that it had 
been abused. No other saw has ever claimed such a good 
record.” 

(F) “$8.50 skirt for $5.95. No. 64380. In offering the 
skirt as shown in illustration at $5.95, we are giving better 
value to the purchaser in this line than any other concern 
could possibly offer. Made of genuine silk gros grain, full 
three and one-half yards wide, percaline lining and interlined 
with crinoline. Has corduroy binding, plaited back with 
buttons and cording. Our special price (postage extra, 43 
cents), $5.95.” 

(G) “Our new 1898 Model Stanhope, only $43.50, or 
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for $43.50 we build and offer our new stanhope or phaetonette 
as the equal of buggies in this style that sell everywhere at 
double our price and upwards. $43.50 is a price based on 
the actual cost of material and labor, with but our one small 
percentage of profit added.” 

NOT EXCEPTIONAL STATEMENTS. 

None of these statements differs materially from those to 
be seen in every advertisement of a department store or 
every catalogue of a mail order house. The seven statements 
reproduced herewith are all very positive and they may all be 
true. There is no reason why I should question the veracity 
of the advertisers. Suppose, however, that the Illinois legis- 
lature, a heavy percentage of whose membership is to be 
elected within a few days and whose personnel could be abso- 
lutely determined by the co-operation of the retail merchants 
of the state, should pass a law patterning after the German 
law, then: 

WERE THEY IDENTICAL? 

(A) The department store’ would have to prove that 
their 8% cent flannelettes were identical with those commonly 
sold by the trade at 15 cents. This might be easy for them. 
Then again it might not be. 

WHAT DID THE DENTIST CHARGE FOR HIS WORK? 

(B) An advertising dentist may do fine gold filling at 
half the usual rates, but there is a chance that a person could 
get prices on a gold filling job ranging from $50 to $70 from 
over 100 dentists, and that this advertiser might charge him 
$50 or even $100 for the same job. 

A COMPARISON OF CLOTHING. 

(C) Perhaps a $30 “hand-me-down” dress suit is “just 
like” a tailor’s $65 silk lined suit in fit, wear and materials. If 
so, the department store making this announcement would be 
safer from prosecution under the law. 

A BROAD STATEMENT. 

(D) Turning to the catalogue house announcement I 
read in regard to locks, door knobs, hinges, latches, sash fix- 
tures, etc., that the man who receives this volume, be he a 
resident of Ozark, Ark., Grand Forks, N. D., or Celina, O., 
“can save 25 to 50 per cent on everything in this line” by 
patronizing the Chicago catalogue man. I may be mistaken, 
but it seems to me that if that German law were putting in 
twenty-four hours a day on the Illinois statute book I would 
not like to be in the shoes of the man who had to prove the 
absolute truth of this statement. 


A LEGAL POINT. 

(E) How about those saws, anyway? It is, of course, 
probably true that but one saw out of 15,000 of a certain 
special kind was returned to this catalogue house; but sup- 
pose under this proposed law twenty-five men should come 
forward and swear they returned one of this special brand of 
saws, then all I have to say is that the attorney for the mail 
order people would have to be a crackerjack to get his clients 
off. 

A HARD PLACE FOR MAIL ORDER HOUSE. 

(F) Suppose some other firm should offer the identical 
skirt at the same money, how could this mail order firm 
justify their statement? Probably they could, of course, but I 
don’t see how they would set about it. 


“ACTUAL COST FOR LABOR AND MATERIAL..” 

(C) A Chicago catalogue house offers a Stanhope for 
$43.50, a price based on the “actual cost of material and labor 
with but our one small percentage of profit added.” Of 
course, as is well known, the profits of catalogue houses are 
very small, but suppose, for sake of argument, some mean 
man should prove that the labor and material in the Stanhope 
in question cost $21.75, would not the supply men have trou- 
ble in proving that they were adding their “one small per 
cent of profit” to the actual cost? What is a small percentage 
of profit? Can 20 per cent be so considered? Well, perhaps 
it can, but I don’t think so. I don’t see where the retail 
trade would suffer from such a law as this proposed one, but 
it does look as though some catalogue houses and department 
stores would have to do a powerful lot of revision of cata- 
logues and announcements when the law went into effect. I 
am afraid, though, that it will be a long, long time before this 
German law is generally adopted in this country. 
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F. A. Kannsteiner, St. Louis, said: “I am in favor of 
clean and truthful advertising and would move that we re- 
quest Senator Voorhees to draw up a bill in favor of clean 
advertising in this state.” 

The motion was carried. 

The association went into secret session at 2:25 p. m. and 
listened to an address by President H. G. Cormick of the 
National Retail Hardware Dealers’ Association. 

This was followed by a general discussion on the subject 
of insurance. 

When the subject of officers for the ensuing year was 
taken up and Taylor Frier of Louisiana was then re-elected 
president. 

On being called on for a speech Mr. Frier said: “Gentle- 
men of the association, this is an unexpected honor. I had 
hoped that some one else would be selected for this honor. 
Those present at the last meeting remember what I said in 
regard to the outlook before us and I feel that we have not 
accomplished all we should. I am willing to give my time 
and my efforts to the association, but feel that failure will 
result without the co-operation of members. Next year we 
must come here with double our present numbers. Conse- 
quently all of you should make yourselves a general commit- 
tee of one to get new members. To have success crown our 
efforts the members must put their shoulders to the wheel.” 

E. L. Wachter of St. Louis and Wm. A. Hahn of St. 
Louis were placed in nomination for vice president. J. G. 
Weber and John F. Bannon acted as tellers. Mr. Wachter 
was elected by a vote of 22 to 5. 

The next election was that of a member of the executive 
committee in place of F. H. Mayer of Macon, whose term 
expired. W. J. Shoop of Richmond and J. G. Weber of 
Clayton were placed in nomination. Mr. Weber being one of 
the tellers, Mr. Gruendler of St. Louis temporarily took his 
place. Mr. Shoop was elected by a vote of 22 to 7. 

The committee on resolutions then delivered their report 
as follows: 


THANKS TO ST. LOUIS MEMBERS 


Whereas, our St. Louis brethren of the trade have again 
so hospitably and kindly offered us entertainment and numer- 
ous coutesies of every kind, therefore be it 

Resolved, that we find words but a feeble method of 
expressing the feelings of our membership responding to this 
kindness and assure them that in our hearts we feel the 
gratitude due them. 


NATIONAL WORK ENDORSED. 
Resolved, that we approve of the work of the National 
Retail Hardware Dealers’ Association and are pleased to have 
Mr. Cormick, the national president, with us. 


THANKS TO OFFICERS. 
Resolved, that we tender our thanks as a measure of 
appreciation of the unselfish labor of our state officers. 


THANKS TO JOBBERS AND PRESS. 

Resolved, that we tender our thanks to the trade press, 
the local press and the representatives of the jobbing and 
manufacturing interests of St. Louis for their interest and aid 
in our efforts. 

THANKS TO MERCANTILE CLUB MANAGEMENT. 

Resolved, that we tender our thanks to the Mercantile 
Club management for the courtesies extended in the use of 
their rooms. 

The president then announced the following committees: 

Trade Abuses—O. W. Johnston, Macon; H. C. Bruner, 
Kansas City, and G. A. Pauley, St. Louis. 

Finance—J. G. Weber, Clayton; J. C. Steinmeyer, St. 
Louis, and Mr. Phillips of the Bethany Hardware Company, 
Bethany. 

It was moved and second that the next meeting place of 
the association be held at St. Louis. 

The meeting adjourned at 3:23 p. m. 

The following firms were represented: 

Frier-Jacquin Hdw. Co., Louisiana, Mo. 

Poland & Crouch, Carrollton, Mo. 

E. A. Demeter, Macon, Mo. 

M. C. Post. Brookfield, Mo. 
































Smiley Bros., Wheeling, Mo. 
F. P. Haus, Charter Oak Stove & Range Co., Iberia, Mo. 
Boehle Hdw. Co., St. Louis, Mo. 
Wm. Poppenhausen, Washington, Mo. 
J. W. Keyes, Fredericktown, Mo. 
Cunningham & Hamel Merc. Co., DeSoto, Mo. 
G. A. Pauley Hdw. Co., St. Louis, Mo. 
F. A. Kansteiner, St. Louis, Mo. 
Gravois Hdw. Co., St. Louis, Mo. 
Wengert & Bishop, Kansas City, Mo. 
H. J. Bruner Hdw. Co., Kansas City, Mo. 
Nanerth & Quisenberry, Slater. Mo. 
O. W. Johnston, Marshall, Mo. 
R. L. Eberts, Plattsburg, Mo. 
Geo. Jamison, Gower, Mo. 
H. A. Clark, Thayer, Mo. 
J. B. Elliot, Center, Mo. 
A. H. Greundler, St. Louis, Mo. 
Steinmeier Hdw. Co., St. Louis, Mo. 
D. C. Russell & Son, Troy, Mo. 
Mize Hdw. Co., Independence, Mo. 
R. D. Carken, Burlington Junction, Mo. 
J. G. Beegle, Rochester Stamping Co., Warrensburg, Mo. 
J. W. Luck, Salisbury, Mo. 
John May, St. Louis, Mo. 
K. W. Pfeffer, Bridge Beach Mfg. Co., St. Louis, Mo. 
Edw. J. Fox, Bridge Beach Mfg. Co., St. Louis, Mo. 
W. T. Shoop, Richmond, Mo. 
R. H. Meyer, St. Louis, Mo. 
Dudfield & Klepper, Lathrop, Mo. 
Farm Supply Co., Lebanon, Mo. 
Bethany Hdw. Co., Bethany, Mo. 
Aid Hdw. Co., West Plains, Mo. 
Mitchell & Scholes, Granby, Mo. 
Gallahert & Colbert, Warsaw, Mo 
Best Bros., Palmyra, Mo. 
Abell & Loomis, Meadville, Mo. 
C. M. Key, Kansas City, Mo. 
W. & W. J. Rumpel, Weston, Mo. 
Grassle Bros., Kirksville, Mo. 
W. H. Hahn Hdw. Co., St. Louis, Mo. 
F. A. Martin, Hamilton, Mo. 
W. E. Street, Seneca, Mo. 
Neudorff Hdw. Co., St. Joseph, Mo. 
Louis Herring, Blackburn, Mo. 
H. J. Dickbrader, Washington, Mo. 
Bannon, J. F., St. Louis, Mo. 
J. G. Weber & Son, St. Louis, Mo. 
Chas. Wendemuth, St. Louis, Mo. 
E. Wachter, St. Louis, Mo. 
The following camp followers were present: 
CAMP FOLLOWERS. 
George J. M. Ashby, Stoves and Hardware Reporter, St. 
Louis, Mo. 
A. G. Brauer, St. Louis, Mo. 
J. G. Beegle, Robeson Cutlery Co., Rochester, N. Y. 
Ralph Buck, Bridge & Beach Mfg. Co., St. Louis, Mo. 
J. W. Dana, Charter Oak Stove & Range Co., St. Louis, 
Mo. 
Edward J. Fox, Bridge & Beach Mfg. Co., St. Louis, Mo. 
H. B. Gordon, Norvell-Shapleigh Hdw. Co., St. Louis, 
Mo. 
G. W. Gladding, E. C. Atkins & Co., Indianapolis, Ind. 
Julius Gerock, Jr., Gerock Bros. Mfg. Co., St. Louis, Mo. 
Fred Haus, Charter Oak Stove & Range Co., St. Louis, 
Mo. 
Sidney P. Johnston, THe American ArtISsAN, Chicago. 
H. C. Hoerner, Bridge & Beach Mfg. Co., St. Louis, Mo. 
R. L. Morton, Norvell-Shapleigh Hdw. Co., St. Louis, 
Mo. 
James T. Newell, the Iron Age, St. Louis, Mo. 
Karl W. Pfeffer, Bridge Beach Mfg. Co., St. Louis, Mo. 
H. A. Spielman, Norvell-Shapleigh Hdw. Co., St. Louis, 
Mo. 
F. A. Spielman, Buck’s Stove & Range Co., St. Louis, Mo. 
F. C. Shays, American Sheet Steel Co., Chicago, III. 
Daniel Stern, THE AMERICAN ArTISAN, Chicago, III. 
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H. C. Smith, Allith Mig. Co., Chicago, IIL. 

J. W. Jacob, Charter Oak Stove & Range Co., St: Louis, ° 
Mo. 

John C. Vaughn, Meyer Bros.’ Drug Co., St. Louis, Mo. 

Peter McGiyney, Snyder & Baker Stove Works, Belle- 
ville, Ill. 

W. H. Bennett, Reading Hardware Co., Chicago 

L. Denoyer, J. L. Perkins Co., Chicago. 

W. S. Cutler, Ranney Refrigerator Co., Chicago. 
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MEETING MINNESOTA ASSOCIATION. 





Following is the program of the annual convention 
of the Minnesota Retail Hardware Dealers’ Associa- 
tion, which meets in the Masonic Temple, Minneapo- 
lis, February 26, 27 and 28: 


THURSDAY, FEBRUARY 20. 
. 


10 a. m. 
Meeting of executive committee. 
I2 a. m. 
Delegation of one hundred members, to lunch at North- 
western Furniture Exposition, St. Anthony Park. 
2 p. m. 
Roll call. 
Address of welcome, Mayor Haynes. 
Response, J. F. McGuire. 
Remarks, President Tomlinson. 
Announcement of committees. 
Nominating committee. 
Paper, “Trade Abuses,” E. Houghtaling, Fairmont. 
Election of officers. 
Secretary’s report. 
Treasurer’s report. 
Voluntary remarks by members 
Adjournment. 
8 p. m. 
Social evening at Commercial Club. 


FRIDAY, FEBRUARY 27. 
9 a. m. 
Retail Hardware Insurance Company meeting of policy- 
holders. 
Remarks on Insurance, President Ladner. 
Election of officers. 
Intermission, 20 minutes. Payment of dues. 
Address, “Benefits of Affiliation with National Hardware 
Association,” National Secretary Corey. 
New -business. 
Paper, “Shopkeeper vs. Merchant,” H. L. Chaffee. 
I2 m. 
Delegation of one hundred members to lunch at North- 
western Furniture Exposition, St. Anthony Park 
2D. m. 
Open meeting. 
Paper, “Relation of the Jobber to the Retailer,” 
How, Duluth. 
Address, “Insurance,” Hon:-Elmer H. Dearth, State In- 
surance Commissioner. 
Paper, “Retail Merchant as an Educator,” C. 
Austin. 
Report of committees. 
Paper, “Retailers’ Advertising,” W. E. Davis, of 
ware Trade.” 
Opening of question box, discussion of contents. 
Adjournment. 


W. B. 


D. Decker, 


“Hard- 


9 Dp. m. 


Lyceum Theater, “The Young Wife.” All invited. 


SATURDAY, FEBRUARY 28. 


9 a. m. 
Open meeting. 
Question box. 
Remarks by jobbers and manufacturers. 
Members of the press. 
Traveling men. 
Next meeting place. 
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Fifth Annual Meeting lowa Retail Hardware Dealers’ 
Association. 


WEDNESDAY AFTERNOON SESSION. 

The fifth annual convention of the lowa Retail Hardware 
Dealers’ Association convened in Redmen’s Hall, Des Moines, 
lowa, Wednesday, February 11, at.3 o'clock p. m., the meet- 
ing being called to order by W. A. Mcluntire, president. The 
report of the secretary, W. H. Keating, was then read. 

The following committees were ‘then appointed : 

Committee on Resolutions—D? S. Stouffer, Iowa City; 
Jos. J. Sobalik, Cresco; W. B. Baumgardner, Dubuque. 

Committee on: Nominations—Panl C; De Vol, Council 
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Bluffs; L. H. Kurtz, Des Moines; J. F. Doty, West Liberty; 
I. R. Taegge, Cedar Rapids; F. P. Marvin, Grinnell. 

Committee on Question Box—F. N. G. Hoy, Iowa Falls; 
H. C. Chapin, Union; C. F. Schmidt, Marshalltown; F. W. 
Ritter, Hedrick. 

After payment of dues and an informal social session the 
meeting adjourned. 

THURSDAY MORNING SESSION. 

The president, after calling the Thursday morning session 
to order, called C. S. Schmidt of Marshalltown to the chair 
while he delivered his annual address, as follows: — 


PRESIDENT McINTIRE’S ADDRESS. 











MORE SPIRIT OF ENTHUSIASM. 

After having’ been buffeted from place to place last year 

to hold our annual meeting, by conditions over which we had 
no control, we are again assembled with our organization 
intact, and I believe with more spirit of enthusiasm than ever 





before. Men are progressive. The age is progressive and 
when we find ourselves in the midst of energy and push, we 
are carried along with the wave, and so it is with a dealer 
when he mingles with others of his kind. I am told the Ger- 
man farmers in the Fatherland build their homes in small 
villages, and till the land for quite a distance around them, 
that they and their families may have the advantages of fra- 
ternity, and better social relations; that they may have the 
benefit of an interchange of ideas in relation to their daily 
occupations. 
ADVISES GETTING TOGETHER. 

The jobbers in hardware meet four times,a year. Every 
jobber in the state attends these meetings regularly. We 
don’t know exactly what their. proceedings are, as they, usually 
meet in executive session, but from all indications their 
business is very prosperous. The stove manufacturers meet 
the first of each month, and the stereotyped printed postal 
card comes to our offices upon the adjournment of each 
meeting, which speaks plainly of their prosperity, and so it is 
all along the line. In street parlance, “You are not in it” 
unless you put your heads together. 

AGAINST THE PARCELS POST BILL. 

We have been beset with infringements on all sides. 
The stove peddler followed his vocation clandestinely and 
secured a portion of the trade. The department store ille- 
gitimately advertises his stock of goods by selecting some 
article of hardware on which there is a fair profit, marks 
it down to cost or below, places it in his show window, and 
says to his customers, the hardware dealer has been robbing 
you. A very nice“web he has woven to catch the unsuspect- 
ing, and he catches them. The catalogue houses seem to be 
thriving, and there is another large chunk of your trade 
gone. The.Parcels Post Bill now pending before Congress, 
I believe, is being promoted by catalogue houses and depart- 
ment stores to furmigh cheap transportation for their goods. 
If this bill becomes#™# law, with rural free delivery of the 
mails, their goods can and will be sent broadcast all over 
this country. . Before - we adjourn this convention, a protest 
from this body should be sent our ‘representatives in Con- 
gress against the passage of this bill. 

IS NOT A PESSIMIST. 

Now, don’t mistake all this for a wail. 1 am not a pessi 
mist. I do not believe in sitting down and grumbling, while 
the other fellow laughs and sélls.the goods. I believe in an 
energetic, active, united movement against the infringers and 
enemies to our business. I believe that success in business 
depends upon the’ man more than on the location and all 
else. I believe that energy and devotion to business’ bring 
success in any line. ‘The old method of indifferently waiting 
for trade to come to you is as antiquated as the age in which 
it existed. 

LIVE TO-DAY. 4 

This does not relegate the old man in? business unless 
he clings tenaciously ‘to the times and metldits of his boy- 
hood days. He must live in the present apd not in the past. 
He must take observations from the younger man in busi- 
ness. He must keep abreast of the times. If the manner of 
doing business to-day does not suit him, he would better 
retire. 

BENEFITS OF ORGANIZATION. 

The Retail Hardware Dealers’ Association educates us 
along these lines. These meetings have accomplished much 
good, not only in the way of pecuniary profits, but largely 
in our social relations. The jobbers in lowa say they are 
not selling the department stores. The stove peddler has 
had his day, and we seldom hear of him any more. Many 
manufacturers of standard goods now prefer to sell .to the 
retail dealer rather than the catalogue houses. This has all 
been brought about: by organization. 
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Smiley Bros., Wheeling, Mo. 
F. P. Haus, Charter Oak Stove & Range Co., Iberia, Mo. 
Boehle Hdw. Co., St. Louis, Mo. 
Wm. Poppenhausen, Washington, Mo. 
J. W. Keyes, Fredericktown, Mo. 
Cunningham & Hamel Merc. Co., DeSoto, Mo. 
G. A. Pauley Hdw. Co., St. Louis, Mo. 
F. A. Kansteiner, St. Louis, Mo. 
Gravois Hdw. Co., St. Louis, Mo. 
Wengert & Bishop, Kansas City, Mo. 
H. J. Bruner Hdw. Co., Kansas City, Mo. 
Nanerth & Quisenberry, Slater. Mo. 
O. W. Johnston, Marshall, Mo. 
R. L. Eberts, Plattsburg, Mo. 
Geo. Jamison, Gower, Mo. 
H. A. Clark, Thayer, Mo. 
J. B. Elliot, Center, Mo. 
A. H. Greundler, St. Louis, Mo. 
Steinmeier Hdw. Co., St. Louis, Mo. 
D. C. Russell & Son, Troy, Mo. 
Mize Hdw. Co., Independence, Mo. 
R. D. Carken, Burlington Junction, Mo. 
J. G. Beegle, Rochester Stamping Co., Warrensburg, Mo. 
J. W. Luck, Salisbury, Mo. 
John May, St. Louis, Mo. 
K. W. Pfeffer, Bridge Beach Mfg. Co., St. Louis, Mo. 
Edw. J. Fox, Bridge Beach Mfg. Co., St. Louis, Mo. 
W. T. Shoop, Richmond, Mo. 
R. H. Meyer, St. Louis, Mo. 
Dudfield & Klepper, Lathrop, Mo. 
Farm Supply Co., Lebanon, Mo. 
Bethany Hdw. Co., Bethany, Mo. 
Aid Hdw. Co., West Plains, Mo. 
Mitchell & Scholes, Granby, Mo. 
Gallahert & Colbert, Warsaw, Mo. 
Best Bros., Palmyra, Mo. 
Abell & Loomis, Meadville, Mo. 
C. M. Key, Kansas City, Mo. 
W. & W. J. Rumpel, Weston, Mo. 
Grassle Bros., Kirksville, Mo. 
W. H. Hahn Hdw. Co., St. Louis, Mo. 
F. A. Martin, Hamilton, Mo. 
W. E. Street, Seneca, Mo. 
Neudorff Hdw. Co., St. Joseph, Mo. 
Louis Herring, Blackburn, Mo. 
H. J. Dickbrader, Washington, Mo. 
Bannon, J. F., St. Louis, Mo. 
J. G. Weber & Son, St. Louis, Mo. 
Chas. Wendemuth, St. Louis, Mo. 
E. Wachter, St. Louis, Mo. 
The following camp followers were present: 
CAMP FOLLOWERS. 
George J. M. Ashby, Stoves and Hardware Reporter, St. 
Louis, Mo. 
A. G. Brauer, St. Louis, Mo. 
J. G. Beegle, Robeson Cutlery Co., Rochester, N. Y. 
Ralph Buck, Bridge & Beach Mfg. Co., St. Louis, Mo. 
J. W. Dana, Charter Oak Stove & Range Co., St. Louis, 
Mo. 
Edward J. Fox, Bridge & Beach Mfg. Co., St. Louis, Mo. 
H. B. Gordon, Norvell-Shapleigh Hdw. Co., St. Louis, 
Mo. 
G. W. Gladding, E. C. Atkins & Co., Indianapolis, Ind. 
Julius Gerock, Jr., Gerock Bros. Mfg. Co., St. Louis, Mo. 
Fred Haus, Charter Oak Stove & Range Co., St. Louis, 
Mo. 
Sidney P. Johnston, THe AmerIcAN ARTISAN, Chicago. 
H. C. Hoerner, Bridge & Beach Mfg. Co., St. Louis, Mo. 
R. L. Morton, Norvell-Shapleigh Hdw. Co., St. Louis, 
Mo. 
James T. Newell, the Iron Age, St. Louis, Mo. 
Karl W. Pfeffer, Bridge Beach Mfg. Co., St. Louis, Mo. 
H. A. Spielman, Norvell-Shapleigh Hdw. Co., St. Louis, 
Mo. 
F. A. Spielman, Buck’s Stove & Range Co., St. Louis, Mo. 
F. C. Shays, American Sheet Steel Co., Chicago, III. 
Daniel Stern, THe AMERICAN ArTISAN, Chicago, III. 


H. C. Smith, Allith Mig. Co., Chicago, IIL 

J. W. Jacob, Charter Oak Stove & Range Co., St: Louis, 
Mo. 

John C. Vaughn, Meyer Bros.’ Drug Co., St. Louis, Mo. 

Peter McGivney, Snyder & Baker Stove Works, Belle- 
ville, Ill. 

W. H. Bennett, Reading Hardware Co., Chicago. 

L. Denoyer, J. L. Perkins Co., Chicago. 

W. S. Cutler, Ranney Refrigerator Co., Chicago. 
oe 


MEETING MINNESOTA ASSOCIATION. 








Following is the program of the annual convention 
of the Minnesota Retail Hardware Dealers’ Associa- 
tion, which meets in the Masonic Temple, Minneapo- 
lis, February 26, 27 and 28: 

THURSDAY, FEBRUARY 206. 

10 a. m. 
Meeting of executive committee. 

I2 a. m. 
Delegation of one hundred members, to lunch at North- 

western Furniture Exposition, St. Anthony Park. 

2p. m. 
Roll call. 
Address of welcome, Mayor Haynes. 
Response, J. F. McGuire. 
Remarks, President Tomlinson. 
Announcement of committees. 
Nominating committee. 
Paper, “Trade Abuses,” E. 
Election of officers. 
Secretary’s report. 
Treasurer’s report. 
Voluntary remarks by members 
Adjournment. 


Houghtaling, Fairmont. 


8 p. m. 
Social evening at Commercial Club. 


FRIDAY, FEBRUARY 27. 
9 a. Mm. 
Retail Hardware Insurance Company meeting of policy- 
holders. 
Remarks on Insurance, President Ladner. 
Election of officers. 
Intermission, 20 minutes. Payment of dues. 
Address, “Benefits of Affiliation with National Hardware 
Association,” National Secretary Corey. 
New business. 
Paper, “Shopkeeper vs. Merchant,” H. L. Chaffee. 
I2 m. 
Delegation of one hundred members to lunch at North- 
western Furniture Exposition, St. Anthony Park 
2D. m. 
Open meeting. 
Paper, “Relation of the Jobber to the Retailer,” 
How, Duluth. 
Address, “Insurance,” Hon:-Elmer H. Dearth, State In- 
surance Commissioner. 
Paper, “Retail Merchant as an Educator,” C. D. Decker, 
Austin. 
Report of committees. 
Paper, “Retailers’ Advertising,’ W. E. Davis, of “Hard- 
ware Trade.” 
Opening of question box, discussion of contents. 
Adjournment. 


W. B. 


9 Dp. m. 


Lyceum Theater, “The Young Wife.” All invited. 


SATURDAY, FEBRUARY 28 
9 a. m. 
Open meeting. 
Question box. 
Remarks by jobbers and manufacturers. 
Members of the press. 
Traveling men. 
Next meeting place. 








THE AMERICAN’ ARTISAN AND HARDWARE ‘RECORD 71 


Fifth Annual Meeting lowa Retail Hardware Dealers’ 
Association. 


WEDNESDAY AFTERNOON SESSION. 

The fifth annual convention of the Iowa Retail Hardware 
Dealers’ Association convened in Redmen’s Hall, Des Moines, 
Iowa, Wednesday, February 11, at.3 o’clock p. m., the meet- 
ing being called to order by W. A. McIntire, president. The 
report of the secretary, W. H. Keating, was then read. 

The following committees were ‘then appointed: 
Committee on Resolutions—D? S. Stouffer, Iowa City; 
J. Sobalik, Cresco; W. B. Baumgardner, Dubuque. 
Committee on» Nominations—Panl C; De Vol, Council 
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Bluffs; L. H. Kurtz, Des Moines; J. F. Doty, West Liberty; 
I. R. Taegge, Cedar Rapids; F. P. Marvin, Grinnell. 

Committee on Question Box—F. N. G. Hoy, Iowa Falls; 
H. C. Chapin, Union; C. F. Schmidt, Marshalltown; F. W. 
Ritter, Hedrick. 

After payment of dues and an informal social session the 
meeting adjourned. 

THURSDAY MORNING SESSION. 

The president, after calling the Thursday morning session 
to order, called C. S. Schmidt of Marshalltown to the chair 
while he delivered his annual address, as follows: — 


PRESIDENT McINTIRE’S ADDRESS. 





MORE SPIRIT OF ENTHUSIASM. 

After having: been buffeted from place to place last year 

to hold our annual meeting, by conditions over which we had 
no control, we are again assembled with our organization 
intact, and I believe with more spirit of enthusiasm than ever 


before. Men are progressive. The age is progressive and 
when we find ourselves in the midst of energy and push, we 
are carried along with the wave, and so it is with a dealer 
when he mingles with others of his kind. I am told the Ger- 
man farmers in the Fatherland build their homes in small 
villages, and till the land for quite a distance around them, 
that they and their families may have the advantages of fra- 
ternity, and better social relations; that they may have the 
benefit of an interchange of ideas in relation to their daily 
occupations. 
ADVISES GETTING TOGETHER. 

The jobbers in hardware meet four times,a year. 
jobber in the state attends these meetings regularly. We 
don’t know exactly what their. proceedings are, as they. usually 
meet in executive session, but from all indications their 
business is very prosperous. The stove manufacturers meet 
the first of each month, and the stereotyped printed postal 
card comes to our offices upon the adjournment of each 
meeting, which speaks plainly of their prosperity, and so it is 
all along the line. In street parlance, “You are not in it” 
unless you put your heads together. 

AGAINST THE PARCELS POST BILL. 

We have been beset with infringements on all sides. 
The stove peddler followed his vocation clandestinely and 
secured a portion of the trade. The department store ille- 
gitimately advertises his stock of goods by selecting some 
article of hardware on which there is a fair profit, marks 
it down to cost or below, places it in his show window, and 
says to his customers, the hardware dealer has been robbing 
you. A very nice“web he has woven to catch the unsuspect- 
ing, and he catches them. The catalogue houses seem to be 
thriving, and there is another large chunk of your trade 
gone. The.Parcels Post Bill now pending before Congress, 
I believe, is being promoted by catalogue houses and depart- 
ment stores to furnish cheap transportation for their goods. 
If this bill becomes*@ law, with rural free delivery of the 
mails, their goods can and will be sent broadcast all over 
this country. . Before we adjourn this convention, a protest 
from this body should be sent our ‘representatives in Con- 
gress against the passage of this bill. 

IS NOT A PESSIMIST. 

Now, don’t mistake all this for a wail. 1 am not a pessi 
mist. I do not believe in sitting down and grumbling, while 
the other fellow laughs and sélls.the goods. I believe in an 
energetic, active, united movement against the infringers and 
enemies to our business. I believe that success in business 
depends upon the’ man more than on the location and all 
else. I believe that energy and devotion to business’ bring 
success in any line, ‘The old method of indifferently waiting 
for trade to come to you is as antiquated as the age in which 
it existed. 


Every 


LIVE TO-DAY. y 

This does not relegate the old man in’ business unless 
he clings tenaciously to the times and. methdds of his boy- 
hood days. He must live in the present apd not in the past. 
He must take observations from the younger man in busi- 
ness. He must keep abreast of the times. If the manner of 
doing business to-day does not suit him, he would better 
retire. 

BENEFITS OF ORGANIZATION. 

The Retail Hardware Dealers’ Association educates us 
along these lines. These meetings have accomplished much 
good, not only in the way of pecuniary profits, but largely 
in our social relations. The jobbers in lowa say they are 
not selling the department stores. The stove peddler has 
had his day, and we seldom hear of him any more. Many 
manufacturers of standard goods now prefer to sell.to the 
retail dealer rather than the catalogue houses. This has all 
been brought about by organization. 
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NON-MEMBERS ARE SELFISH. 

Of course the dealer who has neither contributed time nor 
money to further the ends of our organization has shared 
the benefits with us. Now, if his conscience is easy, and he 
can sit down at night and count his gain at our expense, we 
certainly can be generous enough to cheerfully accord him that 
privilege, although we deplore his selfishness. 

HAS A FRATERNAL FEELING. 

As to our social relations, the right hand- 
shaking is an evidence to me that it is good to be here. It is 
a pleasure to me to know personally and intimately my 
fellow dealers—Lindenberg of Dubuque, Stahl of Earlville, 
Swain of Council Bluffs, and so on throughout the state. I 
no longer feel that I am selfishly plying my vocation in Ot- 
tumwa, but that I am one of the fraternity, not even bounded 
by the state, but of national significance. 


welcome 


BELIEVES IN FAIR COMPETITION. 

We believe in honest, legitimate competition. It is the 
life of trade, and a protection to the purchaser. On the 
other hand, we protest against trust organizations, because 
they completely eliminate all competition. But what is some- 
times termed competition has another name—destruction. A 
fair competitor is one who follows broad business principles 
and sells his goods at living profits. A good salesman does 
not have to cut prices to sell goods, but in anticipation of 
trade he will look after many little details about a store that 
will contribute to these ends. 

SALESMEN MUST BE COURTEOUS AND HONEST. 

This may all be summed up in a few words. Make your 
store attractive, which should include the personnel of the 
salesmen. Goods must be placed in order on the shelves. 
Show windows must be tasty and attractive, and must be 
The salesman must be courteous, always ap- 
when he comes in the store, but still 


changed often 
proaching a customer 





President 8. RK. Miles, Mason City. 


greater than all, and above all other considerations, he must 
be honest with his customers. He may misrepresent and 
deceive for a time, but in the end he will be deceived. It is 
an evidence of weakness in a salesman to frequently refer 
to the inferior qualities of his competitor’s goods. You are 
thus advertising your competitor. Better by far go straight 
forward and endeavor to make a sale, as though you had no 
competitor. 

There are just a few contemptible merchants in Iowa, 
and some of them may be in the hardware business. To be 


definite, it is a dealer who, after failing to make a sale, will 
put himself out of his way to find where the purchase was 
made, and in devious ways endeavor to make the customer 
dissatisfied with his purchase. A man’s eyes are too close 
together who pursues such methods. 

CONSOLIDATION AND CENTRALIZATION. 

A word as to the future. I believe the days of the 
small dealer are numbered. The tendency of the times seems 
to be consolidation and centralization. This I regret, because 
I do not believe it will be in the interest of the masses. But 





Vice-President L. Lindenberg, Dubuque. 


the inevitable is coming, and it is certainly wisdom to pre- 
pare for it. It is prudent for us, then, to expand and en- 
large our business and keep pace with the times. Investigate. 
Put in a side line related to the hardware business and when 
it is established, put in another. Catch the spirit of the times, 
and be an active, up-to-date, moving force, and you will find 
competition will annoy you less. 
COOPERATIVE FIRE INSURANCE. 

The subject of organizing a retail hardware 
mutual fire insurance company should be considered at this 
meeting. I do not want to trespass upon my friend, Mr. 
Miles’, address, but do consider it my duty at this time 
to call special attention to this subject. The most favorable 
indication I have seen in the interest of such an association 
was at the National Retail Hardware Dealers’ Association 
at Chicago last March, when it was proposed to organize 
a national insurance company, to see how zealously and jeal- 
ously the Minnesota representatives guarded the interests of 
their state organization. They were extravagant in praise 
of their home insurance association, and were opposed to any 
action on the part of the National that might probably tres- 
pass upon their territory. 

The regular insurance companies have been advancing 
rates indiscriminately until it seems extortion to the retail 
hardware dealer. Our risks are not hazardous. In case of 
fire there nearly always remains valuable salvage, and yet the 
old insurance companies make no distinction between our 
risks and others much more hazardous. It occurs to me the 
hardware dealer has always paid exorbitant rates in com- 
parison with other risks. 

HARDWARE FIRE RISKS ARE A MORAL HAZARD. 

And here I am inclined to speak of the moral hazard. 
The class of men engaged in the hardware business rank 
high in honesty and integrity. They do not over-insure, and 
I have never heard a taint of suspicion that one had burned 


dealers’ 




















out for the profit there was in it. It is time we were taking 
the matter, at least in part, in our own hands. It is not an 
experiment. We have the example of other states with sev- 
eral years’ successful experience before us, with a saving of 
at least 50 per cent on insurance. This subject, gentlemen, 
will be introduced by Mr. Miles for further discussion, and 
I hope it will be freely discussed, and that some conclusion 
may be reached before we adjourn. 

Mr. Ward of the Commercial Exchange spoke a few 
words of welcome, when the question of “Shall We Organ- 





Ex-President W. A. McIntire, Ottumwa. 


ize the Mutual Fire Insurance Department?” was taken up. 

S. R. Miles of Mason City was thereupon introduced, 
and spoke as follows upon the subject, “Shall We Organize 
a Mutual Fire Insurance Department?” : 

TIME HAS COME FOR ACTION. 

Mr. President and Gentlemen of the Convention—When 
our secretary asked me a few weeks ago to prepare a paper 
on the subject of mutual fire insurance, I wrote him that I 
did not wish to be put on the program for a paper, fearing 
as I did that the subject could not be covered fully in that 
way, and feeling further that it was not a subject on which 
it was necessary or fitting to prepare a paper discussing the 
question of insurance in a general way. I feel that the time 
has come for some action on this matter, and any discussion 
that takes place should be with a view of deciding the mat- 
ter at this meeting in one way or the other—of either going 
ahead and organizing a mutual fire insurance department in 
connection with our association work, or concluding that 
the matter is not feasible and dropping it. 

AN INSURANCE COMMITTEE APPOINTED. 

At the last meeting of the association in Cedar Rapids 
a committee consisting of our president, Mr. McIntire, Sec- 
retary Keating and myself, were appointed to investigate this 
question of insurance. We were not delegated with the 
power to take any action in the matter, even had we been 
so disposed; and a still further reason for not having taken 
any further action, which may have seemed to some mem- 
bers of the association as a matter of neglect on our part, 
was the lack of funds to carry on the work. It would have 
been impossible for us to have gone ahead with this work 
had we been delegated with the authority to do so. 


STUDY OF MINNESOTA ASSOCIATION. 

In dividing up this work of investigation Mr. MclIntire 
took upon himself the duty of investigating the insurance 
law in its various forms and determining which was the 
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best section for us to organize under, if we conclude to or- 
ganize, and requested me to investigate the workings of 
other state mutual companies. I found that we had but one 
company that had been doing business any length of time 
from which I could get any information. I made a trip to 
Minneapolis and interviewed the secretary of the associa- 
tion and some of the members. They gave me all possible 
information and have all during the year expressed them- 
selves as willing and anxious that Iowa should organize, 
and have been willing to help us and have helped us in every 
way possible in this work. 
CIRCULAR OF ASSOCIATION. 

While that subject is up I wish to call attention to the 
circular which your committee issued, which is as follows: 

“Fire this into the waste basket without reading unless 
you are interested in a plan to save one-half of your insur- 
ance premium each year. If you are interested in a plan to 
effect this saving, do not fail to attend the meeting of the 
lowa Retail Hardware Dealers’ Association, at Des Moines, 
February 11, 12 and 13, at which time the lowa Retail Hard- 
ware Dealers’ Mutual Fire Insurance Company will be or- 
ganized. This is by far the most important work from a 
financial standpoint ever undertaken by a hardware associa- 
tion, and its successful inauguration means the saving of 
thousands of dollars to its members each year. Just a few 
figures will prove the truth of this assertion. 

“It is safe to say the 1,500 lowa hardware dealers carry 
an average of $3,000 insurance each: 

SRD sG¢dhad deackt dru teistiiedes see BAD 

Average insurance, each...........0.s0% 3,000.00 


$4,500,000.00 


Average premium paid per $1008........ $1.25 
PONE ND edd ds dws doesn rciuseed $56,250.00 
A saving of 1-3 of total premiums paid $18,750.00 





Secretary H. 8. Vincent, Fort Dodge. 


As proven by three years’ actual experience by the Hardware 
Dealers’ Mutual Insurance Company of Minnesota. Is it 
worth while? The Minnesota association has proven an 
unqualified success from its very beginning, and out of a 
possible 800 hardware dealers in the state over 500 are mem- 
bers of the insurance company, and the membership is grow- 
ing daily. What has been done in Minnesota can be done in 
Iowa. It is possible to make an Iowa company stronger than 
Minnesota, as Iowa has at least 1,500 exclusive hardware 
dealers and should easily start this insurance movement with 
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500 applications for policies averaging $2,000 each or $1,000,000 
insurance. 

“It is necessary to organize under our state laws to have 
bona fide applications for $100,000 insurance. 

“Remember, this company is to be organized by and for 
the sole benefit of retail hardware dealers. Why continue 
to pay tribute to eastern insurance companies, and have them 
return your money to Iowa in exchange for lowa mortgages? 
Why not keep this money in your pocket and indulge in a 
few mortgages on your own account? 

“If you cannot possibly attend the Des Moines meeting, 
fill out the attached blank and mail to W. H. Keating, Secre- 
tary, Ottumwa, so that it will reach him on or before Febru- 
ary 10, 1903. 

“S. R. MILEs, 
“W. A. McINTIRE, 
“W. H. KEatINe, 
“Committee on Insurance.” 
COMPARISON WITH MINNESOTA CIRCULARS. 

If you have compared it with the statement which you 
have in your hands from the Minnesota association, you will 
see there is a discrepancy in the figures. The figures that 
your committee had before them when this circular was 
made up was the statement of the association on November 
1. The total losses of the Minnesota company incurred and 
paid from January 1 up to and including November 1, 1902, 
were $34.20. Using that as a basis the figures in this circu- 
lar which you received with the program were very con- 
servative, but since then they have met with several heavy 
losses, which makes a somewhat different showing. But in 
spite of that we find that they were able to declare a return 
premium of 25 per cent to their membership, and have set 
aside 10 per cent for a reinsurance fund, which, in spite of 
the losses in December, makes a very creditable showing. 

A PHENOMENAL GROWTH. 
The growth of the Minnesota insurance department has 
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been in a sense phenomenal. It has shown a steady growth 
in point of numbers as well as amount of insurance in force. 


IOWA LAWS DIFFER FROM THOSE OF MINNESOTA. 

While your committee has investigated the question of 
mutual insurance along the lines on which it has been con- 
ducted in other states, particularly in Minnesota, and we 
fully believe the scheme to be feasible in Iowa, yet we have 
found in our investigation that the laws of this state are 
very different from those of Minnesota. There are two 
different chapters of the insurance law of the state under 


which we can organize. Chapter IV is the first one, and I cite 
you to one company that has been organized and success- 
fully conducted under it—the Iowa State of Keokuk—per- 
haps more or less familiar to all of you. That is a very sat- 
isfactory company and has been paying return premiums 
from 10 per cent up every year. I will read you Sec. 1692 
of this chapter: 


PREMIUM NOTES OF MUTUAL COMPANY. 
“No mutual company shall commence business until 
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agreements have been entered into for insurance with at 
least two hundred applicants, the premiums upon which shall 
amount to not than twenty-five thousand dollars, of 
which at least five thousand dollars shall have been paid in 
cash, the balance of which may be in cash or secured notes 
or bonds in the possession of the company, which notes or 
bonds shall be of solvent parties, founded upon actual appli- 
cations for insurance made in good faith. No one of the 
notes so received shall be for more than five hundred dol- 
lars, and no two thereof for the same risk, or made by the 
same person or firm, except where the whole amount does 
not exceed the sum of five hundred dollars; nor shall any 
note be regarded or represented as assets unless a policy be 
issued upon the same within thirty days after the organiza- 
tion of the company, taking the same upon a risk for no 
shorter period than twelve months. Each of said notes shall 
be payable in whole or in part, at any time when the direct- 
ors shall find the same necessary for the payment of losses 
and such incidental expenses as may be necessary for trans- 
acting the business of the company.” 
200 BONA FIDE APPLICATIONS NECESSARY. 

In short, to organize under that section it will be neces- 
sary to have bona fide applications for 200 policies or from 
200 different people, and have either in cash or notes or bonds 
the sum of $25,000. 

The one feature that commends itself to us under this 
chapter is the fact that no policy-holder is responsible be- 
yond the amount of his assessment note. For instance, if 
a policy-holder gives a note for $100, his responsibility ends 
when that $100 is paid. 

In organizing under Chapter V every member or every 
policy-holder is responsible up to the full amount of his 
ability to pay, no matter what that is, but that is a con- 
tingency that we have not considered very seriously, for the 
reason that, organized as we would necessarily be, the chances 
for an attempt to collect from any policy-holder anything 


less 
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beyond his regular assessment would be very remote; and 
yet there is that feature. Sec. 1761 of Chapter V says: 
“WHEN AUTHORIZED TO DO BUSINESS. 

“No association organized for the»purpose of doing busi- 
ness under this chapter shall: issue policies until applications 
for insurance to the amount of one hundred thousand dol- 
lars have been made if the same be a state mutual assess- 
ment association, and fifty thousand dollars if the same be a 
‘county mutual assessment association, and their articles of 
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. 
incorporation and form of policy submitted to the auditor 
of state, and a certificate of approval received from him.” 

That one section virtually covers the ground under which 
we can organize. 

SOME OBSTACLES. 

It occurred to your committee in getting these insurance 
laws of the state and reading them over that it was simply 
a matter of A B C to organize a mutual fire insurance com- 
pany; but when you come to get into the question a little 
further we find there are some obstacles in the way other 
than the law. We feel that it would be a comparatively easy 
matter to get applications for $100,000 insurance; but we 
have to look at it from another standpoint. From informa- 
tion that we could get from local insurance agents, and from 
our own knowledge as to what we were paying, we feel. that 
$1.25 is a fair average of the rate paid. It might possibly 
exceed that, but we don’t think it would. We have been 
unfortunate in Mason City, and they have doubled and in 
some cases trebled the rates on us. In our own case we 
were located a few years ago in one of the most notorious 
fire-traps of the city, but to-day we have a modern building 
without any furnace in it, heated from the city plant, and 
electric lights, and it would ordinarily be considered one of 
the very best possible risks; and yet the so-called “board 
rate” on our stock to-day is $2.38. We are not paying it, 
but it has been a very hard fight to get a rate that we were 
entitled to. From inquiry we find that the rates have gen- 
erally been raised all over the state. 

WHERE THE MONEY GOES TO. 

In making up a few figures we find that while we think 
it would be possible to secure $100,000 insurance, yet it would 
be impossible for us to go ahead with this organization on 
that basis. In other words, the premiums would not pay the 
expense of organization and conducting the organization after 
it was perfected, and that to put the company at a point 
where there is no question as to its success it would be neces- 
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sary to start this movement with at least $300,000 insurance. 
You may wonder. where this money is all going to, but I had 
the pleasure of meeting a gentleman who has been engaged 
in this work very actively for the past two or three months, 
and he: was kind enough to give me some figures as to 
what it was costing their organization, and we feel for a 
good many reasons that we could organize with less ex- 
pense than they have. I will read you those figures: 
COST OF ORGANIZATION. 

The cost of organization—that is, the incidental expenses 
that go to make up the cost of meetings of the executive 
committee or board, officers, railroad fares, hotel bills and 
fees to the State Auditor, and a number of incidental ex- 
penses—$300. This is not a matter of guesswork; it is actual 
figures as nearly as they can be determined, and I think you 
will find the estimate fairly good. We have down here for 
secretary, which is the least possible amount we could figure 
on, $600; stenographer, $300; office rent, including heat, $120; 
officers, $300. That is not pay to the officers—simply expenses 
for attending the meetings. In perfecting the organization 
it is necessary to hold a number of meetings to get the thing 
under way. An item of inspection is $300. That is for in- 
specting different risks. throughout the state. It has been 
the policy of the Minnesota company, and should be—in fact, 
must be—the policy of any company organized in this way, 
to watch and scrutinize every application as closely as pos- 
sible The secretary should fully satisfy himself that the 
risk is all that is claimed for it before it is written, and in 
order to do that it is necessary frequently to send the secre- 
tary or some one else to the ground and make a personal 
inspection. The incidental fees during the year to the State 
Auditor not included in the estimate above, $10; postage, 
$150. The postage of the Minnesota association was $176. 
They have a much larger number of policy-holders than we 
would have, but I doubt if their correspondence is any more 
‘r as much as this company’s would be in the first year of 





Ex-Treasurer, Geo. Lister, Manchester. 


its organization. Incidental expenses, such as telegrams, 
telephone, express charges, etc., $50. Losses, $1,000. That is 
40 per cent of.the premium receipts which I will give you 
below; making a total expense that is to be provided for in 
the first year of $3,130. 

REFUND. 

Now, as a matter of taking care of that, will say that if 
we issue $200,000 insurance at an average rate of $1.25, it 
would give us $2,500. I don’t. know: how many members 
who would take out insurance in this association would be 
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satisfied if they didn’t receive a refund the first year, but the 
chances are that there would be some fault-finding if it cost 
as much to carry insurance in this association the first year 
as they have been paying regularly. We have provided in 
the figures here for a 20 per cent refund, which would be 
$500. That leaves $2,000 to meet a total expenditure of 
$3,130. I have not been able to figure out how it could be 
done; perhaps some of the rest of you can. We figure that 
it will be necessary, in order to start this thing off success- 
fully, to get or write during the first year of this organiza- 
tion $300,000 insurance in order to pay or effect a saving of 
20 per cent to the policy-holders and meet the expenses of 
the company. It is true of any organization that expenses 
are always heavier the first year. 
$100,000 BASIS IS TOO SMALL, 

So that while we believe this plan of insurance can be 
carried through successfully, and will eventually effect a ma- 
terial and decided saving to the members of the association, 
we know that it cannot be done on the basis of writing 
$100,000 insurance. 

I might say that I believe personally that the effect that 
the organization of different state mutual associations will 
have upon the old-line companies, if properly conducted 
and properly handled, will prove a benefit. There is no ques- 
tion but what the hardware dealers are helping to pay for 
losses on risks much more hazardous than their own. The 
statement of the Minnesota company as applying strictly to 


Minnesota will bear evidence that the risk is very limited. 


This statement of October 31, 1902, shows that the total losses 
paid in Minnesota since the organization three years ago are 
$106.41. 
ciation in the way of premiums came largely from the state 
of Minnesota, while their losses came very largely from out- 
Had they 


The money that was paid into the Minnesota asso 


side. confined themselves strictly to their own 
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state, they would have made a very much better showing 
than they have been able to make at this time. 
MR. GROVE’S EXPERIENCE. 

I had the pleasure of meeting last night the gentleman 
who is secretary of the Iowa Retail Implement Dealers’ As- 
sociation, and is also secretary of their recently organized 
insurance .department. I obtained a great deal of valuable 
information from him that I will not undertake to impart, 
for the reason that he is present with us this morning, and 
With the president’s permission I would like to call on him to 
address you on this subject. I think he can give you a talk 
that will be very much more interesting than anything I can 








give you, because, to use a slang phrase, he is “up against 
it.” I would like to ask Mr. D. M. Grove, the secretary of 
the Implement Dealers’ Association, to talk on this line. 

The President: I will say that while Mr. Grove is not 
a member of this association, if there is no objection he will 
be granted the privilege of addressing this body. He prob- 
ably can give us something of interest in relation to this 
subject that no one present could give us. 


UPS AND DOWNS OF ASSOCIATION WORK. 


Mr. Grove: Mr. Chairman and Gentlemen—My business 
is a dealer in implements, and among many of our members 
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of the Implement ‘Dealers’ Association we have men who 
handle hardware also; so that hardware men are our mem- 
bers as well as your members. 

1 have been state secretary of our association for four 
In that time I have seen some of the ups and downs 
of association work. The prime object of our organization 
is just the same as yours, and that is to confine the retail 
trade to the retail dealer. We are working to confine the 
trade in implements and carriages and goods that we handle 
to our membership. I noticed in your president’s address 
that he touched upon subjects that are of interest not only 
to the hardware dealer but to the implement dealer. He did 
not mention one topic that has caused us a great deal of 
trouble, and that is the wholesale men selling direct to the 
consumer. Men come around and seek our trade and get 
an order from us; and if a farmer wants one of their articles 
and writes to them,-they will sell it to him just as cheap as 
they will to us; and I don’t have to go outside the city of 
Des Moines to find them, either. If any of you want any 
information on this subject I would just as soon name them, 
because I have evidence to show at home that it is true; and 
we are against them and we are organized to fight them, 
and we are going to stay with them. (Applause.) 


years. 


CATALOGUE HOUSE COMPETITION. 


We have the catalogue house with us the same as it is 
with you. It is not so hard on us as it is on you people, for 
the simple reason that our goods are more bulky. The cata- 
logue house trade, I think, is largely made up of little things. 
Once in a while I see a stove come sliding into our town 
from Sears, Roebuck & Co., or Montgomery-Ward or some 
others that I might mention, but the most of these things are 
sent in small packages. I have a harness shop in connection 
with my business and work two harness-makers, and I feel 




















































































it more in that department than I do in the implement de- 
partment. 
INSURANCE. 

If you will pardon me for this digression I will get down 
to insurance shortly, but I’ wanted to say a word to you to 
encourage you in the work that you are doing. This is an 
age of combinations. If we do not combine and meet com- 
bination with combination, very soon we will pass out of 
existence as retail dealers, because they are all after us— 
the catalogue house after us on one side and the department 
store on the other. They tell me that one doing business 
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within thirty miles ofthe city of Chicago has a hard time. 
for there is not only the catalogue house but the department 
store to fight, for their departments include hardware. If 
you want to accomplish anything, any firm or any company 
will listen to what five hundred men say, making a demand, 
much quicker than they will to-what one man does. 

START OF IMPLEMENT MEN’S INSURANCE. 

What started us on this insurance proposition was that 
the Western Association down-at Kansas City first organized 
a retail implement dealers’ insurance association. They were 
chartered under the Missouri laws, I think, but when you go 
to obtain a charter you must obtain it according to the laws 
where you live. Some of our members handled lumber and 
had been in the Lumbermen’s Retail Insurance Association, 
and we started out to organizé under that plan—something 
like the Minnesota. They collected the full board rate in 
advance. The laws of the state of Iowa under Chapter V 
will not permit us to do that.. Our by-laws say that we can 
make assessments; they don’t mention a board rate and they 
don’t mention premiums. The only way we have to get 
money is by assessment, but the laws will permit you to 
make a reasonable assessment in advance, providing the mem- 
bers will pay it. 

FIRST OBJECT OF INSURANCE. 

The first object of insurance is indemnity against loss. 
Under Chapter V the indemnity which you have against loss 
is what you furnish each other. There is no paid-up capital; 
consequently there is no indemnity except what the members 
furnish each other; and there are advantages to that. Firstly, 
you know who you are dealing with. The officers of this 
organization, if you start it, will be members that you have 
known. You know that your money will not be wasted. 
You know that there will be no high-salaried officials or 
board of diréctors to be paid out of your money, as there 
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is in the old-line insurance company. Another thing: you 
have not only got to pay in the old-line insurance company 
enough money to pay the losses and expenses which they 
have, but you have got to pay dividends on that capital. 
There is an insurance company doing business in the city of 
Des Moines that is declaring 100 per cent dividends on their 
capital in one year. The State Auditor’s report will show 
this. 
OLD-LINE FIRMS TAKE ALL KINDS OF RISKS. 

Now, a mutual insurance association cannot help but 
have as many losses as an insurance company organized in 
any other way, so I don’t see where we are to save in losses 
excepting in this way. You take any of these old-line com- 
panies, and they go on all kinds of risks—steam elevators, 
large manufacturing plants, where they have large losses; 
they go on the department stores; they have large losses 
there. Look at this Frankel fire here. There was a fine 
risk, supposed to be a fireproof building all through; but if 
any of you remember about that loss, it came as near being 
total as any we have had in the state for a long time. They 
go on other specials which we would not have to go on in 
our organization nor you in yours, and consequently our 
risks would be confined to what would almost be preferred 
hazards. There would be no special hazards in it unless 
some of our members ran manufacturing in connection with 
their business, and if they did, that we ought not to write it. 

HARDWARE MEN USE GOOD STORES. 

Now, I find in writing our risks (we have just got 
started nicely) that there is at least 40 per cent of them that 
I have had to write on hardware stocks, because the stocks 
are hardware and implements, and they are in one building, 
and we had to take them if we took the risk. And one 
thing about the hardware stocks: as a rule strictly hardware 
stores are in a better class of buildings than implement stocks. 





Ex-Secretary W. H. Keating, Ottumma. 


Your rate, Mr. Miles said here, would average $1.25. Ours 
is going to average $2.00, because we have more risks in 
frame buildings than you have. But at the same time you 
see we get more money with which to pay losses, so it 
equalizes on that side. 

A great deal of the money that the insurance companies 
pay out is paid for damages—not for a fire loss, but for dam- 
age. A fire will break out, and along will come a hose cart, 
and the water and the smoke damage your goods. Imple- 
ments Would not be damaged as much as hardware, because 
you take a farm wagon or a binder or corn planter or a 
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sulky plow, and if it was wet all over we can take a chamois 
skin and dry it, and I don’t believe it would be injured five 
or ten per cent; but you take the shelf hardware and do 
that and it would be injured more. So when you come to 
size them up, the risk is about equal. 

FOUND MANY DIFFICULTIES. 

Now, in organizing I started out very enthusiastically 
and thought organizing an insurance company was a very 
simple thing; but I found a great many difficulties in my 
path. You send out a committee here and they will draft a 
set of articles of incorporation and by-laws, but when you 
take them over to the State House they will find objection 
to them. The secretary has to call his committee together 
again and they go through with some process. After that is 
done and we get our charter and get our forms all printed 
to write insurance, we write out to our members who have 
pledged us insurance. We had $179,000 pledged, and I have 
a lot of that to gef in yet. But I had to send out men to 
hustle new insurance in order to get the necessary amount. 
Men would write to me and say: “I will take insurance, but 
my insurance isn’t out until next (May, June or July—clear 
up to next January). I can’t afford to cancel my policy and 
take the short rates on it to give you insurance; you will 
have to wait until my insurance is out.” If we could make 
these companies with two or three hundred thousand dollars 
at risk at once, quickly, that would be a good object attained. 
Of course we would have more losses with a large company 
than we have with a small one, but we have more people in 
the company, and that establishes confidence, and it would 
grow more rapidly. 

FEW LOSSES. 

We have got along very nicely without any losses so far. 
Our policies aim to reinsure everything down to $1,000, and 
our maximum policy is $2,000, and we take only one risk 
in one block. So if we have two members in one block, we 
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could only give them $1,000 apiece; or if one of them got 

in and got the $2,000, that would be the limit. 

A HARDWARE INSURANCE COMPANY WILL HELP THE IMPLEMENT 
COMPANY. 

I think, if you organize and start a company, it will 
be a help to ours; ‘or if these two were combined and would 
make a good, strong one right on the start, it might be a good 
thing. Mr. Miles, have you the figures on what it costs, or 
what we expect it is going to cost us to run this for @ year? 
The average rate of loss in the state of Iowa by the State 


Auditor’s report is about 40 per cent of the board rate. Some 
companies have it higher than that and some have it run 
down as low as 19 and 22 per cent; and others have run 
clear up as high as 80; and you might find a few instances 
where they paid out more than they took in. As I said in 
the start, a mutual company will have just as many losses 
in proportion to the risks in force as an old-line company, 
because that is what we insure for—is protection—and when 
we have a loss we have_to me¢tgit, and in organizing the 
insurance department aagy pide for these losses. The 








A. T. Nelson, Newton Junction, Ex-Member Grievance Com- 
mittee. 
only way we can save is in the matter of expense, and as I 
said, the writing of a better class of risks. You take just 
the implement and hardware business alone, and it will 
average a better class of hazards a great deal than any old- 
line insurance company would average on a general line. 
I think we will gain there. . 
TIME OF YEAR IS IMPORTANT. 

I find, too, that the time of the year has something to do 
with starting one of these insurance companies. There are 
more new businesses organized and started on the first day 
of January or thereabouts than any other time of the year. 
We missed a great deal of this insurance which was pledged 
to us for the reason that we couldn't write in January. 
They said they couldn’t wait; that their insurance ran out in 
January and they had to reinsure. 

We started on the 2d day of February—ten days ago. 
Last week we wrote $47,600 in risks; so that it is coming 
in in nice shape. 

President McIntire: Did you organize under Chapter V ? 

Mr. Grove: We did. 

President McIntire: It was a personal liability, then, 
the same as Mr. Miles spoke of? 

Mr. Grove: Mr. Miles didn’t explain that thing right. 
In our by-laws it says that private property cannot be taken 
for corporate debts, There is only one way that you are 
liable. We can bring you into court and make you pay 
your assessment, but we can’t sue you directly for this; that 
is a mistake; except your liability for assessments. That is 
all the obligation you have. If you had a claim against our 
association and wished to enforce it, as I understand the law, 
you would sue the association; you couldn’t sue me as an 
individual member. You would have to get an order of court 
to make the officers make this assessment. The court would 
order the officers of the corporation to make this assessment 
according to our by-laws; consequently you would have 
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to pay, if your ‘rate was I per cent and mine was 2 per cent, 
half as much as I would. 

A Member: If the association met with a loss of $2,000 
and Mr. McIntire as a policy-holder was the only member 
of the association from whom the $2,000 or any part of it 
could be collected, could that amount be collected from 
him? 

Mr. Grove: If he were the only party that could be 
brought ‘ato court and assessed; but I don’t think that con- 
tingency could ever arise. And then if a man will fill out 





c. M. Doxsee, Algona, Ex-Member Grievance Committee, 


an application he has got a pretty good property there and 
you know about what he is worth, providing he has told the 
truth; and if he has not told the truth, he has procured the 
policy under misrepresentations and it is void. If it is not 
a good risk, we don’t write it; that is what we have these 
applications for. And that is where this matter of inspec- 
tion comes in. If we feel a little suspicious of a certain risk, 
we can send our man around there to solicit insurance, and 
he can look this risk over. 

Mr. Swaine: I would like to ask if the committee has in- 
vestigated as to the number of losses amongst the hard- 
ware dealers in the last year? 

Mr. Miles: 

Mr. Swaine: It seems to be talked among my neighbors 
here that your estimate on the premium rate is rather low. 
I haven’t heard of anybody around here that has paid less 
than $1.25, except. myself. We don’t pay it in Council Bluffs, 
but the most of them run away above that. If you expect 
to collect the board rate on a certain maximum amount of 
insurance at risk and then rebate back that would be all 
right. 

Mr. Miles: The law of Iowa does not recognize any such 
thing as a “board rate,” and we would not be allowed to 
make use of that expression in our policies or applications. 
There is a book issued by a man who is supposed to be out- 
side of the insurance circle entirely and publishes it on his 
own account, but it is not supposed to be done by or di- 
rectly for the insurance companies. (Here the speaker 
quoted from the by-laws of the Implement Dealers’ Insur- 
ance Association, providing for policy and survey fees and 
assessments and the manner of payment.) In Minnesota 
they can collect a fixed amount—whatever rates you are 
paying—in advance, and they make the rebate or refund at 
the end of the year. 


No, sir, we haven't. 


Mr. Grove: That is the plan of the Lumbermen’s Asso- 
ciation organized in Missouri. 

Mr. Miles: But under our laws here we are not per- 
mitted to do that. We can’t incorporate anything in our 
by-laws that is in any way a violation of or contrary to the 
insurance laws of the state of lowa; and while there are a 


“good many points that don’t seem to be covered by insur- 


ance laws, and you will think you might perhaps do certain 
things, when you come to inquire of the Insurance Commis- 
sioner you find that you will not be permitted to do it. 

Another feature that they incorporated in their work is a 
reinsurance fund. I asked the Insurance Commissioner yes- 
terday if we could do that in this state. He said we could 
on one condition; if we had 1,000 policy-holders and each 
one of those agreed, and it was incorporated in the policy 
that a certain amount be set aside each year for reinsur- 
ance. But if one policy-holder said: “No, I won't consent 
to that. I want that refund, and I am entitled to it; I won't 
agree to have this amount set aside;” it matter if 
that is incorporated in the policy or in the application, it is 
contrary to that statute and would not be legal. So that we 
can’t make any provision for reinsurance under the present 
status of Iowa insurance laws. 

Pres. McIntire: Gentlemen, this 
rather an important step that we are approaching now, and 
one that ought to be well considered, and I hope that you 
will be free'in discussing this matter. I don’t know how you 
feel about it, but I feel that I have gotten some light on 
this subject since coming here, and it resolves itself into a 
business proposition, absolute, pure and simple, as to whether 
we want to organize an insurance company or not. I can 
see that the first two or three years, especially the first year, 
would be rather a critical time. If we should go through a 
year or two years without any losses, until we had a suffi- 
membership, the danger point be practically 


doesn’t 


seems to me to be 


cient would 
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passed, as it is in Minnesota. On the other hand, if we 
should the first year, or within the first six months after 
organizing, meet with some two or three pretty heavy losses, 
it would be rather a serious thing. Mr. Miles has made 
an open, frank, statement, I think, of the law and the con- 
ditions, and I am glad he has, because if anything of that 
kind is to be promoted here I believe that it ought to be 
done with a full understanding of what we are entering 
into. We have a few minutes yet for discussion, and I hope 
you will express your opinions freely. 


























Mr. McAvoy, Gilmore City: Within the state of lowa 
we perhaps have more insurance companies than any other 
state in the Union. I have carried insurance in the past ten 
years all in mutual companies, and while I am not opposed 
to a mutual company under the hardware organization, and 
should they organize they will find me a strong supporter, 
still the dangers that we encounter are grave. A _ great 
many companies have been organized in this state that would 
have gone through all right, but the first year they met with 
a serious loss, and the assessments were so high that it 
placed them almost on a level with stock companies, and 
their members at once dropped out. I think it would be 
well to appoint a committee of two or three gentlemen and 
consult with some of the good mutuals we have here in 
town. Over in the Crocker building there are perhaps a 
dozen, and any of those gentlemen would give us all the in- 
formation we want, not only about the first year’s business 
but after years. 

Mr. Corey, Secretary National Retail Hardware Dealers’ 
Association: I haven't anything to say in regard to your 
organizing or as to what is the best plan or anything of 
All I want to say is this: 
the largest hardware organization 


that sort. 

Minnesota to-day has 
of any state in the Union among all our National members. 
[They don’t lose any members there, and it seems to me that 
the insurance business has something to do with it. The 
sentiment is getting strong in other states. Ohio to-day has 
a mutual organization already organized and doing good 
work. They believe they will have 1,000 policies in force at 
their next meeting, which takes place the 24th of this month. 
They are not a year old yet, but they have worked on this 


thing three years in order to get it started. I want to say 
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to you, gentlemen, that our legislatures down there have 
not been idle. We have been sleeping on our rights and 
never thought that mutual insurance would affect business 
men. But the insurance men are up to snuff. They have 
got the laws fixed so we can hardly organize. We nave to 
get $500,000 in applications; we have to have $10,000 in cash 
and $50,000 in approved notes before we can possibly get a 
charter. The same law operated in Ohio, but those boys down 
there had the nerve to tackle it, and they carried it through. 
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You have more lenient laws here, but your laws are not as 
good as in Minnesota at the time they organized. Minneso- 
ta is laying up money to-day against losses which may occur 


in future; I believe they are doing the. right thing. I don’t 
think it would be right if they could even declare a dividend 
of 75% for them to do so. If you could save 25% and get 
good, straight insurance, that is a good saving to you. I be- 
lieve the insurance problem is all right, but I think it ought 
to be investigated well. We don’t want to start in and fail, 
and the stronger you can make it the more confidence you 
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have in it, and you know confidence is a thing that we all 
hinge on. 

Mr. McAvoy: The Secretary has more confidence in the 
Minnesota plan than I have, and I think the members have 
nothing to fear that they are unable to organize under that 
plan. I think the proper plan for an organization of a strictly 
mutual insuranee company is the assessment plan. 

The Secretary: Mr. President, it seems to me that this 
whole thing, as far as our organizing a company is concerned, 
hinges on whether we have got enough applications. We can 
talk all we please; if we have to have $100,000 insurance ap- 
plied for and we haven't got in but $25,000, of course, we can 
say it is a good thing and all that, but it won’t cut any fig- 
ure. I would like to have you call for these papers and see 
how much we can raise—see how many of the members will 
pledge themselves. 

Mr. Swaine: If we are going to organize a mutual in- 
surance company, our firm will apply for $3,000 insurance, if 
that is the limit, or whatever the limit is; and if everybody in 
the house here will make application for the limit, we could 
soon organize a company; but we want to be careful,and see 
that it is organized right. 

The Secretary: I can say for Mr. Swaine’s benefit that 
all I have is $14,000. 

Mr. Brelsford: All the dealers in Council Bluffs will take 
the limit. 

Mr. De Haan: I don’t think there are any applications 
sent in on paper, but I talked with a few concerns, and they 
all will start with $1,000 and expect to increase that later on. 

At the suggestion of Mr. Miles the President requested all 
in the audience who had sustained a loss in the last year, or 
who knew of a hardware loss during that time, to rise. Only 
four responded, and inquiry elicited the fact that not one of 
these losses was on the part of a member of the Association. 

Pres. McIntire: Mr. Stern of THe AMERICAN ARTISAN 











just informs me that the Missouri Retail Stove & Hardware 
Dealers’ Association organized a fire insurance department 
yesterday. 

As far as the matter of applications is concerned, that is 
not so discouraging to me, from the fact that these notices 
have only been out a few days. It is not imperative—in fact 
it is hardly possible that we could complete this organization 
just at this time. The articles of incorporation are not writ- 
teri up. This would have to be done by a committee that 
would be appointed at this time, and that committee would 
have to go on with the solicitation of applications for in- 
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surance, and it would probably take some thirty or ninety 
days to complete the organization. But thé question is, gen- 
tlemen, are we going to organize this fire insurance depart- 
ment? If we are, we ought to know it now. 

Mr. R. J. Martin: Did I understand the gentleman from 
Minnesota to say that the organization was laying up funds 
to pay future losses? 

Mr. Corey: That is the way I understand it; I am not 
from Minnesota. 

Pres. McIntire: Mr. Corey is from Indiana. 

Mr. L. H. Kurtz: The question is, will we organize this 
insurance association or will we not? In order to bring it 
before the house I move you that we proceed to organize the 
insurance association. 

Motion seconded. 

Mr. Lindenberg: Of course the first question that ap- 
peals to us is: What benefits would we derive from organ- 
izing an insurance company of this kind? The first one we 
wish is reduced rates, and another one frequently mentioned 
is that it would help us to secure members to the Association. 
Of course it is understood that no one could have the in- 
surance who did not belong to the Iowa State Retail Hard- 
ware Dealers’ Association. Now, as far as the saving in 
rates is concerned, I think we could effect that by taking in- 
surance with the Minnesota association. I think their plan 
of collecting the full rate is a good one. Under our present 
system we are paying the regular rates to the old line com- 
panies, and we don’t get any rebate. I think ‘nobody carries 
so large a line of insurance that he can’t afford to pay the 
full amount of the rate, whatever that would be, and be well 
satisfied with the rebate that he gets at the end of the year. 
We are confronting a pretty big proposition. It looks to me 
as though here is a chance for the members of this Asso- 
ciation to take insurance either with the Minnesota people 
or with Mr. Grove’s company of the Iowa Implement Deal- 
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ers. I am afraid that we are hardly ready to go ahead and 
start an independent organization. 

Mr. Brelsford: It strikes me I have seen somewhere a 
clause in the Iowa laws that prevents an outside mutual com- 
pany from coming into Iowa and adjusting a loss. I wish 
some one would give me some light on the matter. 

Pres. McIntire: I am not advised about that. I re- 
ceived a communication from Mr. Matthews a short time 
ago stating that if we would affiliate with their association 
they would put an active, energetic man in the state of Iowa 
and work up the interests of the organization here, which 
would be the interests of the insurance department of their 
Association, and they would endeavor to make just as active 
a campaign here as though they were located in Iowa. But 
I am not advised as to the law in relation to that. 

Mr. Miles: I have had some correspondence with 
Mr. Matthews and he says: “Since writing you I 
looked up the Iowa laws and found that we could 
not get into Iowa. Although a local can get in 
motion without difficulty, an outside mutual company must 
have $200,000 above liability.” So that while we feel perfectly 
safe in carrying policies in the Minnesota company, as a mat- 
ter of fact they cannot obtain any legal standing in Iowa 
short of putting up $200,000, 

Mr. J. W. Hooper: Being a member of the Hardware 
Dealers’ Association, and also of the Implement Dealers’ 
Association, ever since it started here, I would say that 
there is already an association organized here in the state 
of Iowa, and with the limited amount of material that we have 
got here I think it would be advisable to co-operate with the 
Implement Dealers’ Association. 

Mr. Ritter: Would it not be well to see how many of 





Clarence Phillips, West Liberty, Ia.. Member Executive Com- 
mittee. 
this body would support this insurance if we did organize at 
this time? We have got a good body here, and they have 
heard it discussed, so that they could say one way or the 
other by this time, I should think. 

A Member: I would like to ask what is the number of 
hardware dealers in the state that are supposed to be in good 
standing at this time. 

The Secretary: The number of members, you mean, 
that we have? It is somewhere; I suppose, about 150. 
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Mr. Bollinger: I look at it this way. I would like to see 
at least 750 members in good standing in the state of lowa 
before the expenditure of $3,000 for the organization and 
maintenance of an insurance company the first year. I have 
my serious doubts whether under the present auspices we 
are warranted in spending that amount in organizing an in- 
surance company. While I think our firm would be glad to 
take out some $2,000 or $3,000 of insurance if it was organ- 
ized, still I don’t want to see anything started and made a 
failure of, and I doubt whether it is expedient to launch a 
new mutual company without a stronger prospect of growth, 
at least. 

Mr. Chapin: We have a good many of this Association 
that are not implement dealers and don’t belong to the Imple- 
ment Dealers’ Association. I would like to ask Mr. Grove if 
there is anything in their by-laws that would prevent them 
from taking insurance from this class of members? 

Mr. Grove: We insure for the members of the Imple- 
ment Dealers’ Association unless otherwise ordered by the 
board of directors. The board of directors have never 
ordered me to take anybody but the members of our asso- 
ciation, but they could do it. But I think if I let in any hard- 
ware dealers they should first become members of your asso- 
ciation, and your secretary, if you affiliate with us, should 
send me a list of your members in good standing, and if a 
man applied for insurance I could turn right to that list, and 
if he was not a member I him that he had to 
become one before he could take out any insurance. I have 
not conferred with our board of directors, but if you wish to 
affiliate with us in that way I have no doubt that arrange- 
Here is a man who just got up who 
would only be 


would tell 


ment could be made. 

is a member of both 
necessary for him to be a member of either one to take out 
You can have the benefit of all we have done and 
we have to help pay your losses, and think 


associations, and it 


insurance. 


of all the risks 
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we could make a very fine company out of it. I don’t think it 
is necessary to put up this board rate, because if we have 
the written obligations of men in good financial standing, as 
your members and ours are, <hey obligate themselves to take 
care of their members in case of loss. We collect a little 
assessment in advance, and as our by-laws read, we expect 
to make a little more. We could no doubt make an arrange- 
ment to admit you next winter, although, as I say, I have no 
authority from my board of directors at all. 

Mr. Chapin: When we take up the proposition of or- 


w. H. 


ganizing an insurance company we have a pretty big propo- 
sition on our hands, and surely one organization—a good, 
big, strong one, is better than two weak ones. I meant that 
the dealers should be members of this Association whether 
they were of his or not, because we have quite a number in 
this state that are not implement dealers and therefore don’t 
belong. There is a certain relation existing between hard- 
ware men and implement dealers, and we could get up a 
strong association. 

Mr. Kurtz: I of the Retail 


understand the secretary 
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Grocers’ Associatien is in this hall; we could probably get 
some information from him. 

President McIntire: There is a motion before the house; 
we must confine our remarks strictly to that. 

Mr. Kurtz: I thought it might throw some light on the 
question. If we could come to the point of organizing we 
then could affiliate with the other organization if we saw fit. 
First organize, elect your officers and let them take a hand 
in it and see if the wise and proper thing to do is to affiliate 
with the Implement Dealers’ Association. 

Mr. Hall: I move as an amendment to the gentleman’s 
motion of a few minutes ago that a committee of three be 
appointed to investigate the matter and report to the conven- 
tion as to the best method to pursue, whether to affiliate 
with this Implement Dealers’ Association, if it is agreeable to 
them or with some other association, and in that way 
avoid the expense that would necessarily arise in organizing 
a new company, when there are already two or three in the 
field that would cover the ground. 

Motion seconded. 

Mr. Chapin: I would like to ask when he expects them 
to report. 

Mr. Hall: 
the convention. 

Mr. Chapin: 


They can report at any time that will suit 


At this session? 

Mr. Hall: Yes, they might report at this session if it 
was thought best. You see the trouble is, gentlemen, in 
taking the matter up in this way we don’t really arrive at any 
point. Of course, we get the ideas of the different members, 
but we don’t arrive at any conclusion, and if three men could 
get together and look the ground over they could arrive at a 
conclusion which could be referred to the convention. 

Upon being put to a rising vote the amendment was lost 
by a vote of ayes 18, nays 20. 
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The original motion was carried by a vote of ayes 20, 
nays 17. 

President McIntire: It occurs to me that we ought to 
have a committee appointed at this time, and even if they 
are to make a report this afternoon they may be able to put 
their heads together and formulate some plan. We haven't 
any plan before us, and we want to have one and know how 
acceptable it is. 

A Member: I make a motion that the president appoint 
that committee, as he is most familiar with it. 
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Motion seconded. 

President McIntire: I will appoint Mr. Swain, Mr. Lin- 
denberg and Mr. Miles. 

Mr. Miles: I think Mr. Kurtz’s motion that prevailed 
covered the ground very fully, and I can’t see any reason for 
not proceeding under it. Simply go ahead and organize a 
company and elect your officers and appoint a nominating 
committee if you wish, but get your organization in shape. I 
don’t feel that we can accomplish very much by proceeding 
along the line of committee work; if we are going to do any- 
‘thing we should organize and get in motion. It doesn’t 
necessarily follow if we perfect our organization at this time 
that we shall go ahead and act independently; we can still 
affiliate with the Implement Dealers’ Association, if it is the 
sense of your officers and board of directors that that is the 
best plan. I think we can get it under much better headway 
by going ahead and electing officers and getting the thing in 
shape, and delegating some authority to these officers that is 
not obtained by a committee, and if it is the sense of the 
meeting that we do that, I think one of the most important 
things we can do is to ask every member here who is willing 
to take out some insurance in that company to walk up to 
the desk there and give the secretary his company and the 
amount of insurance that. he will take out. We can accom- 
plish more here in twenty minutes than your officers can 
accomplish in twenty days. 

President McIntire: Mr. Miles, I want to ask you a 
question: It is not known by these men what plan we are 
going to organize on. My thought is that this committee in 
just a few minutes can devise some plan. It seems to me that 
it would be absolutely necessary to have some plan devised 
and laid before this body before they could be expected to 
step up here and make an application. 

Mr. Miles: It would not be possible for this committee 
to present by-laws at this time. 








President McIntire: It would not be possible; but it is 
hardly possible to expect a man to come up here and make 
application for insurance unless he knows at least something 
of the plan upon which it is going to be organized. 

Mr. Miles: It would be a very simple matter for the 
committee to formulate a plan along those lines, if that is 
what this committee is for. 

President McIntire: That is the object. 

Mr. Swaine: I move that all the members of the asso- 
ciation that are willing to take out insurance in this company, 
providing it is put on a solid basis, would signify it by rising. 

Motion seconded and carried. 

President McIntire: Those, now, that are willing to take 
out insurance in the proposed company, in the event that it is 
satisfactory after the arrangements are definitely known, will 
please rise to your feet. 

The response was practically unanimous, and at the close 
of the session the members left with the secretary their 
respective names and pledges. 

Adjourned to meet at 1:30 p. m. 


THURSDAY AFTERNOON SESSION. 


The first number on the program for the Thursday after- 
noon session was a paper by C. S. Barger, Albia, on 


TENDENCIES OF THE TIMES IN THE RETAIL 
HARDWARE TRADE. 





FORGOT TO TIE HIS MULES. 


The long and rapid strides forward in the retail hard- 
ware business call to view the old farmer who came to the 
city some weeks ago with a ton of hay drawn by his favorite 
team of mules. He left his load in the street and stepped in 
to get warm. He chanced to enter a room where were long 
rows of phonographs, and dozens of people were dropping 
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their nickels into the slot and putting the tubes to their ears 
to hear a song, or a merry conversation, or a waltz, or a 
grand march by Sousa’s band. This was all new to the 
farmer and he had no idea what to expect. He put his coin 
in, adjusted the tubes and instantly Sousa’s grand march 
began. The old man dropped the tubes like he was shot 
and made for the door exclaiming, “Be gosh, I never tied 
them mules, and there comes that fool band down the 
street.” 
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DEALER'S DEN A DECADE AGO. 


Go back a decade or score of years and see the retail 
hardware dealer in his den. Toward the rear of his small 
room was a plain, common stove, surrounded by a frame 
filled with sand that served both for a fire protection and a 
spittoon for the jokers. Coaloil lamps with tin reflectors 
furnish the light. A bench sat for the regular visitors. His 
stock consisted of a few kegs of nails; tin cups; cast-iron 
tea-kettles and wash boilers; a few dash churns; strap hinges 
and thumb latches for house hardware, with common heaters 
for soft coal; box cast stoves for wood and the old “Black 
Betty” for cooker. Over this array of useful utensils were 
hoes, axes, garden-rakes and a few other articles. The dealer 
was as far back as his stock, for he sat by the stove and 
smoked instead of getting to the front to meet his customers 
and bid them welcome and make them know he appreciated 
their call, and ascertain in what way he could serve them. 
No tendency of our time does so much to make business 
a pleasure to both dealer and customer as that wide-awake, 
genial, splendid way in which the up-to-date merchant meets 
and treats his callers. You had just as well try to do with- 
out advertising as to play the part of a “dummy” as did the 
old-time hardware dealer. 

A HORSE OF ANOTHER COLOR. 

The modern store is “A horse of another color.” Instead 
of a store front of small glass and heavy wood sash to shut 
out the light, you have the heavy French plate and doors 
that swing on elegant bronze hinges and shut with locks 
of the same. Floors are often covered with lenolium, ceil- 
ings of stamped steel, lighted with gas and electricity; heated 
by furnace or by steam or hot water driven by central 
power, maybe a mile away. If more than one story, electric 
elevator, telephone, city water and, best of all, a classified 
stock displayed in Warren shelves and floor showcases that 
equal the druggists’ and clothiers’ in real beauty and service. 

MODERN TRADE TENDENCIES. 

We cannot better detail the tendencies of modern trade 
than by analyzing this modern store. The old-fashioned 
counters are removed; the stoves and heavy goods are moved 
to the rear or have a separate place. Implements should no 
longer be a part of the hardware stock; the showcases glisten 
with pearl and fine steel cutlery, silverware, carving sets, 
razors, scissors; nickel and enameled ware have largely sup- 
planted iron, tin and cheap granite. The old ramrod rifle 
and muzzle-loaded shotgun have been exchanged for the 
breach-loading, rapid-firing pieces. Houses are provided with 
window weights and sash locks that are burglar-proof be- 
cause of their security and alarm. 

OLD AND NEW CHURNS. 


The old dash churn that pounded the butter into grease 
after an hour or two of toil has given place to the late im- 
proved churns that bring the butter in from three to five 
minutes, and by draining off the milk the butter is washed 
free of all milk particles. 

The hand or baby separator is the handmaid of this 
modern churn. The “Black Betty” is no longer queen of the 
kitchen, but the range which the modern dealers provide (as 
handsome as an oak and French-plate sideboard), will bake 
his biscuits for him in from three to five minutes. After he 
enters the house and while he is washing his grimy hands, 
the cook puts his hot bread on the table ready baked before 
he gets his feet under it. The soft-coal and wood heaters 
are neat, attractive and so perfectly made that they provide 
regular heat, and when well managed keep the fire from day 
to day. The hard-coal nut is a hard one to crack and we 
cannot think of any bright thing about it (there’s no coal 
in it to make it bright) that is not already a chestnut. Yea, 
with hot-air or hot-water systems so perfect, so sensitive 
that an automatic device opens and closes the valves in the 
basement and whether the inmates be sleeping or waking 
the temperature all winter long is right. Is not that getting 
it down to a fine point? 


THE STORE OF THE FUTURE. 


The store of the future will have greater care as to fur- 
niture, as to arranging and classifying of goods, as to quan- 


tity of stock. When possible, the rooms should be wider 
than twenty or twenty-two feet. The tin shop and stove de- 
partment will be separate from stock so that it can be kept 
clean and the room quiet for business. Clerks will be ever 
on the alert to accommodate customers, and dealers or their 
help will deliver goods in the city by means of their auto- 
mobiles. 
CATALOGUE HOUSE COMPETITION MUST BE MET. 


We must prepare to meet the city concern that sends 
out the bulky catalogue. While we keep high-class goods 
that are cheapest for all to buy in the long run (and we 
should strive to educate the people into using the best goods), 
yet we should keep just such articles as will meet this city 
competition and show the people we can and do do it. We 
must fill completely the place we occupy, have the people 
know by every possible means that you are in business for 
the purpose of furnishing them the goods they need and 
thus control the trade at home. 

SHOULD GET ON A CASH BASIS. 

There is a growing desire and it is a “crying necessity” 
among hardware dealers to get to the cash system. Get busi- 
ness on a cash basis. This makes quicker sales, for margins 
are smaller. The best buyers will buy more because they 
buy for less—do not have to help the dealer carry some other 
slow or bad accounts. This system, too, kills off dead-beat 
fellows who infest every line of trade and prey upon de- 
fenseless dealers. 

AN ELEMENT OF COMMERCIAL STABILITY. 


There is an eye of suspicion out for the trusts which 
touch the retail hardware men. There are benefits arising 
from these, to be sure. There is an element of stability in 
the plan of taking orders for certain goods weeks and months 
before they are made. In that way the factories know what 
the demands are to be, for that season, and they do not 
load themselves up with one hundred per cent surplus and 
stultify and antiquate themselves by old and held-over goods; 
yet this plan requires the retail dealer to use more capital 
and unless he buys on a guarantee he may (and sometimes 
does) find himself on a down market where the sharp decline 
has enabled his competitor who did not buy early to get the 
advantage. 

A PROCRUSTEAN BED. 

It matters little what house is represented when you 
buy, the prices are practically one and the same. If you 
can save on freight, or if you can buy a better variety for 
your line from one than another, then select that man, but 
there is a Procrustean bed, and shrewd buyers are cut off 
to fit it and dullards are stretched to the same standard. 
This is under the reign of this “dead level” system; there 
is little to build up the individual so far as buying is con- 
cerned. Close attention to details; the saving of freights; 
a favorable location; remunerative side lines and other such 
circumstances for which he is but partially, if at all, respon- 
sible, may advance one dealer above another, but only these 
can. 

ACCOUNTS ARE COLLECTED CLOSER. 

The frugal hardware dealer of to-day will collect his 
accounts closer than the merchant of a few years ago. The 
world may owe every man a living, but the fellow who gets 
around on pay-day is the one who gets it. Get your money 
in this life—don’t wait for the next. 

HE STRIVES TO PLEASE THE PUBLIC. 


To sum up all, the modern hardware dealer is a live, 
courteous, methodical business man who strives to please 
the public, by keeping at their disposal a superior modern 
stock and makes cash prices that are enticing. 

Hardware men should not only be social and friendly at 
conventions like this, when it is understood that everybody 
tells the best he knows (be careful not to tell more than you 
know), on every subject pertaining to our business, but 
dealers in every town should stand together and assist each 
other whenever opportunity offers. 

THE TRAVELING MAN. 

There is one link in the commercial chain, one character 

in business, that we cannot and do not wish to eliminate, 




















































and that is the traveling man. Our hotels and trains would 
be as dull as the cemetery if it were not for the man with 
the grip. He is constant, courageous and irresistible. He 
never misses, always gets up when he falls down; always 
has a new joke; believes in up-to-date goods and ideas; is 
ready to sell whether you need ’em or not; but this army of 
traveling men are shrewd, vigorous, brainy—they are angels 
unaware—we could not do without them. They should have 
our prompt and respectful attention if we need them and 
they should wait until they come again if we do not need 
them, and they usually do. Here’s to the traveling salesman, 
and may his “shadder” never grow less. 

This paper was then discussed as follows: 

L. H. Kurtz, Des Moines, did not learn much to interest 
the hardware trade in his recent European trip. Had been 
thirty-seven years in hardware stores in America, so shunned 
them abroad, except in Lucerne, Switzerland. He went into 
a store there and found American hardware, cutlery, forks, 
rakes, hoes, etc., and they sold them as cheap there as they do 
here, paying freight, customs, etc. We pay too much for 
many of our lines. Hardware dealers take it much easier 
abroad than we do here. He told many interesting anec- 
dotes of his European trip. 

Chas. A. Swaine, Council Bluffs, says tendency of the 
times is to brighten up store, make displays more attractive 
and better arrange the stocks. Improvement has been quite 
marked in old cities as well as new ones. His experience 
is eighteen years in the hardware business, all in state of 
lowa. 

T. W. Ritter, Hedrick, has been in hardware business for 
fifteen years and gained much in listening to matured re- 
marks of older members. 

M. L. Corey, Argos, Ind., has been in hardware business 
twenty-four years; says broadening of views and charitable- 
ness to our neighbors is one of the tendencies of the times. 
We objected to our neighbors patronizing other dealers; we 
are broadening out. 

Harry Hall, secretary of the Nebraska Hardware Asso- 
ciation thanked the convention for the opportunity to be pres- 
ent and invited all to attend the Nebraska state meeting. 

Spirit of the times is association. Both jobbers and la- 
borers have their associations, why not retailers? His tin- 
ners told him Monday they were undecided what they should 
demand. In reply, don’t kill the goose which laid golden 
egg. Retail merchants outnumber manufacturers and jobbers, 
then why can not we through our national and state associa- 
tions compel recognition and demand just, equitable treat- 
ment? This meeting was an inspiration and a number of 
ideas came to him here which he will endeavor to introduce. 

S. B. Chapin, Union, for twenty-two years in hardware 
business, in a speech said that energy is the vital neces- 
sity of to-day. Business should run the man. Keep the 
store attractive and have goods where customers can see 
them. Too many merchants do not know what stock they 
have. He impresses upon clerks to keep old goods in front; 
new drawn stock takes care of itself. 

Lewis Wynn of Quincy, IIl., said he came to listen not to 
talk, but in eighteen years of traveling has visited a great 
many energetic merchants. Difference between store keepers 
and mrchants. Energetic business man keeps stock in good 
shape, enthuses energy with his clerks, uses energy in buying 
goods as well as in selling. A sleeper in buying is a laggard in 
selling. I:very member should aid, assist and put liwe into the 
state hardware association. A do-nothing policy accomplishes 
nothing. The association should have every dealer in the 
state in its membership. He then spoke of catalogue house 
abuse. 

Harry Hall, secretary of the Nebraska Association, told of 
local organization and said for sixteen years Lincoln hardware 
dealers have been at sea, but now they have a local association 
and are deriving benefit from it. 

The treasurer then made his report: 

The committee on insurance then read their report, as 


follows: 
We, the committee, would recommend as follows: That 
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the Iowa Retail Hardware Dealers’ Association proceed to 
organize an insurance company. 

That officers as follows be elected: A president, vice 
president, secretary, treasurer and a board of directors con- 
sisting of eleven members, one from each congressional dis- 
trict; that an executive committee of three be appointed by 
the board of directors. 

We recommend further that the officers of this proposed 
company examine into the merits of the Iowa Implement 
Dealers’ insurance company with a view of affiliating with 
same. 

Cuas. SWAIN, 

L. R. Migs, 

L. LINvENBERG, 
Committee. 


The following paper was then read by J. F. Doty on 


ENERGY IN BUSINESS. 





SHOULD BE BUSINESS MAN’S MOTTO. 


Energy should be a business man’s motto. Do not think 
so much of it that you never use it. Energy is necessary to 
the success of any undertaking. A man without energy will 
never be a merchant, only a store keeper. If energy is em- 
ployed in waiting on a customer he will call again because he 
knows you are a live merchant. An energetic merchant or 
salesman will meet the customer at the door, and the energy 
displayed will inspire the customer to buy quickly, as you 
demonstrate that you are a busy man, and that you have no 
time to visit that day. Visiting should be done outside of the 
store. At this day and age a business day is too short for 
anything but the transaction of business. An energetic busi- 
ness man will not sit upon the counter nor allow his clerks to 
do so, neither will he smoke in the store during business 
hours or permit it to be done by his employes. This may be 
thought a little severe by some, but it is only business. Smok- 
ing is a luxury and a pasttime, and an energetic business man 
can find plenty to do during business hours. _ 


SHOULD BE ENERGETIC BUYERS AS WELL AS SELLERS. 


An energetic business man uses as much energy in buying 
as in selling. He knows what he wants and buys quickly. He 
is posted on prices and knows when the best prices are quoted 
him. He is in position to place his order in the morning as 
well as in the afternoon. When a traveling man calls upon 
the energetic merchant business is done quickly. If stock is 
complete the fact is made known and no time is lost by 
either, and this is the merchant that buys his goods the cheap- 
est; for he is known to be a busy man and has no time to 
parley about prices, and it is known that if the best prices are 
not quoted, no business will be done by the traveler. 


THE BUSINESS DOES HIM. 


The store keeper has plenty of time for selling and plenty 
of time for buying, and plenty of time to sit upon the counter 
and spit upon the floor. He has plenty of time to-morrow for 
everything, consequently he does not accomplish much to-day. 
It costs him more to sell his goods because he uses up too 
much time. His goods cost him too much to buy because he 
uses up too much time in buying. In conclusion I might add 
that the store keeper does but little business, but in a short 
time the business does him. 

The convention then went into executive session, which 
lasted to 6:30 p. m., when they adjourned. 


THURSDAY EVENING SESSION. 


The Thursday evening session was devoted to the ques- 
tion box, which was opened at 8 p. m., and the following 
questions were discussed: 

Do you advertise in your local papers? 

Can a merchant handling a general stock become a mem- 
ber? 

Would county conventions be a help to the Iowa Retail 
Hardware Dealers’ Association? 

Would you think it advisable to send out representatives 
to get dealers to join the association? 
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Our membership is entirely too small. How can it best 
be increased? 

Is it profitable to handle Lisk or any other anti-rust tin- 
ware? 

How should a small dealer conduct a business to be the 
most successful? 

What is the name of the manufacturer who makes the 
Ramsey husking hook, and why should the hardware dealers 
buy them if they are sold by the catalogue houses for the 
same price that we buy them at? 

Is it best to stick to one line of stoves, or should you 
mix up? 

How is the best way to meet catalogue house competi- 
tion? 

Would it be practical to hire a man to solicit member- 
ship? 

How would you handle a farmers’ co-operative store in 
your town? 

Why are there not more members in the association? 
About 1,500 retail hardware dealers in Iowa, members about 
150, attendance about ninety. 

What relation is the paint business to the hardware, and 
is it a profitable business to the hardware dealer? 


FRIDAY MORNING SESSION. 


The Friday morning session of the Iowa Retail Hard- 
ware Dealers’ Association was scheduled to meet at 9:30 
a. m., but it was 10 a. m. before the meeting was called to 
order and Chas. Swaine started a discussion on “The Three 
Essentials—the Manufacturer, the Jobber, the Retailer.” He 
held that the jobber should recognize the retailer’s rights 
and not act in conflict with them. He was followed by L. H. 
Kintz of Des Moines, Mr. Barber, W. A. McIntire of Ottum- 
wa and Mr. Luthe, and also by one of the jobbers present. 

The committee on resolutions then presented their report, 
containing resolutions praising the president and secretary 
for the prosperous condition of the association and thanking 
them, advertisers were thanked for patronizing the program 
of the association and the Commercial Club and local job- 
bers were thanked for courtesies extended, and the efforts of 
the Iowa Retail Grocers’ Association in working for the 
passage of a wage exemption law were commended. 


The committee on nominations presented the names of 
W. A. McIntire, Ottumwa, for president, and L. Lindenburg, 
Dubuque, for vice president. Mr. McIntire declined and with 
discussion and by the use of Czar Reed’s tactics substituted 
the name of S. R. Miles, Mason City, in place of his own, 
and declared Miles elected president and Lindenberg vice 
president amid laughter and applause. 

Jacob Seither, Keokuk; J. Doty, West Liberty; L. Lin- 
denberg, Dubuque; James C. Paulson, Paul De Vol, Council 
Bluffs; C. S. Barger, Albia; L. H. Kurtz, Des Moines; C. R. 
Keating, Mt. Ayr; L. A. Grimes and C. E. Haas were then 
elected as members of the executive committee. 

On motion of C. S. Barger, Albia, Secretary M. L. 
Corey, Argos, Ind., secretary of the National Retail Hardware 
Dealers’ Association, was thanked for his address and his 
presence with the association. : 

After this an intermission was held. 

On business being resumed the executive committee an- 
nounced they had elected H. S. Vincent, Fort Dodge, secre- 
tary, and A. C. Veith, Oakland, treasurer. 

The officers of the association were also those of the 
insurance association. 

S. R. Miles of Mason City and H. S. Vincent of Fort 
Dodge were elected delegates to the national convention. 

H. S. Vincent, Fort Dodge; F. W. Ritter, Hedrick, and 
C. A. Swaine, Council Bluffs, were elected as members of the 
general committee. 

Des Moines was favored as the next meeting place of the 
association. 

The convention adjourned at 12 m. sharp. 

The following dealers were present: 

W. H. Keating, Ottumwa. 

J. B. Hay, Iowa Falls. 

J. J. McEvoy. 


Breckenridge & Co., Brooklyn. 
P. J. Gustavson, Harcourt. 
Rugtivy & Whitmore, Estherville. 
W. A. McIntire, Ottumwa. 

H. G. Wilcox, Griswold. 

W. F. Vogel, Malcolm. 

James Bonner, De Soto. 

N. W. Woodruff, Correctionville. 
G L. Miles, Grinnell. 

H. Pelton, Cherokee. 

H. C. Hansen, Clinton. 

T. E. Arenil, Cooper. 

G. W. Hoova, Audubon. 

F. O. Cunning, Le Grand. 

H. S. Vincent, Fort Dodge. 
W. H. Millard, Cherokee. 

J. J. Brown, Fort Dodge. 

A. M. Burdge, Winterset. 

C. Magnussen, Lyons. 

J. E. Thorp, Moravia. 

L. E. Clifford, Des Moines. 


P. N. Petersen, Council Bluffs. 
O’Dea Hardware Co., Valley Junction. 
B. F. Shreve, Weldon. 

L. B. Haberly, Selsworth. 

Hay Bros., Iowa Falls. 

W. Henderson, Story City. 

E. K. Anderson, Lamoni. 

F. M. Turs, Defiance. 

Grove Bros., Roland. 

K. L. Walter, Norway. 

S. R. Miles, Mason City. 

C. W. Brelsford, Council Bluffs. 
J. T. Doty, West Liberty. 

Itten & Talge, Cedar Rapids. 
George S. Lister, Manchester. 
F. A. Leonard, Collins. 

C. T. Schmidt, Marshalltown. 

A. C. Vieth, Oakland. 

R. J. Martin, Hancock. 

Schmidt & Son, Avoca. 

L. H. Kurtz, Des Moines. 
Swaine & Mauer, Council Bluffs. 
Castner Hardware Company, Albia. 
A. P. Arends, Aplington. 

K. S. Arhein & Son, Thompson. 
Armstrong & Sterns, Iowa Falls. 
Viland & Shortman, Slater. 
Henry A. Jons, Clarence. 

F. C. Smith, Kellerton. 
Schroeder & Cook, Victor. 

A. J. Hoffman, Murray. 

M. B. Rooney Company, Dubuque. 
Parsons & Stouffer, Iowa City. 
Frank Forbes, Arispe. 

J. W. Sarvis, Rose Hill. 

F. G. Hetzel, Avoca. 

William C. Roch, Lyons. 

B. A. Hand, Ottumwa. 

O. Wenner, Garrison. 

Bolinger & Barnum, Afton. 

H. C. Chapin, Union. 

George Haw, Jr., Ottumwa. 
James J. Sabolik, Cresco. 

F. B. Lamar, Cresco. 

T. W. Ritter, Hedrick. 

W. H. Critchfield, Ellston. 

A. M. Ensley, Chariton. 

H. H. Larimer, Chariton. 

C. S. Barger, Albia. 

L. Lindenberg, Dubuque. 


CONVENTIONALITIES. 





Geo. E. Willsie of the Keith Furnace Co., of Des 
Moines, welcomed his many friends at the Kirkwood. 

















Suite 7-11 at the Kirkwood Hotel is general head- 


quarters, where displays were made by Richards Mfg. 
Co., of Aurora, Ill., by their Mr. H. O. Spencer ; also 


by E. C. Atkins & Co., and by the L. J. Mueller Fur- 
nace Co., of Milwaukee, who were represented by 
Geo. C. Mueller, Frank J. Hannan and Geo. Carr. 














Parlor C was occupied by the Lennox Mfg. Co. of 
Marshalltown, Iowa, who were represented by their 
W. H. Heald, David Lennox and P. J. Schwie. 

No. 5 at the Kirkwood was occupied by the Joliet 
Stove Works, where their J. B. Reeve and F. E. 
Haverstuhl made everybody feel at home. 

Sam T. White, secretary and treasurer of the White 
Lily Washer Co., had a great many friends at the con- 
vention, and they all evidently were glad to see him. 

John H. Farquharson occupied Room No. 40, where 
he did his best to entertain in the name of the M. & 
D. Range Co. Every visitor took away a neat little 
aluminum thermometer as a souvenir. 

Magnus B. Rooney, who represented the Klauer 
Mfg. Co. of Dubuque, Iowa, was on hand looking after 
those of the hardware dealers who were interested in 
the sheet metal goods. 

R. B. Nixon, representing E. C. Atkins & Co., made 


Factories: Indianapolis, indiana. 
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himself more than usually popular by distributing a 
neat souvenir of a deck of playing cards. 

Wm. Petersen of the Lyon Specialty Co., of Lyons, 
Iowa, had working models describing some of his 
valuable inventions in hardware specialties. 
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Suite 7-11, at the Kirkwood, was the center of at- 
traction Thursday night. Jubilee singers, darkey band 
and a string orchestra provided mirth and melody. 

The main parlor at the Kirkwood was occupied by 
the Estate of P. D. Beckwith, Dowagiac, Mich. Their 
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rooms were rendezvous and their hospitality was dis- 
pensed by Julius O. Becraft, of the home office at 





Dowagiac, assisted by their Iowa representative, G. 
K. Parker. They made quite a hit with Doe-Wah 
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Jack, an Indian in full regalia. He was a perfect 
representation of the Indian they have been making 
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so familiar in their trade announcements. They gave 
away a valuable souvenir in the shape of a souvenir 
spoon and also had match boxes and stick pins galore. 


The Cole Mfg. Co., Chicago, were represented by 
Miles Foott and Mr. Dugueste in room 42 of the Kirk- 
wood, where they had samples of Cole’s hot blast stove 





on exhibition. They were also giving away a hand- 
some celluloid souvenir button showing one of these 


stoves that was in keen demand by the delegates. 


The most interesting sight in Des Moines is the spe- 
cial exhibit of the Brown & Hurley Hardware Co. 
They secured the adjoining building, 25x130 feet, and 
had it decorated tastefully. Partitions were arranged 
not only to divide individual displays but to admit 
of showing certain lines to better advantage. Over 
250 visitors have gone into ecstasy over the effective 
arrangement and attractive display and many a hard- 
ware dealer has secured hints to dress his store and 
windows upon his return. Almost every article be- 
longing to a well arranged hardware store is attrac- 
tively shown. One large room contained sporting 
goods and cutlery. Artistic panels, show saws and 
edge tools; hammocks were swung with pretty effect. 
A pyramid is used to show tin plate. Paints and 
brushes were shown. House furnishing goods, re- 
frigerators, tinware and hollow ware were attractive- 
ly shown. Five life-size figures were used to display 
to better advantage certain lines, and included a ten- 
nis player, hunter, carpenter, foot ball player. A regis- 
ter was provided and each one writing his name was 
entitled to a guess, the one coming nearest to guessing 
correct number articles shown in this exhibit will get 
a prize. As the guesses range from 2,600 to 31,369, 
there is a wide latitude. Too much credit cannot be 
given this enterprising firm for this undertaking, and 
their Mr. E. W. Brown directed the display and ar- 
rangement. An orchestra played lively airs from a 
balcony. Colored jubilee singers furnished melody 
and all visitors were repaid for the call. Assisting 
in entertaining and welcoming visitors were: E. W. 
Brown, T. E. Hurley, M. K. Hemingway, O. F. Mar- 
tin, R. F. Manatt, R. M. Candre, Frank Van Patten, 
Chas. Glenn, W. S. Lacy, F. W. Kruse, C. S. Lewis, 
E. Heidt, James Brown, Charles Graham. 


The Voss Bros. Mfg. Co., Davenport, Ia., were rep- 
resented by Chas. E. Mearns and W. H. Voss, and 
were showing an Ocean Wave washer in the corridors 
of the Kirkwood. 


CAMP FOLLOWERS. 





J. Heald, Lennox Mfg. Co., Marshalltown, Iowa. 

J. J. Dalton, Stowell Mfg. & F’dry Co., S. Milwaukee, 
Wis. 

Miss Annis B. Porter, E. Z. Mfg. Co., Galesburg, LIl. 

O. A. Smalley, Wallis, Robinson & Co., Chicago, III. 

A. J. Collins, Majestic Mfg. Co., St. Louis, Mo. 

Wm. Petersen, Lyons Specialty Co., Lyons, Iowa. 

Chas. E. Mearns, Voss Bros. Mfg. Co., Davenport. 

W. H. Voss, Voss Bros. Mfg. Co., Davenport. 

Geo. V. Nelson, A. J. Lindemann & Hoverson Co., Mil 
waukee. 

J. B. Reeve, Joliet Stove Works, Des Moines. 

F. E. Haverstuhl, Joliet Stove Works, Des Moines, Iowa. 

J. H. Farquharson, M. & D. Range Co., Chicago, IIl. 

Sam T. White, White Lily Washer Co., Davenport, Iowa. 

Geo. E. Willsie, Keith Furnace Co., Des Moines, Iowa. 

R. B. Nixon, E. C. Atkins & Co., Indianapolis, Ind. 

W. M. Fulton, the Malleable Steel Range Mfg. Co., South 
Bend, Ind. 

David 
Iowa. 

George B. Carr, L. J. Mueller Furnace Co., Milwaukee, 
Wis. 

H. C. Wing, Belleville Stove Works, Belleville, Ill. 

Geo. W. Trout, Trout Hardware Co., Chicago, IIl. 

Chas. Matthews, the Columbia Mfg. Co., Columbia, Mo. 

Harry A. Engman, Jr., the Malleable Steel Range Mfg. 
Co., South Bend, Ind. 

A. X. Smith, Ringen Stove Co., St. Louis, Mo. 

H. O. Spencer, The Richards Mfg. Co., Aurora, IIl. 

T. L. Watson, Bridge & Beach Mfg. Co., St. Louis, Mo. 

J. M. Walters, Bridge & Beach Mfg. Co., St. Louis, Mo. 

E. B. Waterman, Germer Stove Co., Erie, Pa. 

C. E. Hughson, Knapp & Spencer Co., Sioux City, Iowa. 

J. A. Harps, J. A. Harps Mfg. Co., Greenfield, O. 

J. L. Parker, Estate of P. D. Beckwith, Dowagiac, Mich. 

J. O. Becraft, Estate of P. D. Beckwith, Dowagiac, Mich. 

Magnus B. Rooney, Klauer Mfg. Co., Dubuque, Iowa. 

C. Brantzel, Majestic Range Co., St. Louis, Mo. 

E. W. Brown, Brown Hurley Hardware Co., Des Moines, 
Ta. 

T. E. Hurley, Brown Hurley Hardware Co., Des Moines, 
Ta. 

M. K Hemingway, Brown Hurley Hardware Co., Des 
Moines, Ia. 

O. F. Martin, 
Moines, Ia. 

R. F. Manatt, Brown Hurley Hardware Co., Des Moines, 
Ta. 

R. M. Candie, Brown Hurley Hardware Co., Des Moines, 


Lennox, Lennox Machine Co., Marshalltown, 


Co., Des 


Brown Hurley Hardware 


la 

Frank Van Patten, Brown Hurley Hardware Co., Des 
Moines, Ia. 

Chas. Glenn, Brown Hurley Hardware Co., Des Moines, 
Ta. 

W. S. Lacy, Brown Hurley Hardware Co., Des Moines, Ia. 

F. W. Kruse, Brown Hurley Hardware Co., Des Moines, 
Ia 

C. S. Lewis, Brown Hurley Hardware Co., Des Moines, 
la. 

E. Heidt, Brown Hurley Hardware Co., Des Moines, Ia. 

James Brown, Brown Hurley Hardware Co., Des Moines, 
Ta. 

Charles Graham, Brown Hurley Hardware Co., Des 
Moines, Ia. 

M. L. Corey, Argos, Ind., secretary National Retail Hard- 
ware Dealers’ Association. 

H. J. Hall, Hall Bros. Co., secretary Nebraska Retail 
Hardware Association, Lincoln, Neb. 

D. M. Grove, Iowa Implement Mutual Insurance Asso- 
ciation, Nevada, Ia. 

J. C. Foss, White Lily Washer Co., Davenport, Ia. 

L. K. Wynn, Gem City Stove Mfg. Co., Quincy, III. 
P. A. Pamplin, Buck’s Stove & Range Co., St. Louis, Mo. 














W. G. Benedict, Buck’s Stove & Range Co., St. Louis, 
Mo. 

W. B. Barney, Fuller-Warren Co., Milwaukee, Wis. 

F. E. Rouse, American Wringer Co., 99 Chambers street, 
New York. 

F. M. Yentzer, J. E. Porter Co., Ottawa, IIl. 

A. P. Lundgren, Detroit Stove Works, Detroit, Mich. 

W. H. Partridge, the Iron Age, New York, N. Y. 

H. R. Cooley, Racine Wagon & Carriage Co., Racine, 
Wis. 

Frank K. Berry, American Stove Co., Standard Light- 
ing Co., div. Des Moines, Ia. 

Miles Foott, Cole Mfg. Co., Chicago. 

E. L. Bugnette, Cole Mfg. Co., Chicago. 

Daniel Stern, THE AMERICAN ARTISAN, Chicago, III. 

Wm. Robert Yendall, Jr., Sard & Co., Chicago, III. 

J. W. Forbes, Rathbone, Sard & Co., Aurora, III. 


~~ - 
or 


BUSINESS CHANGES. 








NEW FIRMS. 


Tabor, Ia—R. J. Mawhor and T. A. Goudy. 
Butler, Ia—B. L. De Long. 

Myrtle Creek, Oregon.—B. A. Hunsaker. 
Cul De Sac, Idaho.—Farr, Lewis & Farr. 
Lawrenceburg, Ky.—D. C. Hagerman & Co. 
Harrisburg, Va.—Rohr & Driver. 


CHANGES. 


Hutto, Tex.—C. Hanson is succeeded by A. Eikel. 

Spencerville, O.—B. H. Henry has secured a half interest 
in the Hart Hardware Co. 

Taylorville, I1l—F. W. Duvall succeeds Theo. Neu in the 
firm of Coplin & Neu, 

Athens, Tenn.—McKeldin & Watson and Reed Brothers 
have dissolved and a new company has been formed under 
the name of McKeldin & Reed Co. 

Jackson, Mich—The Starr Hardware Co. succeed. Chas. 
E. Barnard. 

Worth, Mo.—Bressler Brothers & Hurst are succeeded 
by John Costin. 

Lowville, N. Y.—Clinton L. Jacques and Chas. Jacques 
will open a hardware and plumbing establishment in the near 
future, 

Humphrey, Neb.—Joe Beller and Martin Weidner succeed 
C. J. Steiner. 

Nelson, Neb.—Horner & Johnson succeed S. S. Penny. 

Edgar, Neb.—J. H. Patitz succeeds O. S. Morrill. 

Crookston, Minn.—Brown & Duckstadt and E. B. Gus- 
tafson have consolidated and the firm name will now be 
Duckstadt & Gustafson. 

Oregon, Wis.—Geo. Andrews has gone out of business 
in Evansville, Wis. 

Logan, Ila—A. W. Mann is succeeded by Devine & Cad- 
well, 

Rockford, Ill—Chas. Shore and Harry Gummill succeed 
Geiseman & Nesemeier. 

Moulton, Ia—A. T. Haney has sold out his hardware 
store. 

Oakland, Cal.—The Pierce Hardware Co. are succeeded 
by the Pierce Hardware Co., Inc. 

Juda, Wis.—Chas. Hall is succeeded by G. B. Lahr. 

Escanaba, Mich—Schemmel & Johnson have dissolved 
partnership and the firm name will now be the Schemmel 
Hardware Co. 

Dallas, Ia—C. F. Ellerman & Co. are succeeded by S. M. 
Reiste & Co. 

Heyforth, Ill—J. L. McComb & Sons have dissolved and 
their two sons will conduct the business under the firm name 
of McComb Bros. 

St. Anthony, Idaho.—N. Belcher is about to admit A. T. 
Marshall as a partner. 

Spring Grove, Minn.—F. G. Ristey succeeds to the Hoegh 
hardware stock. 

Waterloo, Ia—U. G. Kramer & Bachtell succeed the 
Boehmler Hardware Co. 
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Hidalgo, IIL—B. F. Stam and D. E. Bowers have gone 
into partnership. 

Greenup, I1l—J. G. Sample succeeds D. Clem. 

Owosso, Mich.—A. E. Shannon has retired from the 
Owosso Hardware Co, 

Anderson, Ila—Thomas Thomas has purchased the in- 
terest of his partner, and will in the future conduct the 
business alone. 

Randall, Kans.—Hart Bros. & Co. succeed W. H. Joslin. 

Shannon, Ill—Chas. Shore and Harry Gummill succeed 
Geiseman & Nesemeier. 

Lincoln, II—W. B. Stroud is succeeded by Wm. Fer- 
guson. 

Glenwood, Wis.—Moses Y. Cliff succeeds the Peterson 
Hardware Co. 

Grass Valley, Oregon.—W. F. Wiegant & Co. succeed J. 
H. Smith & Co. 

Boise City, Idaho.—The Keer Hardware Co. succeeds the 
Capital Hardware Co. 

Paris, Tex.—Haggard & Speakes have dissolved. 

Vilonia, Ark.—J. N. Simpson & Sons are succeeded by 
J. N. Simpson. 

Maryville, Tenn.—Hitch & Laurens succeed D. R. God- 
dard & Co. 

Martin, Tenn.—W. J. Burchard & Co. are succeeded by 
Elder & Gray. 

Carnsville, Ky.—Boyd & Foster succeed C. E. Kidd. 

Lowesville, Va.—Fulcher & Drummond succeed Fucher 
Ashby. 

Dalhart, Tex.—The Jones Hardware Co. succeed Jones 
& Wright. 

Red Springs, N. C—W. H. Carr succeeds Car & McNeill. 

Lawrenceburg, Ky.—D. C. Hagerman & Co. 

Chattanooga, Tenn.—Cayler & Singleterry succeed F. M. 
Singleterry. 

Richmond, Va.—Carneal & Davis are succeeded by Sit- 
terding, Carneal & Davis Co. 

Hubbard, Tex.—Geo. W. Weatherby succeeds Jarvis & 
Weatherby. 

Augusta, Ark.—Harolson & Vincent are succeeded by the 
Augusta Hardware & Furniture Co. 

Sevierville, Tenn.—Trotter & Seaton are succeeded by the 
Sevierville Hardware Co. 

Gainesville, Tex.—Ray, Blocker & Co. have dissolved; 
Blocker will continue the business in the future alone. 

Kosse, Tex.—Robertson & Gibbs have changed their style 
to the Gibbs Hardware Co. 


MISCELLANEOUS. 

Corydon, Ia.—J. Riley; burglarized. 

Garwin, Ia—R. Rasmussen has added a stock of hardware 
to his line of groceries. 

Rio, Wis.—Hanson & Wilson; fire loss. 

Belle Plaine, Ia—A. E. Glines & Co. are erecting an ad- 
dition to their store. 

Polo, Ill—H. M. Funk; fire loss. 

South Lorain, O—H. Kohlmeyer are erecting a new 
three-story brick building. 

Dexter, Mo.—Miller, Ulen & Carter; burglarized loss. 

Fort Collins, Colo—G. A. Peterson has moved into his 
new building. 

Lockport, N. Y.—Duncan McPherson; fire loss. 

Jonah, Tex.—The Jonah Hardware Co.; fire loss. 

Shelly, Minn.—Hanson Bros.; fire loss. 

Asheville, N. C—Brown Northup & Co.; fire loss. 

Spearfish, S. D.—John Wolsmuth; fire. 

Seattle, Wash—The Piper & Taft Hardware Co., bur- 
glarized, loss $600. 

Spokane, Wash._-The Jensen-King Byrd Co., increase of 
capital stock to $150,000. 

Janesville, Wis.—T. W. Lowell, burglarized, loss $400. 


~~ = 








Beneath this turf a simple corpse is laid— 
The ashes of a poor and troubled soul, 
Who whooped things up through light and shade, 
And died because he couldn’t purchase coal. 
—Western Publisher. 
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Heating and Ventilating 





F. W. Spars, F. P. Kernan and H. J. Sparks are 
the incorporators of the Inferno, capitalized at $1,510, 
for the manufacture of heating and lighting apparatus. 


Wm. B. Salmon, John O. Park, Danpurt Jensen, 
Chas. Houchgeseng and Adam Sherrer are the incor- 
porators of the Salmon Heater & Mfg. Co., Hackets- 
town, N. J., capitalized at $50,000, for the manufac- 
ture of steam heaters. 


The Kewanee Boiler Co., Kewanee, Ill., with Chi- 
cago office at 167-169 East Lake street, are manufac- 
turers of Tabasco water heaters, all steel self-feed 
shaking grate for small residences, green houses, flats, 
hotels, baptistries, bath houses or any place where a 
supply of hot water is needed. 


The Richmond Co. of Norwich, Conn., are manu- 
facturers of Richmond tank heaters, which have extra 
deep fire pots and are equipped with the celebrated 
Richmond triangular grates. They are especially 
adapted for heating small cottages, conservatories, 
offices and stores, and for furnishing large quantities 
of hot water for residences, bathrooms, apartment 
houses, laundries, hotels, barber shops, baptistries, sta- 
bles, etc. The boiler proper of each is one casting. 

-eoo- 


IMPROVED HERO GRATE. 





The Chas. Smith Co., 122 Lake street, Chicago, 
have made some important improvements in their 
Hero furnace for 1903. Smith’s triangular revolving 
The 


grate is used with each bar looped separately. 





Grate in Improved Hero Furnace. 


replacing of any bar is an easy matter. All four bars 


are now shaken with each movement of the shaker. 
The fire pot and dome are heavily corrugated. All 


joints are cup joints and there is a deep ash pit in- 
suring long life to the grate. The radiator in this fur- 
nace is made in two parts arid connected with rib joint, 
giving it great strength to resist unequal or sudden 
expansion. The height of the front makes it con- 
venient to turn the smoke collar toward point nearest 
to chimney. The lift door in lower part of feed door 
is a new feature of this furnace, enabling any one to 
check the fire without going down stairs. 


WILL HELP B.T. T. 


To THE AMERICAN ARTISAN. 

In regard to Mr. B. T. T.’s steam plant, I would like 
to ask Mr. B. to send me the name and size of the 
boiler that he is using and a sketch with measure- 
ments and size of pipe and I will send him a plan, so 
that he can do the work in a correct and practical way. 
Many times do we hear, “Why isn’t there more said 
about steam and hot water heating” in the good old 
book THe AMERICAN ARTISAN. My answer for that 
would be, because there are too many bull dogs in the 
back yards ready to jump at all answers of that kind, 
and I think that there are a good many others who 
think the same. There are many good men who read 
THe AMERICAN ARTISAN who would be willing to 
help others who get into trouble, but fear that some 
one is waiting to giv’e him or they a good roasting. 
Now, why not be a gentleman and not stand there like 
a bull dog ready to jump at the first man that comes 
along? Now, Mr. B. T. T., if you write to me and 
send to me a sketch with measurements we'll have no 
trouble in getting the plant to work correctly. 

“PLUMBER.” 

Olin, Iowa, Feb. 10, 1903. 

PERFECTION STEEL ROLLER BEARING DOOR 
HANGER. 





The C. S. Smith Mfg. Co., Milwaukee, Wis., for 
whom Wagner & Marshall, 40 Dearborn street, Chi- 
cago, are sales agents; are.man- 
ufacturers of the Perfection 
steel roller bearing door hang- 
er shown herewith. This is an 
° all steel hanger, excepting the 
wheel, which is furnished either 
cast iron strongly made, or 
stamped out of special steel, 
and has a deep groove to pre- 
vent jumping the track. The 
axle and roller bearings are 
made from a special steel adapt- 
ed for the purpose. The hang- 
er is well made throughout, fin- 
ished nicely in baked japan, 
and is furnished with or with- 
out roller bearings. The trade 
should write this firm for one 
of their latest catalogues. When 
writing kindly add: “Saw it in 
THE AMERICAN ARTISAN.” 
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AS VALUABLE AS THE AISIERICAN ARTISAN. 


PERFECTION 





Perfection Steel Roller 
Bearing Door Hanger. 





H. L. McNamara, Janesville, Wis., writes: “We 
received your Manual of Business some time ago and 
on looking it over we find that it contains almost all 
the business forms which come into any ordinary run 
of business. We consider this as valuable as we do 
your paper.” 


C. De Witt Wagner writes: “ ‘Manual of Business’ 
received. I must say it is a very useful book for any 


one to possess.” 














__Tinshop. 


FOUNTAIN. 











Herewith are patterns for a fountain. The base of 
the design is square, and is built in three sections, A, B 
and C, each section soldered together separately. Be- 
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FOUNTAIN 














gin with lower section, form and bend top and bot- 
tom edges at right angles (indicated by lines on pat- 
tern) and solder the corners firmly together and brace 
it inside to keep it square. Form the middle section 











or bead half round so that its radius will be three 
inches, turn edges about three-sixteenths of an inch, 
as shown in cut, and solder together at corners; also 
solder about two braces in each side, same as you 
would in eave trough. 

Now take pattern Fig. 4, cut out scroll, and after 
straightening out place it on pattern, Fig. 5 and by 
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means of a hot copper sweat it on one end; to keep it 
in position lay it on a smooth stake (scroll down), 
and with a mallet draw out impression, then repeat 
operation on the other three parts, bend edges (as 
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shown in cut) and solder. Cut plate for top eleven and 
one-half inches square, turn edges three-sixteenths of 
an inch, cut a two-inch hole in center and solder to 
top section. 
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Pattern for Bead om Base 


=e idee 3 
Now solder bead to base and top of head, and the 
base of fountain is finished. 
The bending of edges on the various parts not only 


stiffen the work, but will keep the metal from buckling 
when the soldering copper is applied. 
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Pattern for Bow! 12 Pieces 
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The bowl and foot is composed of twelve pieces each 
and are put together in two parts. In cutting pieces for 
the same be very careful to get them all alike. For 
raising ribs in leaf on bowl patterns cut a piece of No. 
18 iron four inches long by two inches wide, and one 
two inches by same width, the latter to be curved (see 
pattern). Lay the leaf on a piece of pine board, place 
edge of 4-inch iron longitudinally on leaf and strike it a 
smart blow with a hammer, then take curved piece for 
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Bection showing how Parts Me 


are put together. * 

side ribs and proceed in like manner. Put bowl and 
foot of same together in two halves, butt pieces to- 
gether and tack them with a drop of solder about every 
inch, after both halves are together, then solder firmly 
by putting in strips about five-eighths inches wide, and 
as long as the joints. Solder foot to bowl and fasten 
bottom as shown in cut (punch two one-half inch holes 
in bottom for supply and waste pipe). The bead for 
bowl may be soldered together in one ring and slipped 
over or soldered to bowl piece for piece. Cut for lower 
part of foot a disk ten and one-fourth inches in 
diameter, raise about one inch high, wire the edge and 
solder to foot (leave hole for pipe). 
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The top bowl, Fig. 3, is cut twelve inches in diame- 
ter, and after cutting out leaves is raised. Punch one- 
half inch hole in center and solder to tube, Fig. 2. Make 
tube or nozzle, Fig. 1, with can screw, Fig. 5, at lower 
end, so the same can be removed and cleaned if nec- 
essary; the supply and waste pipes, Fig. 7, can be 
made in gutter beader. The whole work may be made 


of either galvanized iron or tin. 
- -+ee $$ 


FROST KING CREAM SEPARATOR. 








The Lawrence Mfg. Co., Toledo, Ohio, are manu- 
facturers of the Frost King cream separator shown 
in the accompanying cut. 

In this separator the inner can may be removed by 
simply unscrewing faucet which can be done with ease. 

The form of the inner can is such as to allow of its 
being easily cleansed, being of sufficient width to allow 
of every part being reached with- 
out trouble—a very important 
feature owing to the importance 
attached to cleanliness in milk 
utensils. 

It is designed in such manner 
as to obtain the largest amount 

mana lee Ghisen of cooling surface, and the water 

Separator. comes in direct contact with every 
portion of the milk receptacle. 

The inner can is constructed with concave bottom 
of which this firm are the originators. 

Each separator is fitted with this firm’s patented 
Star perfection strainer, cover and aerator which 
forms, not only a perfect strainer, but at the same time 
when reversed acts as a dust and insect proof cover, 
and being constructed with adjustable ventilating tube, 
allows of perfect ventilation, which is very important 
in order to insure butter of first quality. 
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KEY TO STEEL SQUARE. 








The accompanying cut shows a new framing device 
enttled key to the steel square, that is being placed 


STEEL SQUAR 


BY A.w. ODS, ° 
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on the market by A. W. Woods, Lincoln, Neb. It 
is meeting with favor among carpenters and builders 
throughout the country. The device is of metal 3% 
inches in diameter, with white enameled face and 
black letters and figures. On either side is pivoted a 
reading disk that can be turned to any pitch desired 
from I to a 24 inch raise per foot run. A slot in the 
disk exposes the figures to use on the steel square for 


that pitch for all the cuts, lengths and bevels in the 
roof for either square or octagon cornered building. 
The illustration shows the instrument set for the one- 
third pitch. The other side has a similar disk but is 
divided into degrees, whereby timbers may be framed 
to any desired angle. A neat little illustrated book 
of instructions and morocco case suitable for carrying 
both book and key in the pocket is given with each 
key. When writing for particulars kindly add: “Saw 
it in THE AMERICAN ARTISAN.” 
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NOTES AND QUERIES. 








CHEAP GAS MANTLES. 
From John H. Roberts, West Homestead, Pa. 

Where can I buy cheap gas mantles? 

Ans.—Butler Brothers, Chicago, IIl. 

FIVE AND TEN CENT HARDWARE NOVELTIES. 
From John H. Roberts, West Homestead, Pa. 

Where can I buy hardware novelties for five and ten 
cent counters? 

Ans.—Butler Brothers, Chicago, III. 

HOYT STEEL RANGE. 
From Evenson Brothers, St. Peter, Minn. 
Who makes the Hoyt Steel Range? 
Ans.—The Hoyt Mfg. Co., Milwaukee, Wis. 
STEAM AND HOT WATER HEATING. 
From Wm. J. Weber, Dayton, Ohio. 

Have you any books on steam and hot water 
heating ? 

Ans.—“Steam Heating for Buildings or Hints to 
Steam Fitters,” by W. J. Baldwin, price $2.50; “Heat- 
ing by Hot Water,” by Walter Jones, price $1.00; 
“Modern Plumbing, Steam and Hot Water Heating,” 
by James J. Lawler, price $5.00, are all for sale by 
Daniel Stern, 69 Dearborn street, Chicago, III. 

PLUMBERS ESTIMATE BLANKS. 
From Carl A. Johnson, Escanaba, Mich. 

Have you any contract or estimate blanks such as 
plumbers use? 

Ans.—Can any of our readers answer this question? 

TINNED STEEL SPRING WIRE. 
From August Plock, Burlington, Ia. 

Where can I buy tinned steel spring wire? 

Ans. Gilbert & Bennett Mfg. Co., Georgetown, 
Conn.; Malin & Co., Cleveland, Ohio, and the New 
Haven Wire Mfg. Co., New Haven, Conn. 

WELSH CHARCOAL TIN PLATE. 
From Gemke Bros. & Busch, Delphos, Ohio. 

Where can we obtain the best grade of improved 
Welsh charcoal tin plate? 

Ans. American Tin Plate Co., Battery Park bldg., 
New York, N. Y. 





a 
The death of Col. Ira Ayer, for a number of years 
special tin plate agent of the United States Treasury 
Department, took place at his residence in Brooklyn, 
N. Y., on Feb. 3d. Col. Ayer was a Virginian sixty- 
seven years of age, and left a widow and six children. 

The National Enameling and Stamping Co. have 
just won an important suit in the United States Circuit 
Court, Hartford, Conn., against Louis Haberman. 
This concern brought a suit to restrain Haberman 
from engaging in the business of manufacturing en- 
ameled ware. A demurrer of the defendant was over- 
ruled with costs. 
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Stove Polish. Tape Measures. 





Between the hills the road winds down, 

Thick carpeted with leaves of brown; 

November chill is in the air, 

The sullen sun hath waned, and there 
A woman walketh lone. 


Dark is the road ’twixt age and youth, 
Strewn thick with fallen hopes and ruth; 
Long hid by dark clouds of despair, 
The sun of joy hath set, and there 
A woman walketh lone. 
—Jeanette Hoogesteger in Wisdom. 
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CHANCE OF A LIFETIME. 








She fixed his cravat and then 

Looked up in his eyes! Oh, men 
Are so timid sometimes! Her air 
Was so sisterly, too—and ne’er 

May the chance be offered again. 


By the clock it was half-past ten; 
Alone in her father’s den 
With the man who was trembling there, 
She fixed his cravat. 


It is shameful to have to pen 
The fact that his feeble ken 
Gave him not the courage to dare— 
Ah! pity the maiden fair!— 
The fool didn’t kiss her when 
She fixed his cravat. 
—S. E. Kiser in Chicago Record-Herald. 





To advertise the world is keen. 
From boat, or rail, lo, every scene 

Displays the art in various-wise. 

On fence, and wall, the traveler spies 
The thin grown stout, the fat grown lean. 
Yea, men in plasters stand serene; 
There’s nothing now that mortal screen— 

Small marvel if the dead should rise 

To advertise! 

The secret of the art you’d glean? 

For ’tis the shrewdest art, I ween; 

Your ignorance excites surprise. 

Good Sirs, attend. Here wisdom lies; 

To advertise—what does it mean? 
To advert eyes! 

—Samuel Minturn Peck, in Profitable Advertising. 
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IF WE BUT KNEW. 





If we but knew the secret of that power 

That opes the bud in early days of spring, 

If we but knew what makes the robin sing 

His wondrous song just at the matin hour, 

If we but knew the priceless boon and dower 

Of human life when man is truly king, 

If we but understood the little thing 

That vexes us just at the present hour, 

If we but knew—ah, well, ’tis vain to sigh 

And speculate on things beyond our ken! 

We know that earth is fair and life is sweet, 

And something tells us that we cannot die, 

And if we live and love the good, ah! then 

We face to face with truth some day must meet. 
—Clarence Hawkes in the Outlook. 
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Trade Report. 


CHICAGO IRON MARKET. 


The widespread storm which is afflicting the central 
west has stirred up some little interest in spot iron, and 
has added to the burdens of those industries who are 
striving to secure sufficient fuel to keep running. 

Sales have been confined to small quantities for 
immediate or early delivery. 

There has been very light inquiry for extended 
delivery, and many varied opinions are held as to the 
probable future of the market, the “bull” and “bear” 
side not being confined respectively to the buyer and 
seller as is usually expected. 

At the same time, it is the all important question just 
now and there is some hard thinking being done by 
both seller and consumer. 

Since last report there has been no appreciable 
change in the situation. 

In one way or another sufficient iron is being sup- 
plied to keep foundries busy, and it is perhaps just this 
condition of affairs that prevents the buyer betraying 
any particular uneasiness to his future supply. 

Most furnaces are carrying a large delinquent ton- 
nage, and if there is no change in this direction, we 
shall be well into the second half of the year before 
things begin to even up and furnaces develop any 
pressing need for orders. 

Foundries generally report plenty of work on hand 
and the outlook promising for a continuation of ac- 
tivity. 





JACK CHAINS. 
Iron jack chains are now quoted at a discount of 
60 per cent. Brass jack chains are now quoted at a 
discount of 60 per cent. 





WASHING MACHINES. 

Boss washing machines No. I are $57.00 per doz; 
Boss washing machines No.. 2 are $63.00 per doz; 
Boss washing machines No. 5 are $69.00 per doz; 
Boss washing machines No. 3 are $60.00 per doz. 





FRY PANS. 
Acme solid-handle fry pans are now quoted at a dis- 
count of 66 2-3 and 5 per cent. 





BENCH SCREWS. 
Iron bench screws are quoted at a discount of 30 per 
cent. 





GRAIN CRADLES. 
Morgan’s Grapevine grain cradles are listed at 
$20.50 per doz. 





HAY KNIVES. 
Holt’s Genuine Lightning hay knives are quoted at 
$6.50 per doz; Lightning pattern are quoted at $6.25 
per doz. 


GRASS HOOKS. 
Common grass hooks No. 2 are $1.70 per doz; No. 
3 are $1.75 per doz; German grass hooks are $1.90 per 
doz. 





BRIGHT CHARCOAL PLATES. 

1C 14x20 are quoted at $7.65 per box; 1X 14x20 
are quoted at $8.90 per box; 1XX 14x20 are quoted at 
$10.15 per box; IXXX 14x20 are quoted at $11.40 
per box; 1XXXX 14x20 are quoted at $12.65 per box; 
IC 20x28 are quoted at $15.05 per box; 1X 20x28 
are quoted at $17.55 per box; 1XX 20x28 are quoted 
at $20.05 per box. 





COKE PLATES. 
1C 20x28, 180 Ibs., are quoted at $8.75 per box; 
IC 20x28, 200 Ibs., are quoted at $9.00 per box; 1C 
20x28, 216 lbs., are quoted at $9.25 per box; 1X 
20x28, $11.25 per box. 





PLATES. 

Twelve thousand tons constitute the shipments of 
the week, despite the fact that few orders can be taken 
for early business. The market is strong and prices 
remain unchanged, as foliows, at Chicago for mill 
shipment: Tank steel, %4-inch and heavier, 1.75¢ to 
2c ; flange, 1.85c to 2.10c ; marine, 2.10c to 2.20c. There 
is an improvement in the demand for shipment from 
local yards, and the market is hardening in tone, but 
prices are without essential change as follows: Tank 
steel, 44-inch and heavier, 2.25c to 2.35c; tank steel, 
3-16-inch and No. 8, 2.30c to 2.45c; flange, 2.50c to 
2.60c, all f. o. b. warehouse, Chicago. 





SHEETS. 

The demand for black and galvanized sheets con- 
tinue active, and the market is hardening. Quotations 
for mill shipments, carload lots, f. o. b. Chicago, are 
as follows: No. 20, 2.50c to 2.55c; Nos. 22 and 24, 
2.55¢ to 2.65c; No. 26, 2.65c to 2.75c; No. 27, 2.75¢ to 
2.85c; No. 28, 2.85¢ to 2.95c. Small lots from store 
continue to sell at from 1I5c to 20c over mill prices. 
Galvanized sheets have continued in active demand, 
and the market is hardening in tone. Sales have been 
made on the basis of 75 and 10 and 5, Chicago, for mill 
shipment, and 75 and 5 on the base price for local 
stocks. 





BILLETS. 

As far as round lots are concerned the market is 
dull. Prices are entirely nominal at $30.50 to $31, 
f. o. b. Chicago, for either domestic or foreign Bes- 
semer. Sales are reported on the eastern seaboard at 
$28, duty paid. Ina jobbing way there have been sales 
of open hearth forging billets at prices ranging from 
$35 to $40, according to analysis, buyer and time of 
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delivery. Several special lots have been sold in 100- 
ton lots at $34 to $35, f. o. b. mill, Chicago. 








MERCHANT STEEL. 

The demand for spring steel is some improved, but 
merchant steel, as far as new business is concerned, 
is quiet. For mill shipment prices are as follows: 
Smooth finished machinery steel, 2.013%4c to 2.1142c; 
smooth finished tire, 1.96%c to 2.11%4c; open hearth 
spring steel, 2.66%4c to 2.76%4c; toe calk, 2.31¥2c to 
2.46'4c; sleigh shoe, 1.86%4c to 1.96%4c; cutter shoe, 
2.41'%4c to 2.61%c. Ordinary grades of crucible tool 
steel are quoted at 6%c to 8c for mill shipments ; spe- 
cials, 12c upward. 





TIN. 

Tin has advanced materially since last week’s re- 
port, spot being quoted at 29@29.50c for round lots 
in New York; futures, 29@29.50c; jobbing, 30@3Ic. 
London was last cabled easy, at £132 12s 6d for spot: 
£133 2s 6d for futures. 





TIN PLATES. 
Tin plates are steady and unchanged. Melyn, $6.50 
@7; Alloway, $5.75@6.25, coke, $4.87/2@6.50; 
ternes, $5.25@8; additional X, $1.50@1.75 more. 





LEAD. 

Lead was steady and unchanged. Round lots, New 
York, 4.12%4c; jobbing, 434@4%c, according to 
amount; London, £11 8s 9d; St. Louis firm, at 3.97% 
@4c; manufactured pipe, 6142c; sheet, 7c; tin plate, 
50c ; tin-lined pipe, 1214c; old lead, in exchange, 34c; 
tee, 3)4c. 





SPELTER. 

Spelter is still further advanced, the market clos- 
ing firmer. Round lots, New York, 5@5.05c; job- 
bing, 4@¥c more; sheet zinc, cask lots, 634@7c; 
small lots, 734@8c; St. Louis market is quoted firm, 
at 4.85c; London. £20 7s 6d. 





ANTIMONY. 

Antimony is quiet. Cookson’s, 8'44@834c; Hal- 
lett’s, 7@7%4c; United States Star and other brands, 
61%4@6%c. The above prices are for round lots in 
New York; small lots Hallett’s would cost 74.@7'%c 
in New York, and 7%c here. 





NICKEL. 
Nickel is steady at 40@47c for large lots. Small 
lots as high as 6oc. 





PLATINUM. 
Platinum is firm, with a good demand. New York 
$19 per oz for large lots. 





QUICKSILVER. 
Quicksilver is lower. New York, $47 per flask 
for large lots; small orders, more; San Francisco, 


$45.50@46.50, domestic orders; exports, $43@43.50; 
London is steady at £8 12s 6d. 
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ALUMINUM. 


Aluminum is quiet and unchanged. No. 1 ingot, 
33@37¢ per lb; No. 2, 31@34c; rolled sheet, 4c and up. 





METALS. 


Copper market has continued at full prices. Lake is 
quoted at 12%c to 125c in carload lots and 12%c in 
a jobbing way. Pig lead, while less active, has been in 
good demand, the smelters finding it difficult to make 
shipments on contracts already received. The mar- 
ket remains firm, on the basis of 4.05c in 50-ton lots, 
4.07¥2c in carload lots and 4.10c in a jobbing way. 
Spelter has developed a less firm tone, and prices have 
receded slightly. Slabs being sold at 4.80c in car- 
load lots, Chicago. Sheet zinc has remained firm at 
6%4c in lots of 600 Ibs and over. Old metals have 
met with a moderate demand, and remain firm, with- 
out essential change in prices, which are as follows: 
Heavy cut copper, 11c; red brass, 11¢; copper bot- 
toms, 10c; lead pipe, 3.90c; zinc, 3.80c. 





COKE. 


No change in the market. Sales are made almost 
daily on the basis of previous quotations, Virginia 
coke bringing $9 to $9.50 per ton and Connellsville 
coke $10 to $10.50, on track, Chicago. 





BARS. 


More business during the month of January in both 
steel and iron bars than any month of the preceding 
year. The following are the prices current, f. o. b. 
cars Chicago, for mill shipment: Bar iron, 1.80c to 
1.90c ; soft steel bars, 1.76%4c to 1.86%4c; hoops, 2.06c 
to 2.16%c; angles, 1.86%4c to 1.91%, base. The mer- 
chant trade is fair, and the market cotinues to harden, 
but prices are without essential change, as follows: 
Bar iron, 2.15¢; soft steel bars, 2c to 2.25¢; angles, 
2.50c., and hoops,2.40c, base, from store. 





STRUCTURAL STEEL. 


The aggregate tonnage of structural steel is large. 
While specifications have been illuminous, new busi- 
ness has been of large proportions. We quote mill 
prices, Chicago delivery, beams, 15 inches and under, 
1.75c to 2c; 18 inches and over, 1.85c to 2.10c; uni- 
versal plates, 1.75c to 2c; angles, channels and teets, 
1.85c to 2c base. The maximum quotation is asked 
by some mills for quick delivery. On lots from store 
cut to length we quote 2%4c to 2¥%4c per pound. 





BILLETS AND WIRE RODS. 


The sale of 5,000 tons of wire rods was made to 
an Indiana mill, also 600 tons of domestic Bessemer 
billets to a wire mill and 2,500 sheets of German basic 
Bessemer billets to an eastern mill. We quote, Chi- 
cago delivery, wire rods, $37.50; Bessemer billets, 
$31.50; small lots from stock, 4x4, $40; open hearth 
billets for forging purposes, $36 to $38 ; for use in roll- 
ing mills, $32.50 to $33; German basic Bessemer bil- 
lets, Chicago delivery, $31.50 to $2. Special carbons 
are higher. 
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Current Hardware and Metal Prices. 


THE AMERICAN ARTISAN AND HARDWARE RECORD is the only 
pubGentton: Comtanens western hardware and metal axles corrected weekly. 
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Local Cols Fdy No. 1... 24 00@ 25 00/ Peters B B Caps, Round ball....81 44 Lippincott's a“ ee 6 5 Rose * * 0 80 
Local Coke Fdy No. 2... 23 00@ 24 00| Peters B B Caps, Conical ball...81 8| Mann's of ence S ar e 0 70 
Local Coke Fdy No. 3... 22 00@ 23 00| U. M. C. Rim Fire Ctgs......... 50&3%! Pioneer oa 6 7| Buck Bros’. Flat.....  “ 26 
Local Scotch Fay No. 1. 24 00@ 24 50| U. M. C.Gent, Fire, Pistol & Rifisa34 U.S.A «ow oe] German ........-+ ++. . 0 70 
Southern Coke No. 1.... 23 85@ 24 35| Winchester Cent. Fire, Military Valley Forge “ “ |.'.." 6 25| 2owel, New Jennings......... 40&10% 
Southern Coke No. 2.... 22 85@ 23 35| and Sporting Ctgs............ 15&8%| Second Quality “ “ |...... 5 | Gimlet— 
Southern Coke No. 8.... 21 85@ 22 35| U. M.C. B B Caps, Round Bali : oe. Me oo OEE e Standard Double Cut 50&5@50&10 
Southern Coke No. 4... 21 38@ 31 8B] -..-..cecececeees cess cences $1 75..18¢ | Double Bitted (without handles): German Pattern...... per doz. 80 
Southern No. 1 Soft. .... 23 85@ 24 35| U. M. C. B B Caps, Con. Ball.81 85net} Lippincott’s .......... per doz $4 75| Gouge................. “ 0 80 
Southern No. 2 Soft..... 22 85@ 23 35| U. M. C. Rim Fire ShotCtgs.50&15&3% | Mann's ....... Oe secees 2-8 9G) BPO... 200 crescecee “ 0 80 
Southern Gray Forge... 20 35@ 20 85) U. M. C.Cent. “ “«  95&10&3%| Pioneer ............... “ «9 3) Countersink .......... ” 1 30 
Southern Silveries.. 26 15@ 27 15| Primers. 4 Sf eee “ 11 00) Reamer— 
Jackson Co. Silveries... 31 30@ 32 30| Berdan Primers.................. Valley Forge.......... .. © oa Buck Bros.’ % Round. “ 2 7% 
Ohio Strong Softeners.. 26 30@ 27 30| Peters Primers .......... ee Ce icecnetsuns “ « 18 50 Squaze .. os 250 
Alabama Car Wheel.... 28 35@ 28 85| U. M.C. Primers................. BALANCES, SPRING. Standard % Round . " 0% 
Malleable Bessemer.... 23 00@ 24 00| Winchester Primers............. BRING. cies ndasycasedbndessesaes 50% Square..... se 0 75 
Shells. | ae anager 20% | German Octagon... .. “ 0% 
SHEET STEE Petes Empty Paper Shells, 10 Screw Driver— 
amen a and 12 gauge. League...... ..5&2% ae i ah —. = Round Shank......... - 048 
NNO. 16... 2006 cee cecees per 100 lbs. $2 65| Peters Empty ~* wand Shells, 16 | Per 1,000.81 60 1 85 2 60 8 40 3 90 47 > ‘“* extra quality ** 1 40. 
a oe Sisdaeens Goulenelall per = _ 2 S penvse. . mopash seazes ood t BARS, CROW. | Square Shank........ - 110 
Bic cccee coccess r 2 & _ .20&2 | 
No. %5-26....... “Der 100 Ibs. 2 95/1d — eons aon kes » 9587 ; Pineh or Wedge Point. ....cwt. 83 66) BLACKING—STOVE. (See Polish.) 
BS BV socese oscescuses per 1001bs. 3 05| Peters Loaded Shells. League BEAMS—SCALE. BLADES—SAW. 
ce nepumbenneeia per 100lbs. 3 15| and Referee Semi-Smokeless.40&6¢ | P.S. & W.CO............2.0e0s000: 40% , Butchers’— 
ASS per 100 lbs. 3 30| Peters New Victor Loaded Shells, BEATERS. | Standard % & nour cece ceeces C0&k5% 
with King’s Smokeless. ..40&10&1% | Carpet, Rattan. “per doz #2 go, Clock Spring.........-+.-+ +++. 0&5 % 
SMOOTH STEEL. | Ideals Loaded with King’s Smoke- Raymond's Steel Wire,“ — 80 Pi becinseatth oud I on 0460000n00Ns 20% 
| MBB. 0 once cecccesevccios mga Woven Wire, No.4.. “ “ 10! Hack— 
|U. M. C. NewClub, 16gauge.. 2 ae 1 i Peer 25456 
Wood's Smooth... No. 15-17...... 2 85/0. M.C. NewClub.............. "25&24 | 299- bs ss IR RRRpURpRE Sc 3525 % 
rf ee en 2 tk i amet ieaiattata te F Dover Pattern........ per doz. OE SPs waesr cece «cxcesecuncs enone 20% 
« “ — ...NO. 20......... 3 05/0. M. C. High Base............. 082% | Genuine Dover....... © 6 Weed— 
“ oe Se Oees...... "815 Winchester Blue Rivals ..... * Mammoth Dover..... “ 1 75 Jackson’ neste dnecunneel rdoz. 82 25. 
“ .. No. 2-26...... 8 25| Winchester Yellow Rivals ... ( O&2% a Sébedd eneeed “ 08) Disston’s—No. 6, 16, 26 B& 045, 84 20; 
e 0 tie dca 8 35| Winchester Repeater .......... 0&2 — ly ~~ size) “* 1 75 No. 11, 86.30. 
we 0 vende MBs ccenenes 3 45| Winchester Leader.............. 25&7% hip, rench........ "2 135) W.M. & Co.'s No. 20..per doz. 85 50 
'U.M. C.Loaded Shelis, Biack ganeg, | BERERE-----ccccsreeeees S 0 40 BLOCKS. 
PATENT PLANISHED SHEET ee | Se apEcsersepe full %) Spoon..........eeeeeees 0 40) Snatch— 
, . “T | Winchester Loaded Shells, (*W | Surprise...............pergro. 145) Wooden ...........+.+++++-..50&10G 
STEEL. | Black Powder.............. ead BELLOWS. i rscaracetebadaiee wdeusil 40& 10% 
Smokeless | Blacksmiths’... ........00.0sc000: 2&5% | Tackle— 
Patent Planished Sheet Steel. U. BM. ©......cccccecees 4 
Se ee ee “Aa” $10 20. “B” 99 20 | Winchester...) | getOBIO&e | Band, 9 in..........--s- Bares 6 6S WOGBOR.. ..0.0.04 ceccccccece cocces MD 
Gun Wede—per 1,000 ull cases rn _ -.. geosenees eons ie : 40 Steel 2.22. ccccceceescccees 50, 10&5% 
GALVANIZED IRON PetersGun Wads.................. 18% | a “iis - BOARDS. 
; ..<.ccuve..............: 18% | Call BOVE... 2. veeeee conc edecceeceees 40&5% 
IIE cece mcacisetesecsi .70&10&10% | Powder. Each —— 
King’s Smokeless, kegs. Pe 24 m aiehetes bell verdes. © 1 35) Anchor .......... +++. per doz. 81 60 
HOOP IRON. gees... 580| Sin ee Da 7 7 | ow “Seen sees . Be 
we gem yam | hemes: 28] BAL ver atioy wen, 888] Genetel occ SE 
€2 29001bs. #8 10 1001bs. 68 00 00Ibs.| | “ Ib. ** rifle | 70) 4% in. "brags poy Gos, 1600) Brass King .........»- . en 
x x Dupont’s “* 50-lb. drum.. 22 45 . oe a 
2 90 100s. $2 8 100Ibs. 82 75 100Ibs.| “ at 2: Pageeataleiaiiieaten per Gos. 14 60) Enamel King......... 315 
rm . 12%4-Ib. kegs. 5 80| “Gras Good BOBS—PLUMB. 
PAINTED CORRUGATED IRON. |“ o OM-Ib. kegs.. 297) PienGrade ting | Carpenters’, 8% oz- iron. -Dr dz. 80 65 
“ #. 1-lb. cans.... 51 BD .cccce ceccce covces 60&104 | 1 lb. - “ 1 60 
8-ft. sheets, 244x28 Ga....per sq., PE Anco sccdesiseseneeenes 70&10% 2% Ib.“ “ 1 80 
| Dropshot, sizes HV than B, | Door. 13 oz. lead.... “ 300 
SOLDER. | 25-lb. bags, per bag............. 81 30) ay Automatic.. per doz. 8 50 6% oz. brass. “ 3 30 
XXX Guaranteed %&%. per Ib. 200 | Piet bees, shot, B and 1a and — cal eae tren bell “ 5 5 25| ‘ Mason's, 3 Ib. lead ........ * 4 00 
Commercial %}&%........ per lb. 19%e| Booms Shot, bags, pes bes bags, per bag.. 155) 3 in.nickeled “ “ “* 7 50) BOILERS—FARM. 
Et RR 1744¢| Chilled Shot, = bags.per bag. 155| 3% in. 7 7 oe © 9 *” Seton sone 6o0enensenees be6ees obps 30&5% 
Hand. SERENE ond condsnaphieneee case abnl 355% 
SHEET ZINC. Trenton, 70 to80 Ibs........ 9% perlb| Hand Bells, Polished....60@60&10% BOL 
‘Trenton, 81 to 150 lbs 9e per Ib cS. 
@001b. Casks....... base, per ewt. 86.50 | AUG GERS ste eee per vets | RS eae 504 | Carriage, Machine, Etc. 
300 Ib. Casks...... _. aeesPOr CWt. 3 Boring Machine.. oii) See ease Carriage. eden suse torn esse Boss 
ancaiaae se sabiadiel coc ccece Ce eeee essere esses eeseses 1) - 
Sheets....... per owt. po —" (SERRE @&10%| Silver Chime.................. 334% % aga TOE aa ee. sok 108 
COPPER. ’ Miscellaneous. i pihsth an dencadedenws seme 45454 
“ives! New Pattern. proms ; ***agtoe Church and School, Steel Alloy, RE ES Pee © 75&10@ 
OOpper...... ee cece ceeeeeeeees base, 0c; Stearn’s, No.1........... ee. Oh@i vy a 10 & 54 rng edijae a $ 
Stearn’s. No. 3........... ‘ 33 50 Farm, Ibs.. “ 100 agon Box Strap........... 70&10% 
Each. 80 8 81 25 81 75 82 40| Mortise Door— 
TIN PIGS AND BARS, Post Hole. Gem 50-10&5 
Dalbey, &inch........ per doz. . 5 8 Miscellaneous Cont I L seeeee cocccccceercccces ~ 
Banca, pigs, per lb........... 35@35%c| Digwell, 8-inch ....... Strapped o Sheep ee per doz. 81 90 Sl cnn neta ¢hcath dietieend-welee 50&10% 
—— ts pigs, per RINE Re ce: 85c; Howe’s,6and8-inch. “ 2 4 SED Es ww decsndecertsed 085% — —- 50 
PS, perIb.........00.. re) Vaughan's,4toeinch * 7 00/ Sleigh, Round, Loose........ 085%!) Wrought........ 1.222.122... 50&SS 
LEAD. opting. 0056 | Leather—Lis TING “ Bronzed............. 75k % 
ee s ae dated Nov. 12,1901. | Flush, Wrought, B. K......... W&5% 
American Pig........... & 62340 Snell's, with or without an. eee Spring— = "ate 
COUN allksetes ewecosssaeeel BF I sacnntiben sudden nied 40&5%| ExtraGrade.......... phe ewe ttesncsetpnanes $ 
gaboes Geass 60 30&104 Brass ...........+..756&10@ 
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CHAIN AND CHAINS. 
BOLTS —CONTINGED. Breast Chains— ss 
Square— Doubleslack........ doz. pairs %5 00} Pot--Wire..... .. 
IN Bi sinttnethiteeneis ence c...3 #| With Covert snaps . 4 75 | Side- Walk—Stee] 
Fahad 60-10&104 eG cag he 2 90| Window— 
BORERS. Without Slide..... “ 2 60 
ms right Ox Chains— XLCR 
Angular, Miller's Falls, per doz 812 75 5-16in. 86 75: %in. 8 75 per 100 lbs. | 
pe ky omon —e 6 Bright Coil Chan— Butchers’ 
SeSees eevces American, new TN tenbaks -40% | Famils oad 
Per doz .......... 86 00 6 to 7 Cee... --60-10&5|° per a 
Enterprise Mfg. Co., No. | List Triumph, new list...” -.. 80 | 
$1.50; Ne. 2, $3.00 each. ...25-10&5¢ Cable Coil Chain — | Matieable 
BOXES. ees -16 5-16 a | Me . 
St, We... ....0... 10 20 Per 100 Ibs... .89 75 8745 $5 90 84 75 | 
Per doz --$83 65 1050 13 00 Ree % 4% 4 | Amle....... 
e— Per 100 Ibs... .84 60 84°50 84 85 $4 25 | Damper 
New Langdon........... 15&54 | Cable Log Chain -Advance 25c per; Standard 
gimsted's SAAGS de tne abn bceas, 154 P + my > Cable Coil. Pron oe eee 
.. | SPP eeetesebeniy: ) ow Tie Chains— NB sc cece ss 
weaver’s......... | perdoz 8 00 American 2 toggle....... 40-10 & 54 | 
ay Nos. a 30 5 121 = toggle and ~_—> 40-10&54 | Emery = 
er dez 50 Open and closed Ajax..... 
> ee rier rege. 085%) Be A... 
Common ee. -81 35@1 45| Halter Chains— | fe 
Barbers’ Pattern |... 60&10% | American, new list....... .. +. 40% | 
Fray’s Gen. Spofford’s.....*" 50& 10% German.... oo 888s wees *++++-60-1085¢ | 9 to 12 
. 50&10% Niagara, iis eevccks. 25 OX5/ otog 
P. S. & W. Co.'s Peck’s Adjust- Triumph, Tad --90%! Tandg « 
Gbecncs scsedeecsesencss) 50-10&54 7a Cnatn— eee | An extra charge 
Hay-Rack WEACKETS. No. 1 DSi cekkecs 60 
@y-fack, Wenzelmann’s No. 


$12.50; No. 2, $13.00 per doz. c 
Shelf— 





Picture Chains — 

















| lengths, and a still fur 
| for smalle 


Peeriess......... 


CLEANERS. 


per doz. 


CLEAVERS. 
F. R. Plumb’s 


jax, In..... 


CLOTH. 


| Hardware Wire-tuli ro e 
| 2to8 mesh black, per 100 sq. ft. $1 85 | Sin 


galv, 


r pieces. 


*++--Der doz. $0.55 


> as 3.2 
is made for 50 ft 
ther advance 


85K 10% | 

| 
es 35&5¢4 | 
6 6 67 


‘ 8 
coccee 50 5.75 6.25| 


per Ib. 4340 


| 
65&5 4 





.38 
.20] 
| 


-0&10¢ | 


S eeee ‘ wn 
lls (100 ft.) 


2.15 


2.70 Novelty Check Back. 


Or 
> 








THE AMERICAN ARTISAN AND HARDWARE RECORD. 


DAMPERS--STOVE PIPE. 
: ‘a Standard............. 
‘+ ++. per doz. . fs | American Leech Aaa Sc ae 
= DIES--STOCKS AND 
sseeeee 50, LORS Discount........ 
) 


DI 


50&10% 
40&104 


GGERS--PosT HOLE. 


Atlas..... ++ ++++-Der doz. $8.50 
Eagle....... eauce - 6.25 
RR n6 sixes <ae.. 7.00 
Hercules... 10.75 
Oe _ cn 16.50 
See also Augers— Post Hole. 
DIVIDERS. 
SN ass5- ss seueddechs dans, 70@ 
Extension _ baer 
DOORS. -“SCREEN. 

% in. 4 panel painted per doz. $8 6.75 
14 ts es ry 7.25 
4% in. 4 panel natural pine, 

fancy, perdoz.... -so+ 1198 


Per doz 


DOOR HANG ERS—BARN. 
gle Flange, D. B. Rail, 


--.- per 100 ft. 1 60 


--eeee. Sin 4in 5in 6in 
Pairs, $2.60 $3.90 $4.95 86.25 
DRILLS 


EE BEOOB oo... once ceecs. 60% @654&5 
as 7 a | Screen Wire-- | Blacksmith & Twist eves ee eon 
ileht Brass, 8 ft... **+-Per doz. 8c | 12 mesh, painted per 100 sq.ft. $1.10 Breast than 
i Selit | peep “ Fe} i“ mesh, pai “ ast- 
Cast Iron, Plain peters ss e+ + OG10% | pan ‘Chain— Galvanized er ie * 2 ~ 1-85) Common —— each, $3.25 
Stanley's tene—spesegy See Ra 100 Ibs funn weep 45] COCKS--BRASS yiillers’ Falis.. 2.10 
ee es ceessscee C000 coccces < Safety Chain. PST A ( | % seed , Wa and-- 
WN oencdeteus adesaain cat 75-10&5% Steotene. Chen Comet og Compression a add pe, ane | Goodell’s Automatic- -per doz. 
BROILERS. 72-16 in., 87.75—% in., 87.00 per 100 Ibs./ Lever Bibb... ""***" od Tr25 NO 08 No.3 No. 20 
Wire 70&104, | Tie-Out Chains—Browns. -- +» T0&10%, | Liquor......, 04) « dell’ —, se h——_<3 yirrd 
oa ee = =< eae ede 4 1o0dell’s Single Gear per dez. 
Crown, Self-Basting, No.80..doz. $2 90 On eae We stern opp Racking. ........ tte te ewan OOF Millers Falle= _ 7 2.50 
BUCKETS. 6%— 8.2. rey, 30% 0} COFFEE MILLS, Athi “ —_“ Double « 15.00 
Pump Rubber— 6%— 8 29i4¢ Enter. Mfg. Co., list Jan 17, ‘93. 25% | Reciprocating 
. >= perer. $475/ fino 35% | 7 ae oe ---- 50%! Goodells’. per dez. 817 00 
Goeper: S000 S000 odes eeee - ee ee t44e| Arcade..... thts eteee seen, COL10$ | Bit Stock 
Champion .... 00°) )"’ hens Add 3c per pair for Hooks, COLLARS--STOVE PIPE @ te 
Mi sitcecstiantoe. ‘ 9 50 «8 4 for Twist Link. ca gy ‘ . Standard List... OK5 $ @O0% S106 
5 00] py, Inche: DRIVERS--SCREW 
- Esererenanen . 6 75| "490" Stay Chains— | Plain Tin... per gr.82.50 $2.80 $3 25 | —s ; 
CN teat 7 Inch 14 5-16 |’apanned Tin, sae «S29 =Ge/ Stantorl...................... 65£104% 
~~ ou P ~ 12 | Wer ee Ibs. $6.50 86.00 5.95 “acquered Brass“ 33) 360 480 Ajax iat say ia shasta ies wae 
See eees -'*. é ‘haing . wry » Champion RGin Seadeovns 
EE siixisecn! 250 28 3 4 With Swivel..... +e+++ Der doz, 95e} __ COMBS- Cl RRY . . Pattern.. a - T5&5% 
Wooden, top ear, plain, per doz 3 25 Without « as 80c|_ Nos 000 20 321 330 417 (416 Clark's Interchangeabie 83454 
“ " . SWivel * 4 65/ . > gist samenmnenens Fer doz.80.32 .80 1.00 195 80 0 | Reed's Lightnion canta 
“* side-strap, plain « 3 35 CHALK-CARPENTERS:. NOs, gel, 583 580 “535 545 s99| Reed's Lightning re sanpees 
, b ; : - ~ 39 | 200dell’s Spiral... - W&10&54 
‘ “ Swivel 4 75 ay LOPROEtOchdee odes pergross 58c | Per doz $0.96 1.20 1.10 1.65 1.40 1.30] Yankee Ratchet... Ta atyEs. 
BUCKS, SAW. Png TTT tt eres cows es 480 COMPASSES. zk Spiral..... 50&10&5 4 
, White..... 066 0seses ” 38c . .* 704 
DUD ctesceteatanst rdoz 81 75 x ions. Carpenter’s......_. ce eeeeecceses, ME = , 
, “BURS RIVETING i: --—\ebeeodeenhinne sigo| “enetd--Paber's...-...... per doz. 81.00 a cpap 60% 
’ ° y SOU an ba os " ° . 7 AED | “onductor SS S808 2456 o686 shes coos 
Tiunore'ivon Bay aig eee Psat enn MEE, Co. | Cateanized Lames WATER. “Smooth..--per de, andy obs ste 
J stot ' : tal. 6 Si: mene “ 9 3 
ay a ae ions Peicis, round | gi] {Mach 81.85 165 20 2s afs| Pam Pe m5 3g SIS 
Wrought Bite wh ria ome 20% ae aa md os ! 3 R | “Gar ee + er tes — paeoth ; per doz. - - a i 
y, ca Sones . - > - Tal. . . i¢ on 4 . . 
"ros, 600 $04 ene 814 and 834 Rate ail Cray oI S | pHasl.65 2.00 2.35 2.65 8.90 3.65 4.90 Plan’d...... “ 2.60 2.60 3.60 
Mee ebiticntedieecask. 70-10&5% " sition) gr.$2.00 & | Porcelain Lined— ac ae | Four-Piece Stove In 5 6 9 
Nos. 888, 840 and 842 75&5 | Sees 4 8 6.7 10 | Smooth... per doz 80.63 .63 1.00 
Nos. 822'and 88.....""""""igi-igaeg In barrels OH AROOAL. bu. 26¢/ 84-50 5.75 7.00 7.75 8.60 10.40 12.5| Smo “ "115 115 160 
Wrought Steel, Japanned__. mM RETEND 2... 0000 ccveeh per bu. ay COPPER—SEg METALs. Plan'd ‘ 1.80 1.80 2.60 
Nos. 731 and 727.......__ 70&10& 10% CHECKS-DOOR. COPPERS. EMERY--TURKISH. 
7 ing See a tga | ae P 25.900 | y 
CALIPERS. ; . - - Soldering--1 to 2\b.... per lb. 25@29¢ Size ...... 5-lb. pkgs. % k 8, kegs. 
OI onc snsssn00 cece ane. 40&10% Col yaP a, $6.25; Brzd., doz. soma 31b. and larger... “ " 886 No ec 150, B th exe 4 kes tie 
Inside and Outside..........°. 40& 104 ’ ~ CHISELS. a CORD. Flour,.... Side 3X6 3%e 
WER rovecesdseresvescsscensne. 40&5% Bes c S. Picture--White Wire--List October ENAMEL—IRON. 
: & 10 "norli . 
Logger's Boot | = a Co's.) ees 10 12 4 Beet” PaeededKs ‘ace 80& 1 # | English, "pt. cans.. ‘per dez. ar} 
iulietee ooben as sats RGD Gn pound. pes gee. 72 a ~ 02.75 |" Baltic Braided Flax ‘per lb. 18%] OVE « i. ‘ss 
Toe. Cola. ila te per doz, -60 ” India Hemp, cable laid « 3 ¢ Peerler berentiigieceey ih Ee 
Shoenberger............ per lb. 5¢ Se . " “ hawser * 12 °c] SYD a cw i 
Bessemer ............""" “Bk US a tuality.... Der Ib. 19@ 200 ; plain 13% | EXTRACTORS--PIG. 
tg i - 7i4e Socket are qua ime ». 28c | Italian cable 2146 | See Forceps, Pig. 
Uists onreenanene “8X ‘Bs - ing and Firmer— 2o0¢| Russian « , 17 ¢| EYES. 
CANS. PS &W Gog 20g | S@mson, white 314°! Bright Wire Screw—See Geods, B. W. 
Cheese Factory Can Stock— For beveled bacis. a aed ‘* Spot 80%! Drifting Pick... ‘oe 0+- CO&10G 
Gallons... 15 20 30 40 doz. et back, add. per | Silver Lake, white 2440 | Hooke and- 
Per set....82 90 $315 $375 84 75 Tan od Wires: seitinielatateee ce jain a EE 31%¢! Brass. .__ cee. CORES 
Milk Cans—Gals.. 5 8 0 PSaWw Me Ste u5¢ | CORKSCREWS | Irom..... eee sees ees OBMIOG 
Elgin Pat., each, 8 @ 2S B10 VS Handles add... per doz. 60¢ |Humason & Beckley... .. 30%| FASTENERS STORM SASH 
ae 1 170 3 35| Choppers, Hnterweiee eet‘ | Walker's vie Hanes SS I corse —j—_ » 
= . -+— lisence. t, --$2 75 Williamson's Regular...._._ ‘naa |Schroeder’a °°" *"*" “ 
one” York 210 235 Ne BBe ns oes seeeeeeesss es... 4 50) Williamson's Foswey Worm. ....50 Sei’. ... es, a. an 
1 Gal. glass, Dais per doz. $2 35 ™ avcKs DRILL. Ls — and QuRS--SPRING. wase yy FASTENERS, BLIND. 
1 “ cushion “ 390/ Standard Tool Co.'s.... 40% | 5- - Sad sms eign < )" 2 inuieiistiiies oicatteid 
Star, gals...... 1 2 3 |Goodell’s, for Goodell’s Screw %-in. and larger . ++ 15@ | #immerman Pavone me 
Per doz........ $185 $3 00 $3 amg, Pt eed per doz. $6.25 COUPLINGS--HOSE. | Angle Pluc ‘ ner doz 80 84 
Per doz.;Yamkee, for Yankee Screw Brass ................... BOP Gog. $1.00 Brees ~Anioow'e’ OR -. 60% 
Champion Faucet, 5 galion...856) Drivers.............. 00°" aed Brass Plated...... 0°" “ 85 | Perea oot omee a 
Sterling Tilting....5 sae. 8 25 _CHURNS. COVERS, WAGON -“SEE TENTs. | Wood--Cedar ...... |” -- 408504 
High C” Pump... .5 **+ 19 25/ Anti-Bent Wood,Gal.. 5 7 10 wR :S--GRAIN SS desssadecurne. 60% 
E ka P 5 “ 12 25 - | CRADLES GRAIN. Or 
ureka Pump..... = a _ AAs: $3.85 4.10 4.30 ~~ oe ll - on ox | tal Key... Kidwsis nadine: 
Ww Jacket 50-10&5 70g, | Morgan's Grapevine - Per doz. $20.25] Metal Key teeee 6545 % 
ood "“OAPS_oUN t Belle, —) patest-o4 is 10% | CRAYONS--Sze CHALK Measuring--Enterprise...|*"”” 35854 
ommon Dash, Gal.... f 7 é avS°=5 /HALK. | See also Cocks. 
See Ammunition. Fer doz. .............. 66.78 7.50 8.00 CROOKS--SHEPHERDS’. : : 
tnt ’ FILES AND RASPS 
CARRIERS. Union, Gal..........° 7" 5 7 10 American Pattern ..___ per doz. 86 75 Arends. ry 
fey MR cecsauss tees eee $3.65 3.90 5.95] Montana ay eae . 8 00) Black Diamond....."'*""*****" 708106 
yers’ Imperial.......... each $3 40 Aiwa CLAMPS ~ | Scotland ge 8 00! Disston’s na aete OT Rten tae 7&5 % 
“ Clover Leaf... __ “8 40| Adjustable—Mart . ere 4 ROW R:. : bo ~ Fonte °° ** 892298 2008 
CanTaandis Corpenters'—Steel Bar..." $08 CROW BARS. {Great Western. |-/7."'"""""*""" B&54 
See Ammunition F Carriage Makers’—P. §°§ WwW Pinch or Wedge Point... per Ib aad rerone Mill O80 008 So 00es vans Wehbe 
: nef Neat Og TTT IE Pe Cearney pala 3: To kb 
Casrans a eee seeteeeecseees M0, 10R5S lili CUTTERS. New American ..777"""""" te i0RSE 
fane—Ball Bearing........... woase Sherman's, brass, % in, Enterprise Nos. 5, 10, 12, 99 22, | Bomnstoon’s PE Sb sony, Hettd 
Pins cee, Se perdoz. 33c| > peng reser e. 25G | 200 , -- 80@20 
Common Plate— Double, brass, ¥ in. .per doz. 65e} No. 100, list, $18.00." "" + +++ 408108 | N. B.A... IT, &10&S% 
| ae ly 65810 | cai Filers— | Nos. 2and4...000 00" -- BSG | FORCEPS—PIG 
plyon and porcelain wheel **-:70&54 Disston’s list, $30.00.......... Rl Bi isivenacs. per doz. %0.75/ Barber's.........__. per doz., 87 25 
us —_ Pata Plate............. 7&5 % Stearn’s, No. 0, 83 50, No. 1, Universal....No. *} 2 3 /Superior........0.°°""* e 4% 
SeEaET®*** SS00csesinn sss0ee 10-10&54 $11.50, No. 3, $5.50 doz. a ees $10.75 $13.00 $18.00! Whisson’s Imp......... « gg 
ROIs 85s ossessins cies od eens 7% Wentworth’s....... .......... 40% | Pipe-Stanwoods No. | 2 3 FORKS 
«” #—Wood and iron wheei..704 CLAWS-TACK. SS MR vanapas. a: ‘85 1.50 4.00| Barley 
Rubber wheel....._ 65.10% Cast, wood hdle -- per doz., 45@ 0 | Slaw and Crout-- ree 66%. 10&5¢ 
CA ERS—GRASS Forged steel, wood handle 3-knife Crout........_. ber doz. $9.25/ Wood. 4 tines, %.25: 6 tines, 86.25 doz 
leder’s No.1........ oak nk, iF elipend per doz. 80c; {1 + eM ischacsccc, & 1.35] Coal........... -70, 0&2 
MOPONS.............. amas ee 4 25) Solid Steel. 37777.” per doz. $1.60, 2 « as a 2.00] Coke ............ 70, 10&3%¢ 
Ideal No. 4... °..7"°"°**" SPT ese cssecescce ..., perdoz. .00| Washer............7.""""’ ts 7.751 Cottonseed..........° 2" 1 + 
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FORKS--CONTINUED. Heavy T Hinges.. 

ay— paved aetentaahe aa 

Diamond, 3 tine TD sens ceuetiongeeat 50&10&5% 
sy , © Cor. Heavy ; Strap. .7- 10.3510 10834 


y 
= 


. 66%, 10&54 
. tine «0 ito 1oass Screw Hook and 4 Strap. 


ge Ibs. ‘35 





Per 100 Ibs. 7 50 


35&5% 
‘Plumb’ D ints oes Seeds newbenl S34 


Golden Eagle, 4tine...... 





r doz 80 35| Hazel. 
0 52) Ladies’ and Boys’. 
50 


-pe 
Pol'd Iron, Hickory hdl 
Mall. Iron, Inlaid 


| 7UC 


HAMMERS—HEAVY. 
Heavy Hammers and Sledges. 


Miller's Falls....... 


5 
Masons’—Single & Double Face..75% 





COR eee eee ee eee OER E EE Hee 


FREEZERS ICE CREAM Bench—See Stops, Bench. 
6 & 


1 2 3 4 6 
‘81 101 301 501 7% 2 ” Peck’ 8 Adjustabie:: 
_8 " eee Humason & Beckley'’s.. 
(See Goods, Bright Wire.) 
Common Axe Handle 
per doz 87 ney ~ 50 
Hamilton toe 


7-16 % 
Per 100 7 Moe 75 80°50 811 25 $12 00 


Hickory, Tanged Firmer, Assorted, 
24c; Large, 26c per doz. 

Hickory, Socket Firmer, Assorted, 
18c: Large, 2lc per doz. 

Applewood, Tanged Firmer, 
sorted, 27c; large, 36c 

Applewood mannenes 


1 3 4 6 
“a1 bo 1 66 1 00 2 10 970 
5 

[88 tw 4,60 5:00 7 00 


Molasses and Oil. per doz 21c@22c 


acioggeneasg 


DrifsGing PteR.... 00000000 


Butt and Rabbet. -40& 
File, oo, 13c. large 16c per doz. 


Stanley R. & L. Co.'s. 
Cream Pail, Fairmont, per doz. 88 7 
Marking, Mortise, ete.. 

50& 10% @50K 1085 & 
Saw—Atkin's agle. 55e, dbl. 80c pr doz. 
re. 


Ee 25% 
6 AS, reese 


per, doz 36e@55e 
38e@ Commen, “polished: per doz. " = 
ea - h 
Hay and ere Fork.. 
tne enemaeiaiiel 5 
Saw, Plain Te, Varnished 68c¢ per dz. 
Screw Driver, Assorted 42c, Large 


Clyde's Sy veeeee ceceee cece 


Gate. see Goods, Bright Wire. 


GLASS—WINDOW. 


pe 1 
All sizes, single strength. ....90&10¢ | Shovel and Spade 


GLASSES— LEVEL. 
. Co 





Peerless, Loose Axle 

Perfection, Roller Bearing. . 

Phoenix, Roller Bearing.. 
nad doz. prs., ~e 50 





Leniveyuin or Drapery. . ys gro 2ic 
ciekiia baled <add 50%G 


pe 
Safety Flexible Potato and Manure 
Wagner's Adjustable 


; 80&: 
(See waeen, Oe Pein 
1 


GREASE, AXLE. Lane's Standard. Shag aia 8 
I aa a a Bi ~ “ hy teed ite —_ ee bw 


Baker's cxeket nemhet teil per gr., = 35 
-10% 


Frazer's, 15 lb. 78c, 251b. 81.30 each. 
15 lb. 52c, 35 Ib. 


Hub Lightning, 15 Ib. 52¢, 95 Ib.| WiTE -- +--+ -as-esneee erence eeeees 81 125 Gr. 90 P _% 
4000 


HASPS 
Hinge, Wrought » s. ‘ 
‘>. Frazer’ sensrings, pr. doz. a1. 20 With a aia Gr.83 10 & 75 Dz.81 15 ay 25 $1 75 
‘ 1.30 


8160 8300 88 15 


" GRINDSTON ES 


Cee eee ee eee Fetes 


Plumb’ s Warehouse.. 
Underhill’ 8 Star ‘wo ad 


s 30& 
HAY RACK BRACKETS. 
Wenzlemann’ "No. 3 1, per doz.. 


I 
-40% | See te column. 


Oxtord....+-+..--00se. 


HAFTS—AWL 
Brod Comin 


oo--o 


Clark's Gravity, per doz sets.... 
ant athiibidenet seaeeeee 65 


a a yl — for 


eee eens Coe eeeeees 


2045 
gisnaies R. & L. Co. (new list)25&5 


pe 
Hes ——. dz.. * 35 ay 60 83 0 Common, Polished, pee! 100 Ibs 3 
. ‘ 4 
Chinese Polishing 


per doz prs % 00; Laundry, No. 1, & 75; No. 2, 86 





25% 
Bommer Bros. Ball B’rng Floor 404 
Bommer Bros. Spring Hinges .@4¢ 


No. 50 J, Enterprise + 
‘Vi REST oe . 55 J, “ ian 


) a BE rope tie 


HAMMERS—HANDLED 
Blacksmiths’ Hand 


Columbia DbL Acting... pen TE 10kS4 
G 


ot ecctes covese ae Dusk Nest 


Pilum)d’s Oil Finish 


Light Strap Hinges. .70-25-10-10854 


75-10-25-10-10&54 
Light T Hinges.. ..66%-25-10-10&5¢4 














Miller’s No. 2 ........ . 77% 
SF) eee ” 9 00 
ERR Ee “ 7% 
KETTLES 
Stade mv odetacntes Meseed belduke 204 
Ss s:00cc.écnvtneesien enoe came ch 4 
it pasuneweseseaadeee per Ib 
NS +60 < tthe ante bh0eeu soci 
SII <:x:0i-i: th diGiaiaiies aiaaiadidey Gah 50&10&54 
KNIVES. 
Beet Topping. 
Clyde, 9-in. Scimiter Blade.dz * 25 
“ 12in. S pepe “ dz 250 
ge | ee 
Corn. 
e- paecius ouga SS 
—— Light, $1 75; Heavy, 81 Ff 
°r doz. 
EES per doz 83 15 
BED ddan pes tee0ce %e . 
Rugged Razor ........ - 2 40 
BE SS vcccevicne sed 315 
Drawing. 
ic wocnscceee sctseess see 0% 
DIED nein sven cvneds kesdcnse 20% 
Barton’s Carpenters’......... 10&54@ 
- a Folding Handle....25&54 
ay 
Amertenn, Sickle Edge...doz 810 25 
Canton, Sickle Edge...... e 8 25 
ON PR ae “ 8 35 
Lightn’g, Holt’s Genuine “ 6 £0 
Lightning Pattern........ o 6 25 
Wadsworth's Sp’r Point. “ 8 75 
Hedge. 


Ajax, Heavy, %5 75; Ex. Heavy, 
7 75 per doz. 


Mincing. 

Common, per doz 480 
Double........ 
Streeter, 4 Blade, 81 30; 6 Blade, 
$1 90 per doz. 

Putty. 
ee er doz 84c 
Goodell’s........ per doz $1 30@81 80 
Russell's. ...... “ 1 75@ 23 25 


KNOBS. 
Base, 2%-in. aes 5 Rubber Tip, 


we . per gro 81 68 
Door, Mineral.........-. perdoz 0 80 
PEE ones cesveeeecd « 0 90 
Rt ae " 0 
eee ee 60&10&54 
LADDERS. 
Common Long ........ per ft 8%c@I13e 
Extension .................per ft 10%e 
10} Step. 
CGMRMAOR « occcces ccc ccccee “ 6%o 
wn With Shelf, add 10c. 
Fh atid sind sanedeeescewneed per ft 170 
Miller's Household. per tei 13c@15c 
LANTERNS. 
Bull’s Eye Police. 
3-in Flash Light. ...... per doz 86 00 
2%-in Regular......... se 400 
3-in Regular........... 5 00 
Tubular, Berger............ 40&108&5% 


LEADERS—CATTLE. 
Nos. 1 2 


2 3 
Per doz... %0 70 80 85 83 75 
LEATHER—LACE. 


nin sane eadineadee® bdnmbiend 10 
— Ex. Quality. Lewecesl per sq ft 20c 
LEATHERS—PUMP. 

Valve and Plunger................ 504@ 

LIFTERS. 

Stove Cover. 
OE ae per gro 82 75 
Coppered.. os 3 60 
i tnat-iwecndeénee ee 4 75 
Devore's Sidi sa 5 50 
- 3 90 

Transom, Payson’s............ 708 *0@ 


LINES. 
Chaik, Twisted in 20-ft hanks. 


Nos. 15 14 13 12 11 
Perdoz.. 10c 12c 170 2260 26 
Twisted in oo 7, 
Nos. 3 4 
Per doz... 20 300 36c 440 
Braided in 20-ft ar 
Nos. 1 2 
Per doz.. 26c 320 
84 Masons’, in 100-ft ie. .doz 81 00 
10 Clothes. 
50 PD ++ e6seiseee cene per doz 80 90 
90 at". pesene énaedaee - 100 
60 60-ft Sisal lint tania e 1 50 
tS"  wineiee Rename = 200 
4 60-ft Cotton. ........... a 1 2% 
‘ 50-ft Braided Cotton............90% 
LINING—STOVE. 
95 | In Bricks................ per crate 42c 
50 MACHINES. 
75| Boring Without With 
60 Augers. Augers. 
95; Ajax ...... per doz % 25 %6 75 
Angular... act 3 25 5 00 
snows ” 450 5 
Upright... “ 290 4 
79 | Leather Riveting. 
Chicago, Pomeroy .... per doz 89 75 
EE no +0 eoenes coce oe 250 
Sn ctin6Seee 6ned éuee « 210 
Little Glant........... “ 3 10 
Pony, Pomeroy........ es 8 00 
Washing. 
Boss. 1 2 ence 
Per doz.. 857 00 863 00 869 00 98008 
eS OE eee per doz 851 00 
OK Rotary .......... hy 58 00 
Round Wayne........ ** 26 56 
Bp Mceng 0900. 0000 o 60 00 


Western Square, No. 2, 826 50; N 
3, 828 50 per dor. 
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o MALLETS. Machine acs Fencing. PLATES--TIN. 
|, See. ea ae r doz 
Fibre Head, Small. Med. Large. Copper Pisted Steel. chs 50 See Metals in Column 1. 
PLI 
Rs. dez Sbe@tbe Button's--In. br ya 
10 3 14 pen RO #3°10 $3.00 95.20 
Flas....perdoz #85 $860 & IF ee oe 
fs oe °* (ber don.....8285 82.50 $3.45 #440 
Hickory . per doz 80 26 oe. 
Hickory — _ . ‘ es “ 150 — 2 aaa + eeceee per doz..86 2% 
Deor TS. Never Slip. “ 0 68 i orevens-coseene Saas 
one ong) Oe -- . 8 Stubb's anne aaa 50% 
Queen Flexible ................. 506 | oP TPs. -- -. oo Cook's. 40%| 4 Tube, revolving...“ 5 95 
ERS 
Standrd Quality ...... per gross €2 75 conan CORRS -COBLING 811 50 Davis’ Inclinometer.............. 20% on ANE 8 Be | ee ee. 
— & diane. A sm lie 475 Economical . ig hees.. ; 480 ——ve on - EDS ash wsenun sand each. .5%6 
BEET snci-cassadesess perdoz 1 00/*@mlly.....-............ 10 00) Per doz..84.50 $5.20 87.60 $8.65 UTTY. 
Standar ES d < Strictly pure ...... 1 ; 
EXXUEB......-0 2+ eee ners sees evens 6585% | Champion .... ...........0s0+ e000 OS ser Gen iSe CES OF CS Commercial eeccece er 3 ie 
BE umt'S 2... 0000 ce ee oes eee — lage ln ete 40&10&5% ; POINTS. Discount 
OLS. isda aescevbna helinneae actade 60&5% | Drive Well Points............. 80&5 RAIL 
Iron, lbs. 10 13 16 18 2 | (ream POKERS--STOVE. Barn Door. 
Per doz. 83 90 84 60 85 60 6 15 87 10) i¢at., Without ¢ Ga Per doz 83 00) Wr't Iron, str't or bent, per doz.80 s0 idges Wrought... ......perft. | 30 
Wood face, lbs. 10 ll 12 20-q 7” “s 50/| Wr't Iron, wood hand’ls “ Sit md Fl Secesceece ce 5ige 
POP GOB 20. ccc cece $75 «8500 8% 25 20-qt. With Gauge.. “ 5 00| Nickel pl’ td. coil hdl’s.. “ . ngie Fiange .......... 1%e 
Wood Choppers’. 8 . 19. Smith's Wro’t Bracket—plain one 
ap, 10-qt., Galvanized, 81 85; 12 qt., POKES-- ANIMAL. Smith’ 
Lake Super'r & Oregon Pat. 70&10% Galvanized, #2 20 per doz. oo ,, rare 4%4c 
MEASURES Stock, Galvanized American .. a er $260} Smith's “Never fl hindi lle 50@ 
% pk 1pk % bu uarts. 14.16 18 20 sa 8, wet stee --85 25@6 26 Smith's Plain Steel. no ence 
Gelvanized.perdz | | 8975 || Rerdoz... 83.75 $4 00 84 85 & 25 | a ad ot seeeeees 4% afinith’s Milled NED sce veces 4340 
ed.. 150 225 ater, Galvd, qts. 0 1 1 i . 7 
Iron Bound. “ 140 170 200 — see ceceve $2 00 30 $2 60 Se OLAS FISHING. Srental ee tose adéud = aie 
Babbitt METAL. a an a a eee 
Cable, 2Hoop, $1 70; 3-Hoop, 81 90 Ft. 12 14 16 18 20 c 
oi edpkindh cies esdrapedes per Ib xe per dos. P P Pr 100..82.75 $3.40 $4.75 86.00 87.75! Coal or ee ae nn Gien 
Common, No. : * 6%} Cedar, 3 Hoop, & 50 per doz. POLISH. Garden. 
Copper Mixed. *« 18i%¢| Standard, 2-Hoop, $1 55: 3-Hoop,| Metal. Steel, braced ............. 70& 10&5 
Magnolia Metal......... “ 19¢ $1 75 per doz. Pride of the Bar..... “  ..160| Steel, bow............... 70,5,10&5% 
cl descaliinince con “ 1040) Dripping PANS. gonseas¢ Puts, Cream. jalleable iron, heavy...... 70@10 
EPPING «2 eeceeececesseeees ts. M My ay—Wood....... per doz. 81 6@I1 
See etals—In am column F nee bees eecdbaamel a wrt Pes & doz.. ss oe $1 ry $1.80 “eran. . 
C0000 coencce sauce eoeees 5 2 8 mmon ..............per doz. $2 
ee eston= sees oo 40, 10&5% | Roasting Per doz.88.60 6.00 90.00 $18.00 Automatic... “60 
D ore. COrrEeR.”” $ + peace stnconses Each 300@87c Wegnesenane Now Lawn Queen.... “ Ae 
wm» & H...... eco es cece ? ts. 1 umbo, 36 teeth ...... ” 5 75 
eee er Building PAPER. Per doz...80.68 $1.30 $2.15 83.00 . liad 
— Sidi cdnebw dungeons sakiogeene cidiantnaageded per 100 lbs . 15| Shoe. RASPS—See Files. 
anne ee ee eens eeeees TE vccatseesnebes := M. D.C............per doz. .360@50c REGISTERS. 
MOP: Tarred Felt........ “ I a a -” ot .400 List Sept. 1, 1901. 
I i ins cnpe debe werd per doz $3 15 a? A, ee peste. pr roll 0 a | Renempeeerere . 1 25 Waite 2a a -- . 75&10% 
as a Cotton. eader, R osin..... 48| Imperial.......... per gr....... #% 00; Nickle Plated.......... SS oe BROS 
% 1% Sand and Emery. Stove. Copper ....... + eee T5H104 
. ie ‘doz.. 81 © ea! 10 #2 2 my Oe. I dwoneeewecacs 0000 cute noes 50&10% Black Eagle, 1 lb cans, prgr..815 00 Electro Plated Brass....... .. 50@ 
PUM MOWERS—LAWN. eaeion: SOtE0:6006 eben es ented 50 & 5% eg a eeacns @ xs 3 2 RINGS 
jall- Bearing. Black Jack, % lbcans. * i Ri = ‘ 
In. aed 17 19 1 | Grecian Express ........ per lb 3Ke| Dixon's Carb. of Iron. “ :. 5 75|"Hlaire Ringe ....... — 
Each...... 87 00 87 60 $8 25 $6 90) Rag....... es ane *°| Nickel Plate........... *“ .. $50) Blair's Ringers ........ “” Ste 
——. 16 4 Ray State 4 eee “s .« 6O@ Brown's Rings......... “ 65e 
n 13 if 18 | 20 POPPERS, CORN. Brown's Ringers....... “908 
Okanigton Hien one © ®) Darmabie - Se eee oe ee 
White Mountain...... “ quare, Qt... ceeee . c gers..... - 
~*~ Came en's a? at Potato. ountain 5 % Square, 2 at. oi ges per dos., 1 80 Hil's Bings...... ree ‘Bec 
Oheap Grades Goodsell’s Saratoga..per doz. &% se 1 qt. reversible ...... per doz., 1 60) o s a Eanes eone “700@ 950 
In. 14 18 | White Mountain...... 00) POTS— FIRE. | anes et EY bbbbatee 1 an 
ICKS ernz........ ; Beseseeeee 
qe SS Se 5 Ag Drifting and Poll Picks....... 608 10% | Clayton & Lambert’s,each, et ras gy] Pectoct Rings .......... 
|S sj Perfect Ringers........ 81 @ 
Girard, in 14 16 | Extra Railroad.. esses OO&5SS | Gate City... ..... secre ceee -- 62 Wolverine Ri ed 
4 # 60 i cnsensiceneceisncesesebes eae TEN nicks sdédchssquhentet és amet be te i, > oe 
Philadelphia PINCHERS. POWDER. Bull. = 
All Styles Except A&E..... 70&5% | Carpenters’, wrt. iron, a, Pol. See Ammunition. Cenper, 2%-in. 3-in. 
ahi ic seni dae 60&5%| steel jaws.. : . sees 030% |PRESSES—FRUIT AND JELLY. per G0s............ #1 35 I i 
Style E, High Wheel...... “nT Blacksmiths’... eece cove etee er Enterprise Manufacturing Oo. . 5% Brel... * per, a. cs 6. 
onsneeeddevdiciias ian + RETA =— ROR RCER teel, N 
pe Yet Price | Clothes PINS. cosemalauabas eee doe. @ fo Rea’ ‘Self Piereing.. “3 - dor | EB 
Horse MUZZLES. a a padionss Gesevene per'gr..80 = Disston’s Pole.......... per doz..87 50| #rvit Jar—White . per Ib. 300 
Nos. 1 2 3 4 5 U 4 serena’ Se “ 79| Henry's Improved..per doz. .65&10% >. 
Doz.80 80 8050 8055 £070 8100) poi Water's Improved. ‘“ 70, 10&5¢ Split, FOUNG......+.++4. one 16¢ 
a Sane. g| Fluted...........00. per doz..80 90] PULLERS. gh ~ hbbomgbegnm . 
ind nen eee se 6666 8400 cone Round wee “ 5 ‘ork. oe Faas SOO es 
Rg isae seas cons sebedunsil | a alia clef “ ; a cbdsnesninese nek each..#2 60 RIVETS. 
Berfeot.... 0000.00 108K vapacdamens ae shan Quick and Hasy.... OI 90] and Burrs. one 
DEE 650.0066 occas 000s 0ctedi Conducto Nested Not ted Nail. sopper Belt ..........+... 
SE hah cccecs 000+ necececvedeens 35 weg a." AIM 13k & Giant.... 0.0. per éee.. . 88 00@10 50 6 oe BGR cccccecescoscacsss 75% 
Picture. Central ....... 7%&2%%  70&12%4)|,GiantPattern, ‘“ 6 00 —, PETEEEEEEETEE Eee 75 
Brass Head.................. 40&10% | Southwst'n .65-10&10% 65-10&54 | 7@ck--Giant . 60 | Tame. ....... eee eceres ees . per Ib. 
Lecanto Gig iEIS | Mo. River....702%4%  SOBS4E | ening Janeen” Wass to s5854 | Tubular—Nos. i yt 
Wire Naile—Small iots...........82.29 ~~ tree da —~ wo SR cdas sovneussncent SORIOG | GIBBS... 0200 cccece cove per doz. 606 
Cor lad Note. cares 240] Prt ool... oonePOnIb..00 83| Hay POPE _ per dor..81 70 ROPE. 
Gelvanized y 9 ne ete vege —— Stove ro : * bre Wheel Sin ... 1 60) wanila, 7-16 inch diameter wo = 
ter eaving 5 Acme—In. ee D : larger.. lilo “ 
Bad PRRII 6 as csdec ccs céces 6585 & ee jt. 11440 ue 8c pass knot.......... - 1% Sisal, 7- 16 in. ‘and larger.. so 
NIPPERS Planish Hot House--Jap" i - enetecencuu 30&5% Cotton. 
we Sn We Co cal “te wee ie Rcicb ins .. cxsoncongied aoasg| 3 S20 igin. on role. -Per lt tee 
b eecees cocececers . pa <2 pave SERe PINTO aud 5-16-in. in coils... 7 
Stubb's Pattern .......... 4081 Planished.29¢ 3ic 40c| Sash. " 
of. —s Made-up—In. 5 6 7 SED cctiee eacesses per doz. .80 29 RULES. 
SR itie casincetsses seul Smooth.......... 11340 11440 14%0| Clark’s............... 6 ee GBP BOxWOOK....... 00+ ooo ooo oor nes e-4 
re 0 “RRR gia 40&10%| 7 to 6 in. Smooth Tapers, pr jt..15¢ Common Sense, 2 in.. we BBL IVORY .. 200. cece creeee ceceee cess * 
Dea tatetaatbien :doccedapsousd 354| 6in, Smooth T’s.......... B00 “ Pattern, Zin. “ .. 81 SASH WEIGHTS. 
Hose. NOZZLES. a to Sin. Planished Tapers i ae 45c ——_ Leone danbis eque —_— = Per ton, f.0.b. Chicago...... «+» 830.00 
Pee roug ron aes pe eee eee ee ee eee we * . ' 
Genuine Gem: Fe ee SB) tn. EDR snes ons oma discount, 60% | Ottumwa ball bring - 94] poss SAWS 
> eo ep “ 3 60 ea 63% Grand Rapids, No. 17 - oe 24 Disston’s. BA54 
NUTS_HOT PRESSED. |X. Joins) Bisex og 3 is Pe. | Peepers 
, > J Butchers’—Disston’s.............. 40 
0 Drank. 7” “ 12 “4 64% | Pitcher Spout. Sivoulor. oe 
Lb. One Ores Ps dio ane 40 3% sy galvanized «486 Nos. 861. 63. 43. .f.| Disston'’s 50% 
A, - aes a. * - “ —-50@ | Bach....... 80.98 81.10 $1.20 81.45 ce yaaa napa 
ue on ms a . x “ to 4 “ “ <5 PR oun 2 cin one iabace covesbbned sual 50¢ 
Lb. 1240 10Kc Gye BKC BSigols® uu ay iar a nseeves per dos..006 B Common ........ per doz. $1 SQ 4 
OILS. PLANES. yee 0 is B.S ee 
Linseed, Pure boiled ......per gal 47¢| Ohio... .......- 20. eeeeee eeeees @OR54| Daiasy........ 2.2... eo ea 
« > Diane... © 46c | Stanley Planes, new list. aogamnesy Littic | each i Oe PRERE Te 40&104 &50 
OILERS. Bailey Planes ...........-..- +++ PUNCHES Pocahontas Bit.......... per ft. 
Cuase Pattern. Sandusky.......... oo ssosegen esoest 28 Conductors’, No. 22....per doz..82 50| Pocahontas, Blued ...... = & 
seeeee---. 00810@| Corn, gj. PLANTERS. i | MGCAINE........ 2... eee ——- 
DAE EEE PEON 

































































































ee 


—_—~—-— 




















102 


Chicago Standard. 








3314 & &404 | 


Stanley's Adjustable, per. doz. 83 60 
21 


oo” ee 
Cabinet. 
CC Te re mt doz. #2 25 
Cast Stee! . =e “ G5e@75e 
Stanley's No. 80... “ 7 7% 
Road. 
Cubicft. 7 5 3 
Without runners, ea. 85.00 4.75 4.50 


SAWS—ConTINUEBD Disst ‘on 8s Monarch ‘ .650 

Hand and Rip. Be OD siscee * A 
SI skce 5 sub dadesons keain 30&5% | German.. “ 1135 
ae bk Morrill’ 8 Ola Styie.. “ 500 
Disston's Nos. 8, D8, 12, 7 | . Pattern. aoe 

DOGD, BUG TED oc cccce 0006 sees 95854) Leach’s............... “ 480 
Gorham's Comb. .. BO&SF | Nash’ s Hand. es aa 
ee an WA54% | iene “ 650 
Sam Sickles’, hand.. per doz. “ *| Stillman’ s Lever..... ‘ -. 130 
“I Will,” hand ievdeds X Cut.... . 3560 
“I Will,” rip. H 8 SHARPENERS--SKATE. 

“U. S. A.” hand.. eebece 12 “4 | Diamond... r doz..81 60 
“U.S. A 'rip.. , 14 2% SHAVES--SPOKE. 

Keyhole—Disston' 8 - 25.454 | iid nha 2 por dos.. 81 35@%2 75) 

OR EP pares 2 75@ 4 75) 

Panel. _ — oe : 50&5 4S 
ee a eee 30&S $ | Goodell’s..... tients Gann e 
Disston’s NO. 7........---+ 0004 30454 | Stanley's Universal. . .B0&54 
Disston’ 8 Nos. oe and 12.... .2&5@ SHE ARS. 

We WEEE wcdededudssane cccckns 40% | Pruning. ; 
7, &. ‘A Rear 40&10&5% | Buckeye, -_ 1 . per Ges 6 50 
ning. D. Boece “s .. 8 BO 

yn DUIS 2. .ccccccccees B&54 California Pat., 9 in. - 4 25 
eee B54 : 10 in.. 5 00 
OS eee 2%&5%4| Draw Cut, No. 3...... .-15 50 

Wood. a 7 sie p ~y" eee m wy 

er doz 4 enry's Pat. 01 2 
GOMAMOM.- »-rs0+++-+-POF Moz HO] Per doz...81.90 98.50 8215 $8.50 
Happy Medium ..... “ 700| Star ‘ ....per doz..84 75 
Wood Sawyers’ Delight * 8 25 | Sheep--No. BBA. 
| 6in. 6% in. 7 in. 
SAW SETS | Reg.Grip..811.00 $11.35 18.00 doz. 
“ever.........per doz. % 1.20} ,Nar-Grip.. 11.20 11.00 12.15 

Stilimen's we... Serden. 1.30 | Tinners’--See Snips. 

Miinies G804 pene ccces per doz 5-00 | —” ES—SLI oat vibes , 
os ? >, Sammi aan —a oa 50 | Common. -Per set 80. “2 2 oo. _* 90.7 70 
Aiken's Pattern........ per doz. 3.50 Hatfield's . 00 1.60 

, SHELLE RS--CORN. 
FRAMES—SAW. Union -per doz..87 2% 

Common, plain.. -per doz #1 2 ‘SHOT: -See Ammunition. 

« "painted. 160} SHOVELS AND SPADES. 

| Railroad, Ete. 

Guanine SCALES oes Hibbard’s. -per doz. . 3% 
Fairbank s Standard.. 1+. - 406] H. Conovers’s.... - 7% 
Hatch’s............. per doz “21 50 | Bec UGE, ceces cove = 7 75 
Litaie Detective, 1 2 6 PN cciviedes cseve " 6 25 

ret ues ened 16 185 1 80 — Seeveeeeee = 7 
p erdoz. 7 75 ) S....- 
Now Tea had fron 2 35| Ames’ new list ..... Discount. Ke 
RE cK nndiindcces 0see «uae eB5@ | Coal. é 
Turnbull's Market ..50%| No.2 asin -++-per doz..85 25 

Platform. No. 4 Golds. ...... a 25 
Common 600 ©. 800 1000 | Ames’ new list.. Discount 12%% 

Each ......... #8 75 975 10 75 SIEVES 


Champion. . per doz. $1.00 











Fairbank’s Standard 104 | Hunter's Genuine. .... .* + = 
— .10&104 | Tin Rim, 16 mesh plain —— 1.35 | 
Eastern Pattern. Socket Strap. Wood“ 16mesh arty — a 
Nos. 3 4 5 Cast Iron. ‘ i 
aie teat ele ie ie ed epee 
os. 7 0 }°_| Enameled, White........ 60& 1085 % 
Perdoz. 9.00 9.25 9.50 9.75 10.25 W rought Steel. 
Western Pattern. Socket Strap | New Era. 504 
Nos. 1 2 3 4 Se 
Per doz. 87.75 8.00 8.2% 850 875) em rs. 
Ajax JLastern Pattern, | Ss y 
Nos. 2 3 4 BO o incse ce desskens 666000 Te 
> r. $5.75 6.00 6.25 6.50|German Pattern. 
—- © ‘. 9 |Judd’s Pattern .... *eNioserE 
Per doz. 36.75 7.00 7.25 7.50 SNATHS. 
Ajax. FZastern Pattern, extra heavy, | Double Ring, Bush.... per doz..%6 50 
Nos. 3 5 6 , |\Pemtiee..~ «.* .7@ 
Per doz. $7.75 8.25 8.50 8.75 “ “ Brass.. bed .63 
Ajax. wry Pattern, 4 SNIPS--TINNERS. 
Nos. S ' “4 .- 40&54 
Per doz. 86. 25 6.50 6.75 ? 0 - net meet Ss. ‘ 40854 
Nos. 8 9 1 12 |p s. “ey Sige 585 
Per doz #725 750 7.75 9.%|":S.&W- me opepaete 5&5 % 
SCRAPERS See Metals, Column 1 
Bor. SPRINGS--DOOR. 
Perfect. Nos. A 2 3 4 


Per doz. 45c 48c 


Star . : 1.30 
Torrey’ 8. . per doz..81 35 
Warner's - - 0.1 No. 2 
Pe #1 45 
SQUARES 
Steel and Iron...... . - 704% 








With runners. ** §.255.00 4.75 | (Add for Bluing, #2. 50 ‘per doz., net.) 
SCREWS. Mitre--Stanley’s No. 12........... 40% 

Bench. Try. 

Mh bitides beens sageseamtaneuens 30 Stanley’ fy | — i. sewer 
> doz. .83 = os. and 14......... 

Hand--Wood... — ph . ge . Try and Bevel--Stanley's...... wa54 

Hand Rail.. 70&104 | Try and Miter. 

> RRO T5&5S A 8. cs per doz. .87 25 

each. G et Point..70&1 inter Daa «sano ohanh ial 

“ag or ick Gi —_ * SQUE EZERS--LEMON. 

Nos. 1 9 3 4 |Common Wood........ per doz..%0 72 
Per doz....... 2c 250 32 86c| Porcelain Lined, wood.  . to 

Wood. Boss, tinned iron ...... oe ; 80 
F. H. Bright Steel.......... 90& 104 | Pe a nickel plated.. i . 130 
R. H. Blued Steel........... 8&10% | Sta ae Or e . 160 
F. H. Jap’d Steel............ 80&154% L ittle Giant, tin’d iron , 43 
Pere. CEBIOS | EIS 0000.00 0002 cece cscess P ss 2 40 
R. H. Brass ..... -80&154 | Drum .. oe ims . 4% 

3 ae 75&10 : 
R. H. Nickel Plated TSE10% | ind-—Barbed ........ per Ib. 94@10e 
SCYTHES. | Butter Tud............ - 8@S%c 

Clipper, grain.......... per doz..%8 75| Fence, less than carload. 

Dutchman, grass....... “ ..550|° polished............ per 100 Ib. #2 40 

Golden Clipper, grass 2 525) Galvanized ......... “ 2 80 

U.S. A., grass...... & 50! Netting—Galvanized..... per keg 3 60 

SETS Wrought. 

Nail. Wrought Staples, Hasps and 
Round, common.. per doz. .# 33 Staples, — Hooks and 
— ay 50: : 42 Staples, "Hooks and 
ee .  wwewed “ 33 Staples .. cere 85-10&54 
ag Buek Bros.. 12%| Extra heavy . espa 75&10% 

Point, knurled, pr ? 1 OCG 900 | STEELYARDS. 

Rive, Discount 254 
Farmers’. eee doz. .#1 4s | STONES 
Tinners’. 50K104 | Ave. 

20. | Hindostan . Der, Ib. “prs 
Aiken's Pattern...... perdoz..8350| MoreGrit...... ..... 
Common Lever....... - se. of 0) See bad ete 
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38c 
Reliance, Light #1. ‘0. eed $2.20 di 02. | 


i iectnaiinniadanel 00% 6085 % 
Oul—U nmouated. 
Arkansas Hard ........ per lb. $2 00 
Arkansas Soft ......... ¥ 1 
ED bnce-a0se 0.0600 “ 64@6% 
Lily White per lb 43¢ 
Queer Creek........ 6 ¥ 1444¢ 
I SS ae > “ 36c 
a eiite ‘eee-sede . 25¢ 
Sythe. 
BlackDiamond. .per gro. $7 75 
ee 4 25 
Gem Corundum....... i: : 50 
Green Mountain...... wa 4 20 
TS "Sey e 7 00 
Pikes Gen. No. 1, Ind. Pond., 
WEP GOG 00 sce 0006 coce cece cces 475 
|} White Mountain. oon gro. 6 50 
Willoughby Lake. 7 6 25 
| RedEnd.............. “ 815 
STOPS—BE NCH. 
Hotchkiss’...... .. per doz. 8 60 
STOPPERS— “FLU E. 
Common ouwesns ne doz. 42c 
Crown. west 48c 
Gem, flat, ‘painted. ente-cene 72¢ 
Gem, cor'd, decorated .. 
Kireh’s . vvedaeaeens * $1 20 
Peerless ..... 72c 
Skinner's © ommon ‘Sense “ 95c 
STRAPS. 

Pa ae per doz. prs. #1 80 
bRGES . 002 cccsscscecs sa “* 60@70c 
STRETCHERS. 

Carpet. 

Bullard’s... -- per doz. $3 90 
PEE cauvcdseceecs 5 50 
Malleable Iron........ - 70 
POriecthon 2... ccc cece sn 6 00 

| Wire. 
| N.S. Elwood’s....... .-Peridoz. $5 75 
| O. S. Elwood’s.. 5 75 
| JaéttleG@iant.......... 5 00 
SStar Lever....'.... cess - 6 % 
Star Tackle Block « 9 2 
WR ants deen 6 2 

SWIVELS. 

Malleable Iron ............ per lb. 64c 


Wrought Steel 
TACKS. 


per gro. $4 50 


; American Cut. — 
American Wife............ 854254104 
| American Wite........... ... 90&404% 
eae 90& 154% 
UmMOE GRIGG. 0.000 cece cess ceed 90&15% 
ED wienadedsdnn seqncekivdas 90&30&10% 
Upholsters’ Cut . 90&40K5 & 
|U pholsters’ W DP ssdes eccial 90&25 & 
| Double Pointed ............... 90&20% 
0 rey a per lb. 26c 
CO SD acac ence cesnteunnan 75&5% 
OTE Fe ins Kaen weoenente 75&10&5% 
Hungarian Nails.. 80&5% 


TAPES.-MEASURING 
Asses’ Skin ....... 
SG Hs dice cowccors dans Gell 
Patent Leatner .... o.ce cece cecese et 








FO OT ae 30% 
Lufkins Metallic .................30% 
TENTS AND PAULINS. 
i). a 50&20& 10% 
Wedge Tents . -50& 1085 
so.) a ae 50& 10&5% 
Wagon Covers.............-50&10&54 
THERMOMETERS. 

y;, eee per doz., 95c@F1 25 
Wood Back........ $1 75@ 9 00 

GORGE ick cdas ohtne 15 
TIES. 
| Bale. 
ee Pree 80&10&5% 
All other kinds..............65&10% 
| Cow--See “Chains.” 

TONGS. 
Crimping—Packham’s...per pair 50c 
Gutter—P. 8S. & W. Co.’s.. ....15&10% 
Pipe—Brown’ 8. . -50% 
Roofing—P. S. & W. Co.'s ve. 158 10% 

TOOLS—SAW. 
Atkin‘s Dexter......... per doz. “ = 
Atkin’s Exceisior...... 
Disston’s Universal . 108 
McDonald’s . 
Simond’s Crescent... — per doz. hy oc 

TRAPS. 

Game. 
Hawley & Norton............... 70% 
ES 504 
eee” 80% 
Mole—Reddicks ........per doz. % 75 


Mouse and Rat. 
Wood Choker 
Tin Choker 





Disston’s.... ..304 
Rose’s..... «++ 254 
Plasterers’. 
ED 0: nods padthativn bdaiecm --- 3344 
PE sccs.e0cn apentiininieniens ---804 
W. & McP séawaebe .. 284 
TRUCKS. 

Dh nct doen sceesobetetthied each 81 76 
Aik aniks. sce ecdies. essen ™ 1 50 
Warehouse. . -. 00454 

‘No. 2 3 
Half Ironed.....82.60 %8.40 8.00 
Full Ironed..... 8.90 5.75 6.75 
TUBS-WASH Ex. 
No. 3 2 1 —_ 
Standard, hears doz. 85.25 6.25 7. 3 9. 
Dowel . 5.60 6.60 7.50 10.00 
ae... 6.50 7.50 8.25 
Indurated. “ 7.20 7.95 9.45 11.70 
Galvanized. 
1 2 3 
STO. nacentiina $5.7) 6.25 7.00 
VISES 
ponaew’. none -«++-30@ 
RET WD dine cadhaans pies etd eau 204 
Parker’ > Oval Slide... ... .50@50&10¢ 
Parker's Parallel............. 15@204@ 
Parker's Victor. . oo gael 
Parker's Combination. . . 50k 104 
SEE snide soc ececeted weed 50104 
Adam’s Mechanics’........ each 83 50 
WARE, 
Cast-Iron Hollow. 
Ground. -- 40, 10&2%4 
U nground .. eWhesecns ebed 50, 10&2%4 
Extra Finished... ae 
White Enameled............. 40854 
OO SRE Ore 654 
Enameled. 


Adamant,one coat, youiogqrsai0 
The manufacturers 
ware ir.to two classes, which take 
differeat discounts, noted above. 
Chrysolite, three coat........ 
Ww HERS. 
% 1 1% 13% Bo 
= 17c 19¢ 25c BBc 
40c 40c 43c 


Leather. 
Nut, per C 
Collar, per C.. 

Wrought /ron. 

n 4516 % % S% &to 
Perlb...9¢ 80 6X0 54340 4X6 ime 
Wrought Steel. 


n. “45-16 % % % tol 

Perlb .10c 9¢ 7%c sie die 54o 
WEDGE 

i. acllone deat tain ra 

DN. oncs eakeoale per lb. .10%6 

Saw. aad os c 


Wood Choppers. 20 
Lake Superior an 
Pa — 


paiseecce os anceoese ar . 9X&o 

Reg. Pattern, Steel.. e -4@6 

Truckee “ * 4340 
WEIGHTS. 

NE a's candidbinawdeinked rlb..2%ce 

Sash--F'.O.B. Chicago..pr ton. 828.00 


WHEEL BARROWS. 
Common Railroad.. --per —e- 813 00 


Heavy “ . 19 50 
Railroad, ball bearing os -- 190 
Santiago Steel eh + —e= 
No. 04 Steel Dirt . “« .. 530 
No.04% “ ” . 56 00 
WHEELS. 
Emery and Corundum......... i 
Well. In. 8 10 12 1 
Per doz $1.90 82.20 38.00 @5.50 
Barbed. Painted. Galv’'d. 
Carloads...pr 100 Ibs. ‘. 40 «=«8278 
Lessthancar “ 2.50 2.80 
Brass. 
SGI « 9604 0068 cbe0ns eT 
In 1 lb. 8 ne id new list..... 50&104% 
Broom--Tinned .€0&10&10& 104 
a Same price ‘as Barbed Wire. 
opper. 
In coils..........+-++.. 106384 $ 
In 1 Ib. spools, new jie assed 104 


Fence--Smooth. 
Nos. 6 to 9,Annealed, pr 100 Ibs. 83.10 
Nos. 6 to 9, Galv’d 2. 


Hair--New list................ 50&104 
Market. 
Bright, full bdles.......... ..75&2%@ 
Bright, broken bdles...... 76, 10&5¢ 
Coppered, full bdles........ T70&7%S 
Coppered, broken bodles ..70&24 
Tinned, full bdles..... a , 10&54 
Tinned, broken bdles.. ose 4 
Picture. 
nts anniecemeil es 
InSb. spools .......... 
Plain—Smaill lots.. 


Car lots 1.95 
¢| small spools 5c per hundred higher 
tee 


eee eee eee eee ewes wee 





Delusion . Per doz. Se ! 
Imitation Sight, Hat: 800] Aliigntoe naa 
Marty Rat.............. ‘$6 75) Always Ready...........--. 4 
Marty Rat, Imitation.. ~ 3 75| Bemis & Call.. canaiend Ca 
Marty Mouse.. 3 15) Goe’s Standard... .... 1... 0... 408106 
Marty Mouse, Imitation “ 2 10/ Girard’s er sinned 5 
E-Z-Keteh, Mouse...... .  0/P.S. & W. Co.'s Agrioultural....75¢ 
E-Z-Ketcoh, Rat ........ ee 900 os Knife H’dle. ORES 
FP he Automatic. .... each 83 60| wescott’s “S".... ns, 4 
y. 
Halloon. per doz. 81 35| Stilison Pipe... sccm OOM 
Harper’s....... a CO i ical 
TROUGH RAVE. WRINGERS. 
Eastern ......... Discount ets bf Clothes. 
ee, POR me 80&2% agp Guarantee, at ee 0 
South Western.. - 110830 No. C 360, Novelty..... 22 w 
Missouri ee. - 4@| No. 3, Empress........ “ 6 
Southern . . 7%5-10454| No. 150, Sunshine..... ee 18 08 
““‘TROWELS. No. 130, oe: Podeve ” 18 00 
Brick. No. 12, Success... > ae 16 6 
Beambags..... sas. ccoe sess cscneee de No. © 600, Royal... pe 38 00 
Brade’s..... -»- 10&7%4| Blue Bell Bear's. “ me 
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Wants and Sales. 











Fer yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
@nder this head advertisements of six 
lines WITHOUT CHARGE, for em- 
ployers wishing to secure employes, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 


BUSINESS CHANCES. 


PATENTS eee ad a. ot Wasmiagton, 


and Foreign 
Bend for for. eaten on Uipejected 3 ee 
Honest work but for 
Nothing” effera 
Ww anted — To exchange unimproved 
North Dakota land for stock of hardware 
or implements; this is good land and will 
raise fast in value. Address Box 299, Al- 
den, Minn. 7 


Wanted.—An interest in a hardware 
store in a town of 4,000 population up by 
a hardware man with 15 years’ expe- 
rience. Address 712 W. Lasalle Ave., 
South Bend, Ind. 7 




















For Sale.—Only exclusive cornice and 
tin shop in good live county seat town of 
15,000 inhabitants, invoice about $900; es- 
tablished 5 years; good business; imme- 
diate possession. Address Cornice Works, 
407 Sycamore St., Waterloo, Iowa. 


For Sale.—Hardware, ofl, paint and 
stove business, near Chicago; established 
50. years; sales about $3,000 annually. Will 
sacrifice on account of sickness if taken 
this month. This is a money maker and 
an elegant opening for a live man. Ad- 
dress Hall & Co., 167 Dearborn S8t., Chi- 
cago, Ill. 7 


~ For Sale.—$5,000 stock of hardware, 
stoves and harness, including building. 
All new stock and in a good new Dakota 
town. No competition. A good farming 
country and well settled up with good 
Ohio and Maryland farmers. Will turn 
in agency for McCormick Machinery. Ad- 
dress McCutchin & Son, Surrey, N. D. 7 











Wanted—To buy, lease or rent, set of 
tinner’s tools, in good live town of 2,000 
to 10,000 inhabitants, or will operate shop 
on commission (west of Mo. river). Ad- 
dress L. B. Brooks, Denver, Colo., Gen. 
Delivery. 6 





Wanted—To purchase a hardware busi- 
ness in Colorado, Texas, New Mexico, 
Arizona or California; must be in a live 
town or city; would invest from $3,000 to 
$5,000. In reply give full particulars. Wm. 
Gibb, Richmond, Va. 6 


Wanted—A oy with $900 to take 
half interest good established hard- 
ware and tanware business; town of 900, 
northwest of Chicago 60 miles; fine coun- 
try; I am experienced tinner. Reference 
required. Address “Partner,” Care of 
The American Artisan, 69 Dearborn &St., 
Chicago, Ill. 6 


For Sale—Old established stock of hard- 
ware, stoves and tin shop and tools and 
harness, robes, whips, farming imple- 
ments; good trade; no opposition; stock 
of about $6,000; clean and up to date; good 
brick building. I will rent or sell. A 
good chance for a hustler. Reasons for 
selling, other business. Address “Old Es- 
tablished,”” Care of The American Ar- 
tisan, 69 Dearborn St., Chicago, Til. 6 


For Sale—Good clean up- -to-date stock 
of hardware, stoves, etc., in one of the 
best towns in northern Iowa. Popula- 
tion 5,000; stock will invoice about $3,500; 
best location in town; nage, WF will ta 
from $12,000 to $15,000 a year. 
sons for selling. Address “nap Gare 
of The American Artisan, 69 Dandteie 
St., Chicago, Ill. 


For Sale—A nice clean stock of —s 
ware, furniture and undertaking busi- 
ness in a Dakota town of 600 inhabitants 
and surrounded by the best of farming 
country. Stock invoiced Jan. 1, 1903, $7,- 
700; building tinners’ tools and fixtures, 
$5,000; done $18,000 business last year. A 
good paying business but our reason for 
selling is. poor health. Address Kloster 
Bros., Hatton, N. D. 5 

















For Sale—Hardware business; stock 
about $5,000; near Duluth; sales average 
50 per cent profit. Address “Box Minn.” 
Care of The American Artisan, 69 om 


born St., Chicago, Ill, 


For Sale—Hardware and furniture 
business in one of the best towns in 
South Dakota, county seat. Two thou- 
sand population and growing rapidly; 
new brick store, stock new, bright and 
clean; reasonable rent; large territory 
to draw from. This is an opportunity 
not often found to step in an established 
growing business; stock will invoice 
about $5,500; reason for selling sickness; 
must have change of climate. Address 
“Dakota,” Care of The American Ar- 
tisem, 69 Dearborn S8t., Chicago, Ill. 5 








TINNERS’ TOOLS. 


Tinner Tools for Sale.—All as good as 
new. 1 20 in. Stow brass mounted groov- 
ing machine, $9.50; 1 20% in. Stow adjust- 
able tin folder, $18; 1 30 in. wood bottom 
Sheet iron folder, $3; 1 Stow double seam- 
ing machine, with setting down attach- 
ment, $15. H. Thiel, Renwick, Ia. 7 

For Sale.—A complete stock of hard- 
ware tinner tools, with new store build- 
ing, 24x72, two stories high, fitted with 
Warren’s hardware cabinet shelving, in 
a good small town in Iowa; have a good 
farming trade. Good reasons for selling. 
For particulars address Schmidt, care of 
The American Artisan, 69 Dearborn S8t., 
Chicago, Ill. 7 











For Sale—Peck & Stowe large burring 
machine, with standard. Baxter, 
Algonquin, Ill. 6 

Wanted— Set of second hand tinners’ 
tools; send list and best cash prices to 
J. G. Hoffken, 23 Central Ave., Minneapo- 
lis, Minn. 6 


For Sale—A nice set of hardware boxes, 
newly mounted and labeled; can have 
them at your own price. A. E. Francis, 
Mukwonago, Wis. 6 








Wanted—A hand power elevator of 1,- 
000 Ibs for two-story building; send full 
description and price. Address ‘‘Power,” 
Care of The American Artisan, 69 Dear- 
born St., Chicago, Ill. 6 


For Sale—One Shepard's screw cut- 
ting. foot power, lathe, full set of P. 8. 

&. W. tinner’s tools, good as new, and 
bicycle repair tools. Price list on appli- 
cation. Address 8. A. A., Care of The 
American Artisan, 69 Dearborn St., Chi- 
cago, Ill. 6 


For Sale Cheap—One 20 inch P. S. & 
W. tinners’ squaring shears, in good 
working order; will sell at a bargain. 
M. C c. >. Dally Haw. Co., Dunlap, Ia. 5 


For Sale—One Moore’s double seamer, 
13 in. throat; one Stow’s groover, brass 
mounted, 20 in. throat, good as new; very 
cheap for price. Write to Geo. E. Schil- 
ler, Montrose, Mo. 5 


Wanted—One second-hand screw cut- 
ting engine lathe between 10 and 14 inch 
swing; also one upright drill press about 
16 inch swing; must be in first-class con- 
_. Address Box 65, Mt. ee 














For Sale—The following “tools nearly 
new at prices named, if taken at once; 
1 set 30 in. rollers, $8: 1 wiring machine, 
$8; 1 tin folder, 20 a. $15; 1 grooves = ma- 
chine, $7; 1 swed ing machine, 1 
burring machine, . 2 Dleckomith vise, 
$4, new; 1 mandrel, $2.50; 1 blow horn 
stake, $2.50; 1 square head, L. J. 
Eneboe, Woonsocket, 8. D. 





HELP WANTED. 


~Wanted—A oval @ tinner; om whe on do 
plumbing preferred; good wages; steady 
work. Schanck Bros., Libertyville, ut 











Wanted.—A first-class all around tin- 
ner. Steady work, inside; desirable job. 
Address Moseley & Pritchard Mfg. Co., 
Clinton, Iowa. 7 

Wanted—A first-class tinner who has 
some knowledge of plumbing and furnace 
work; steady job. Address R. B. Ward, 
Belleville, Kans. 7 


Wanted—Good tinner and plumber; good 
pay and steady job to right man; Norwe- 
gian referred; give references. M. 
Schneider, Adams, Minn. 7 


Wanted.—Three good tinners, Steady 
work and good wages far good men. In 
mag, state wages and experience. 
Watson Bro Marinette, Wis. 7 


Wanted.—Tinner to help in hardware 
store. Steady job. $50 a month. Must be 
sober. Good schools and churches. Nice 

lace to live. Write at once. C. A. Wyc- 

off, Morrisonville, Ill. 7 














Wanted.—First-class superintendent for 
stove department of pattern works. Best 
wages to thorou ughly reliable man. Write 
“Box 4,” care The American Artisan, ? 
Dearborn 8t., Chicago, Ill. 





Wanted. nal good Al tinner, ‘with | some 
knowledge of plumbing or a combination 
tinner and plumber. State age and expe- 
rience. Steady job to right man. J. Q. 
Swanger, Jr., 110 W. Second St., Mish- 
awaka, Ind 7 





Wanted.— —Representative for state of 
Indiana; must be a thoroughly compe- 
tent man experienced in stove and range 
selling and acquainted with Indiana trade. 
Address ‘“‘Ind-Trade,"’ care The American 
Artisan, 69 Dearborn St., Chicago, Ill. 7 
Wanted.—First-class tinner for country 
shop in good town; must be temperate 
and reliable. Send references and wages 
wanted. Steady work for the right man. 
Address “‘Hardware,”’ care The American 
Artisan, 69 Dearborn S8t., Chicago, Ill. 7 


Wanted—Traveling salesman for Ohio, 
Indiana and Kentucky. Hot water heat- 
ers, gas machines, gas fixtures, etc. State 
experience; give reference, and all par- 
ticulars. Address “Box A B,” care of the 
American Artisan, 69 Dearborn st., Chi- 
cago, Ill. 7 





Wanted.—A good all around tinner; one 
who has had cxperience in job work, eves 
trough and roofing and furnace work and 
clerking; one that can speak the German 
tongue preferred. Reply stating expe- 
rience and wages for steady work. A. E. 
Kincaid, Walnut, Iowa. 7 

Wanted.—Two good traveling salesmen 
to cover Ohio, Indiana, Illinois and Mich- 
igan for a well-known trade-mark line of 
goods. Only men of very highest ability 
need apply, as we propose to put on the 
best that money can buy. Address 
“Best,’’ care The American Artisan, 9 
Dearborn St., Chicago, Ill. 





Wanted—A first -class tinner and plumb- 
er, bicycle repairer and gunsmith. Chas. 
Weydert, Bayou Sara, La. 6 





Wanted—A tinner who understands slat- 
ing, non-drinker and married man pre- 
ferred. Address Lawrence & Brightman, 
Berea, O. 6 








Wanted—Young hardware man to sell 
a desirable line of malleable steel ranges 
on the road in either Iowa, Minnesota 


or Dakota. Address Faultless Mfg. we. 


617 Austin Ave., Chicago. 


Wanted—Practical tinsmith; an all 
around man who has a knowledge of shop 
work; also of putting up hot air, hot 
water and steam heating. Apply to C. V 
Mashek, Kewaunee, Wis. 


Wanted—We would like three good so- 
ber reliable tinners, steady job by the 
year, one man on furnace work and two 
men for roofing and gutter work. Mc- 
Guire Bros., ] Rockford, Il. 6 


Wanted—Good salesman in metal busi- 
ness. One who can speak German pre- 
ferred. Territory, Wisconsin and Mich- 
igan. Address C. . B., Care of The 
American Artisan, 69 Dearborn S8t., Chi- 
cago, Ill 6 

















Wanted—By March ist, A No. 1 all- 
round tinner, hot air furnace and cornice 
man, must be able to make estimates 
from plans and strictly sober; a good 
Murph job for right man. John Stoetzle, 
Murphysboro, Ill. 6 


Wanted—At once, a a first- class tinner, 
one who understands something about 
furnace and iron pipe work, sober and 
reliable, a steady job the year around to 
the right man. State wages, reference 








and age when answering. Address _ 


her Son, Preston, Ia. 


Wanted—A first-class tinner; must un- 
derstand pump repairing and furnace 








work; married man preferréd. Steady 
job; will pay $50 a month. ‘Dea Hdw. 
Co., Valley Junction, Ia, 5 





Wanted—Sober, honest, competent job 
tinner, of good character, to do _ the 
work and build up trade, on shares; well 
to do residence district; shop on direct 
electric line to World’s Fair. Address 
James Walter, 803 Burlington Bidg., St. 
Louis, Mo. 5 





Wanted—A good all around man, one 
who. is a good tinner and furnace man, 
and has a good knowledge of ey 
both in lead and iron; sober and reliable. 
Good wages by the year. Address “All- 
Round,” Care of The American Artisan, 
69 1 Dearborn S8t.. — Til. 5 


Wanted—A all around  tinner, 
lumber and =, man. Must. be so- 
r and a good anne, worker in a town 
of 3,000 population ive reference and 
state wages. Steady work the year 
round. German preferred. Boynton & 
Ketcham, West Chicago, IIl. 5 
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SITUATIONS WANTED. 


Wanted—Ww ork as tinner and clerk in 
country town. Address C., lock box 232, 
Osceola, Clark Co., Towa. 7 





Wanted.—At once, good all- round tin- 
ner, one who understands heating and 
plumbing. Must be sober and reliable. 
Steady job for the right party. Address 
Acheson & Joder, Alliance, Neb. 7 


Situation Wanted—By sheet metal 
worker as jobber, cornice maker or tin- 
ner; 15 years at the trade; in Chicago, or 
close by. Address C. R. A., care of The 
American Artisan, 69 Dearborn st., Chi- 
cago, Ill. 7 





Wanted—Position by a first-class tin- 
ner, both inside and outside worker and 
general jobber. Address Tinner, Care of 
The American Artisan, 69 Dearborn St.. 
Chicago, Ill. 6 





Siauation Wanted—As traveling stove 
salesman with first class house; can fur- 
nish best of references; have traveled in 
Ohio and Michigan. Address “S. A. Ww., 
Care of The American Artisan, 69 Dear- 
born st., Chicago, Ill. 6 


Situation Wanted— By an all around 
tinner, a No. 1 furnace man with some 
knowledge of plumbing; married man 32 
years of age, with 16 years’ experience; 
steady job. G. W. F., Care of The Amer- 
ae Artisan, 69 Dearborn St., Caen, 
Til. 


Situation Wanted—A position in_ tin 
shop to finish learning trade. Have 
worked in tin shop and store about one 
year; would like a place where I can 
work in shop and store; good references. 
Address Box 357, Care of The American 
Artisan. 69 Dearborn St., Chicago, Ill. 6 








operation. 


If You've Had Your Fill 


of acetylene burner annoyances try the 
Sunlight Brand. Right in theory and 


design—perfect in manufacture and 


None so good. Induce- 


ments to hardware trade. 


Sunlight Lava Mfg. Co., 


CHATTANOOGA, TENN. 





SPECIAL NOTICES. 


SALESMEN 


We have some quick-selling specialties that 
every bardware store should handle. Sam- 
ples are small and compact. Can be handled 
asaside ine. Address *‘Bison,” care The 
American Artisan, Chicago, IIL. 5 











Wanted—A steady position as general 
jobber and cornice maker, capable to 
give estimates and lay out work: 21 
years’ experience; am married and re- 
fable; can give best reference; worked 
in Chicago 16 years. Address “Cornice 
Maker,” Care of The American Artisan, 
69 Dearborn St.. Chicago, Ill. 6 


Situation Wanted—By March Ist, in 
Iowa by a practical tinner of several 
years’ experience; can do anything in 
general tin work; hot air heating, bicy- 
cle repairing, etc.; can clerk in store 
when needed; am married and am strict- 
ly temperate and steady. A permanent 
situation only. Address “‘Iowa,"’ Care of 
The American Artisan, 69 Dearborn St., 
Chicago, Il. 6 


Wanted—A steady position as tinner; 
have had five years’ experience in coun- 
try shop; can do some plumbing. Address 
7 Ww Godknecht, Palatine, Cook oo, 


Wanted—Two first-class wood pattern 
makers on stove plate. A steadv position 
for competent men. Address The Balk- 
will Pattern Works, 970 Hamilton S8t., 
Cleveland. Ohio 5 

















For Sale—Good tinning business, roof- 
ing, slating, furnace work and gas fit- 
ting; employs three men year as wen 
reason for selling, death of preprear 
For particulars address Mrs. Wil- 
liams, Jefferson, Ashtabula Co., O. 5 


_ SPECIAL NOTICES. — 


wa NTED 


We want a number of tinners) Our 
work requires neat bench workmen 
who are accustomed to general sheet 
metal jobbing. All inside work and 
steady year around for good mechanics. 


Briscoe Manufacturing ue 
Detroit, Mich., 
Woodward Ave. cor. Baltimere. 


SALESMEN 


WANTED 


To sell Ehle’s Nestable 
Dinner Pails and Fold- 
ing Lunch Boxes, They 
are quick selling special- 
ties. Address 








F. G. 0. Ehle Company 


BUFFALO, N. Y. 





Have you installed a heating plant that does 
not work to your satisfaction? Or have you 
encountered a difficulty in the shop that you 
cannot overcome? Or do you want a receipt 
for some particular process? If so write me 
and I will help you out. Send a rough sketch of 
the job. My fee will be small. Address 

uM. Vv. SECOR, 5 
VINNEBGAGO CITY, . MINN, 


FOR SALE 


In one of the best cities in New York 
State, a manufacturing plant about 
215x135 feet. Fully equipped with cu- 
pola, engine, boilers, elevators and line 
shafting. The corporation owning and 
Occupying the property is compelled to 
adopt larger quarters. Suitable for 
foundry purposes and machine shop or 
for general manufacturing. Decided 
advantages in cheap coal, water and 
taxes. Address, ‘‘EMPIRE,” care Tue 








American Antisan, Chicago,IL 56 
Kewanee, Ill., 


€. 4. Scbul writes; 


**T can say that my advertisement in Che 
Aimerican Artisan convinces me that T cam 
not afford ta be without vour paper.” 





CuoT THIS OUT. 





OOODDOODOOOOO 





To the 
Publishers 


three months. 


DOOOOOOOOSOSOSOOSOOSOOOOSOO@M ©OOOOOSOOOOOOD 


The American Artisan and Hardware cal 


69 Dearborn Street, CHICAGO. 


Please send us THE AMERICAN ARTISAN each week for 
At the end of that time we will remit Two Dollars, 
Jor one year's subscription, or 50 cents incase we decide to discontinue. 



























SP Oocccccccccccoocococcccocococ‘‘eso‘ll||ccll|ClllessaE 
P| Stove Dealers Will Make Money 4 
¢ and Save Money by Using : 


:DIXON’S GRAPHITE CEMENT: 





There is nothing equal to it for repairing fire brick in stoves, furnaces, etc. 
Let us send you sample and prices. 


® JOSEPH DIXON CRUCIBLE Co. 
TTI itll 


Jersey City, N. J. 
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CLARK, 


Peoria, 


PLECKER’S CORRUGATED EXPANDING CONDUCTORS. 


Made of Galvanized Iron in Ten-Foot Lengths without a Cross Seam. Will not burst when full of ice. 


QUIEN & MORSE,’ 








"1106 E- Pit CAN : 














CHICAGO, 








D. M. STEWARD MFG 


CHATTANOOGA. 


__ UNIFORM 
DISCOUNT TO 
THE TRADE. 


. CO. 


NEW YORE 

















W/E Y 


not take “Canton” Metal Ceilings in your 
business as a side line? 
ately become a source of profit; and, in time 


may become your mainline Easy to put 

ae = aoreeee is right. pe 
utiful class designs. Our Art Metal 

Catalog is yours. Write for it. 


CANTON STEEL ROOFING a 
Nem Yon CANTON, OHIO, rc 


"Ot, ge 





They will immedi- 


Made in 











i. Pray he & CO. 





poe 





20 Cliff St., New York. 


esp SKYLIGHT GEARING 
AND CHAIN LIFTS 


Tinsmiths’ and Plumbers’ Tools 
“Coppersm Makers’ Ton 


oe Threading Machines 


peisabheel goods bought, sold ines oes 





Oe = 


aaa. 


Dlid MON = AE 
un Ut) RAR 





Pliability—ease of working 
and fitting around angles 
and corners—was one of the 
features of MF Roofing Tin 
that secured first prize for 
it at Patis last year. Next 
-in value to the all-import- 
ant question of a heavy tin 
coating, comes the ease of 
working—it saves waste of 
material and waste of time 
—makes the roof that fils. 


MF 
ROOFING 
TIN 








is the best roofing 
from every view- 
int. It is made 
y hand labor en- 
tirely. Every sheet 





Maan 





must pass a rigid 
examination fore it is 
boxed — and none but per- 
fect plates are sold. Trade 
mark on every sheet. Ask 
your roofer for MF Roofing Tin, 


or {¥; C. CRONEMEYER Agent, 
write | Carnegie Building, Pittsburg 
for illustrated book on an” 


AMERICAN TIN PLATE COMPANY, 
New York. 














dATEST 






DEHORNER Dohorner 


we THOUSAND | 1 ee E: write 





(Newton’s Patent.) 


BROWN MFG. Co. * « DECATUR, ILL. 
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When a Man Puts Up 


NEW YORK. BOSTON, PHILADELPHIA. 





THE BERGER MFG. CO., Canton, Ohio. 
LARGEST MANUFACTURERS OF SHEET METAL WORK IN THE WORLD 
CHICAGO. 


SPECIALTIES: Roofing, Siding, Eave Trough, Conductor Pipe, Hangers, Etc. 





a Building 


He wants to get durability and 















style, and not pay too much for it, 
either. 

There’s where your chance comes 
in to sell one of Berger’s ‘‘Classik” 
Metal Ceilings. Look at this little 
cut of one design we offer. Isn't 
that stylish enough for most any- 
one? And as to durability there is 
practically no wear out to them, 
They resist fire, don’t crack nor get 
water soaked nor fall off. Easy to 






keep clean. The price is moderate, 






and the service they give makes it 






true economy to buy them. 






Write for full particulars and 
free Catalogue. 


DO IT TO-DAY. 







ST. LOUIS. 









We are now in a position to entertain your 
orders for... 


Eave Trough, 
Conductor Pipe, Etc. 


For Spring shipment. Before buying write us 


ILLINOIS ROOFING AND SUPPLY CO., 


23 Lake Street, CHICAGO. 


KENNEY’S DOUBLESEAMER 





James Abbe 
& Son, 











Springfield, 

Mass., write: 

“Our fore- FOR STANDING LOCK TIN ROOFING 

man tells us 

it i ys Isthe most complete Labor-Saving Double 

be . il Seamer in the market. Send for catalogue, 

tor itseld AGENCIES: 

doubly on Peck, Stow & Wilcox, - _New York. 

ene job.” Sidney Shepard & Co., Chicago, Ill, 
Sidney Shepard & Co., - Buffalo, N. ¥. 
F. H. Lawson & Co., Cincinnati, O. 
William Fuller & Co., Baltimore. Md 


Dwight Slate 


Machine Co. 


are - A HARTFORD, CONN, 





Ap Dy by be boy Se ha Sa oe Se So ie hr ha ha Mi Mi Ma SM 
VyVvVvVvVvVvVVYVYVYVYVVvVvVVvVvVvv vv 


‘ 4. W. Chandier, 

Lily Lake, Til., writes: 
“Please take my add out 
of your paper for a tinner. 
I have received answers 
from Brooklyn to Califor- 
nia. I think I ought 
: to be able to pick out one.” 
HE OS O66 O.90O001 09000000 








ADA las lotodotrtotortestestes 
Lb pO ADpb Dn dvtbttortdostotoses 
i i i i i hi 


4 


wy 














“HELLO?” 


“Oh do please send 
aman up quick, the 
water pipes are 
frozen.” 

Can't do it till 
we get through at 
Jones’. The only 
torch we have Js be- 


Ting-a-ling-a-ling. 


must get some- 
one else.” 
Don't expect peo- 
le to wait for you; 
ready to quickly 
servethem. A No. 
82 Torch is just the 
thing. The burner 
is a powerful gener- 
tor, and is so fitted 
that soldering cop- 
= may be quickly 
eated. Jobbers 
sell at factory price. 
or.we will send by 


$3.00 NET. paid express upon 
receipt of $3.50. 


Your Money Back if You Are Not Pleased. 
Our Catalog is Free. 


CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICH., U. S. A. 











L. A. Wilkin, Chrisman, IIl., writes: 


“Please discontinue my ad. in your paper. 
With the one insertion I have a half a hundred inquiries.”’ | 
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MILWAUKEE CORRUCATINC CO. 


MILWAUKEE, WIS. 


Manufacturers of 





Eave Trough Steel Roofing 
Cond. Pipe (all kinds) 

(Rd. and Sq.) Corrugated Iron 
Elbows Curved Iron 





Hangers Crimped Iron 
Cor. Cut-Offs Brick Siding 
Pat. 11-14-99 Rock Face 
Cond. Hooks Beaded Iron 
Trimmings Metal Shingles 


TINEPLATE—GALVANIZED IRON—SOLDER 
































. WE ARE THE ONLY AUTHORIZED MANUPACTURERS OP 
The Great Shipping Center. CORRUGATED CUT-OFFS—(BEWARE OF INFRINGEMENT.) 





The American Ventilator 


is simple, handsome, durable and effective. It is guaranteed 
to exhaust more cubic feet per hour than a large majority of 
the storm proof ventilators now on the market. 


IT GIVES RELIEF 
from the unhealthy condition of close and overheated rooms. 
It keeps the atmosphere in a residence, cool and refreshing 
during the hot summer months, 


MIDDLETOWN, 
OHIO. 








THE PERFECTION 
RAIN-WATER CUT-OFF 


Excels All Others in 
Simplicity — Strength —Durability 


KLAUER 
MFG. CO. 


Sole Manufacturers 
DUBUQUE, - - = IOWA 








SUCCESSORS TO 
W. A. SMITH & CO., Patentees, LIMA, OHIO 














suet =| ART METAL 


METAL 


acter. |} CEILINGS 
ORNA- Roofing, Corrugated Iron, 


MENTS, Galvanized Iron, Corruga- 
STATUARY, ted Conductor Pipe,Finials, 


Weather Vanes, Cresting, GALVANIZED STEEL TANKS FOR 
ETC. Etc., Sheet Copper :: :: ALL PURPOSES. 


@ VOSHARDT,, 04-202 mater st. cHIcAGO, ILL. 
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LA CROSSE STEEL ROOFING AND CORRUGATING 60.,La Crosse,Wis 


MANUFACTURERS OF 


TROUGH, ELBOWS, MITRES, 
EAVES ee. HANGERS, CUT OFFS, 
CONDUCTOR PIPE == S'. 

ream stineerts SIDING MATERIAL. 


CHAMPION 


SHEET METAL SCRAP 
BUSHELING | Se gan PRESS 
PRESS i 





























FAMOUS 
MFG. CO., 


EAST CHICAGO, IND. 








Write for Prices on 


ROOFING 
SLATE. 


THE AULD & CONGER CO, 


‘wers. ang oeacers. Cleveland, 0, 














GARRY IRON & STEEL 
ROOFING COMPANY 





CORRUGATED 
ROOFING SIDING & CEILING 


CLEVELAND OHIO 





WE MAKE ALL KINDS OF 
— Metal Patterns 
ois, FIN N EB R. Suu. | ticcerinn matieeetnn 
WIRE CONDUCTOR SOMETHING NEW AND GOOD | . ie 
HANGER You can fasten them on conductor before you leave shop. | 6. E. Wenzel Co.  -seaeye aS. 


PATENTED They hold spout away from building. 
IN THE U.S. rhe easiest hanger to put on. 
Give your jobber a sample order and you will always use PATT ERN MET , = RS 


them. 
Send to the Manufacturers for Free Sample by mail. 


E. E. TAFT @ CO, "" 384""" 


me gat t VARNISH REMOVER 


i ae An Awful Scrape 


4 _ x2 
] | : toh astiom . to remove paint, varnish, shellac, 




















bares 00 FACE GOTHIC, 
) RP FA OTHIC, HAIR-LINE 
der eat gate GOTHIC, 


EVERSED 
2 FOR BRANDING IRONS 





















wax, ete., in the old way with 
sandpaper, scrapers, etc. 
x ADELITE PAINT & VARNISH REMOVER 
— _ does it instantly without any in- 
-———— jury to finest woods, veneers or 
any finish applied thereafter and 
its extreme merit creates a de- 
mand at once wherever intro- 


duced. Saves Labor, Time, Money and 
~% , Strength. QUICK SELLER—GOOD P.OFITS 


= = = — re Manufactured aa 
== — pes = 
—_ += = == —— x Solely by 
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Manufacturing and Designing of Architectural and Ornamental 


Patterns of Every Description 
Stove Patterns a Specialty 


In this department of our business we would direct attention to our ability to 
originate. Artistic suggestions will be cheerfully presented by our art staff who are 
creative as well as imitative. ‘This is a point from which we wish to be considered 
in making a bid for your patronage. 


Balkwill Pattern Works, 970 Hamilton St. Cleveland, 0. 














PSs SS SSSSSSSSSSSSTSSSSSSB ESTES eee eS 





Standard Clock Face Oven Indicator 


This is not a cheap 
indicator but is 


ACCURATE 
ad DURABLE 


MANUFACTURED BY 





No. 460 


HELIOS-UPTON CO., Peabody, | Mass. 


or HENRY GLEASON, Agent, 258 Broadway, 








THE UDELL WORKS 


INDIANAPOLIS. IND 
STEP LADDERS. CLOTHES BARS. HOOK RACKS. FOLD 


ING CLOTHES RACKS TOWEL ROLLS TOWEL ARMS 
ROPE REELS, IRONING STANDS AND BOARDS FOLD 
NC TABLES COMMODES MEDICINE CABINETS 

WA. STOKES &CO Ww New Y 








Mr. Hardware Dealer, in putting in a line 








of our Artistic Decorative Home Paints. 
Their durability and economy make them 


T. © HALVERSON, Ankeny, Iowa, writes: in ile 







**My Advertisement in your paper for Tinners’ Tools brought me . . 
just what I wanted. I got at least twenty-five answers from all parts Buckeye Paint and Varnish Co., 
of the United States.’’ TOLEDO, 0. 


















BRICK STOVE LININGS 


EAGLE STOVE CLAY INCANDESCENT GAS FUEL 
WILLIAMS STOVE LINING CO. - - - —Taunton, Mass. 
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[REPAIRS <: STOVES 


AND FURNACES 





Stove Rode, Paste, Stove Putt sce. Wm. T. Dust Go., Detroit. 








° 316-318 NORTH THIRGEY 
WV UVUINAYU LIA, STLOUIS MO. 





UNCLE SAM DAMPER! T2auret 2" 


The handle is enameled wood, will not heat, rigid- 
ly clam andcan otcumeoff. The spring is not 
affected by heat. The stem is a steel rod, all one 
oe and nothing to fall apart ; pointed and easil 
riven throvrgh the pipe. The Damper Plate is 
made of cold rolled pickled steel, corrugated to 
stiffen it and to prevent warping. We callspecial 
attention to lightness and strength of these Damp- 
ers and their desirability for FURNACE pipes. 


“The Difference in Weight Pays the Freigh:.” 
runxach ers pamren. ASK Your Jobber for the “UNCLE SAM.” 
SAYRE STAMPING CO.., Sole Manufacturers, SAYRE, PA. 








ASeEH TUS STOVE MATS 


Are the same as everything else we manufacture— 


THE BEST 


Made of heavy ASBESTOS MILL BOARD, 9 inches, bound with 
metal band and wire ring. Wrapped one dozen to the package, 
As we employ no traveling salesmen the selling 


Direct to You from the Factory Saves You Money 
Write for Catalogue and Prices. 


STUBER & KUCK 


Manufacturers of Pieced Tinware and Specialties 


PEORIA, : : ILLINOIS 














MATTHEWS 








Steel Stove Rings 









@ 
WILLARD 
MFG. CO. WNEATEST AND STRONGEST 
Waterbury, — Wrought Steel Stove R ings 
Conn. THE LATEST AND THE BEST 





WE STILL LEAD IN 








&. A. IRELAND, 





Sales Agent SPUN VRNS AND STOVE TRIMMINGS 
Auditorium Bidg, BUT BE SURE TO SEE OUR 
CHICAGO RINGS BEFORE YOU BUY. 








LYONS SPECIALTY COMPANY, Lyons, lowa. 


We are NOW the manufacturers and jobb:rs of the 


EVERLASTING CHIMNEY CAP. 


Made of cast iron and fits any chimney. Sets on top and is held in place 
by cement. Collar at tepof cap for round pipe when necessary to extend 
the chimney. No chimney is complete without it. 

We can now make prompt shipments and solicit orders from the jobbing 
and retail bardware trade. 


Feb. i.e LYONS SPECIALTY CO. LYONS, IOWA 












DO YOU WANT 


STOVES 


AND 


HEATERS 


that are easily sold and STAY 
SOLD. We have been very suc- 
cessful in designing patterns for 
such. 


TGobeille Pattern Co. 


CLEVELAND, OHIO. 











Ghe GEO. W. COPE 
STOVE PATTERN WORKS 
Cor. Brush @ Woodbridge Sts. 

DETROIT, MICH. 




















eller Stove Pattern C 


| 1110-1112-1114 State St. 
QUINCY, ILL. 














The Milwaukee Pattern Works 


Sketches and Designs for 


| STOVE AND HEATER WORK °*xints. 


Correspondence Solicited. 
\ aa Cedar Street, MILWAUKEE, WIS. 





THE TURNER DOUBLE JET 


GASOLINE 


BRAZING TORCH 


Whexcelied fer Brazing, Tempering, Annealing, 
Fusing and Seldering. Saves HALF THE TIME. 





No. 4 A—#4.50 Each. 
Capacity, One Quart. 


The Turner Brass Works, 
26 N. Franklin St. a 
CHICAGO 








GEIER & PEPPLER, 
Chicago, Ill., Write —‘‘As 
the first insertion of our ad- 
vertisment for a second 
hand Double Seamer did 
the business, it will not be 
necessary for the same to 
appear again.” 
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20 Styles. Strongest and handiest hangers ever made. Always 
give satisfaction where the proper selection is made. All sizes and 
styles alwaysin stock. Immediate shipments. Madeof best mallea- 
‘dle iron. Special Attention is called to our new Royal Circle. 
This circle is superior to the Gem Circle and free sample will be 
sent to all who ask for it. Get our fully illustrated 1902 Catalogue 





Royal Circle. 


and destroy all older ones. The genuine Berger Hangers made (Patented) 


only by 


Berger Bros. Co. ison, adie ters: Philadelphia | 














Stanley Rule anus Level Co. 


IMPROVED CARPENTERS’ TOOLS Soid by All Hardware Deaiers 


NEW BRITAIN, CONN. 








Secure the Agency at Once by Writing Us To-Day 


Wagner Adjustable Never-Jump 
Barn Door Hanger 


with steel roller bearings. Can’t jump the track. 





Adjusts to any size track. Grooved spool so con- 
structed as to permit the door to swing out slightly, 
thereby breaking the force of a sudden blow, as weight 
of door will bring itself back into place again without 
injury to the door, hanger or track. 

Packed one pair in box; steel wheels are finished 
in bright and attractive green oven baked japan, 


making it the most attractive hanger on the market. 





The only hanger of its kind; quick seller; big profits. 


C. S. SMITH MANUFACTURING CO., Works: Milwaukee, Wis. 
Address, Sales Agents, WAGN ER & MARSHALL, 40.Dearborn St., Chicago, Ill. 
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oe MADE BY THE > 


GRAND RAPIDS REFRIGERATOR CO. 


GRAND RAPIDS, MICH, U.S.A. a 
FOR LINING THEIR == 
FAM 
© City ANABLE REFRE 











CATALOGUE & SAMPLE FREE. 
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JUST ONE MINUTE 


IS IT QUALITY? IS IT PRICE? 
We have BOTH in 


The Frost King Separator 


Water and milk not mixed. They are bound to 
please your trade that demand this style of Sepa- 
rator as they sell for from 10 to 25% lessthan asked 
by others. Write to-day for Catalogue and prices. 


Lawrence Mfg. Co., Toledo, O. 
~PELOUZE SCALES © 


ARE THE STANDARD FOR a 


CURACY, DURABILITY & SUPERIOR WORKMANSHIP 








ee 


C 
Buy OF 
E 50 AS SHOWN 24 Lbs 
T 90 WITH TIN SCOOF 
2 BRASS DIAL,TILE TOP. 


eee —— 


YOUR JOoBBER.IN PON GETTING THE PELOUZE MAKE 


PeLouze ScALE & MF6. Co. 


CATALOGUE,35 STYLES CHICAGO. 





J. M. LITCHFIELD 





105 BEEKMAN ST., NEW YORK. 





The BOSS sepaeaTor 


The most complete device for 

» bkandiing milk winter and sum- 

mer. No mixing of milk and 

water. Thousands were sold last 

year, and many more will be sold 
this year. 

Write at once for descriptive 


circulars and prices. 
, Blufiton Cream Separator Co, 
BLUFFTON, OHIO. 











The SUPERIOR 
CREAM 
SEPARATOR. 


The Only Separator That 
Saves Work and All 
the Cream. 


Legs and Strainer 
With Each One. 


For prices and agency 
write 


Superior Mfg. Go., indiana?" 


Indiana. 




















Some Brands 


of Mixed Paints may be all right, 
Mr. Dealer, and then they may 
not. Is it not good judgment to 
lay in a stock which you know 
is right in both quality and 
price? We make such a paint 
and request your writing for 
literature and terms. 


THE FOREST CITY PAINT 
@ VARNISH CO. 


CLEVELAND, O. | 


moon 

















MONON FLORIDA SLEEPER 


The Monon Route and C. H. & D. through Florida sleeper leaves 
Chicago 9 p. m. daily, passing through the picturesque mountain re- 
gion of ast Tennessee and Northern Georgia by daylight, via Lex- 
ington, Chattanooga, Atlanta, Chickamauga, arriving at Jacksonville- 
St. Augustine at a convenient hour in the morning. Dining and ob- 
servation cars. Send for ‘‘Ten Routes tothe South.” City Ticket 
Office Monon Route 232 S. Clark Street, Chicago. 





























There is no other Sifter made that has 
the reputation or is any comparison to the 
Genu.ne Hunter's. 

The only Sifter with a loose cap on the 
handle, so as to clean out the flour that ac- 
cumulates in it while the Sifter is in use 


THE BEST IN THE WORLD 
Combined Mixer, Scoop, Measure, Dredg- 
er, Rice Washer, Pumpkin, Tomato, Wine 
Starch and Fruit Strainer. 
The Fred J. Meyers 
Mfg. Co., 


HAMILTON, - - OHIO. 








e 
S® g@esessesesessss & 


"| J. R. West, Gas city, tat., 


writes: “Please discontinue ad. 
for Tinner, as ! am overwhelmed 
with applicants, and have had a 
man at work some time.” 






































































The Materials we use Make Our mee OWVELS So Good That Buyers Refuse 


Others. 
We want to quote you if your jobber 


can’t furnish our line. Ss 1 


> satu “NEVER-BREAK”’ j eped Write at once 
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THE AVERY STAMPING CO., Cleveland, Ohio. 










—— 








Made of the best English stock by the best and most skiilful 
mechanics moe 

They're st eel laid and the hardening and tempering is done 
with such care that a fine cutting and wearing ede is always 
assures. For further information send fo: our GREEN BOOK 
of Hardware Spe-ialties 


SMITH & HEMENWAY co. 
UTICA DROP FORGE & TOOL CO. Miers. of Cutlery and Hardware Specialties, 
Mfers. of Nippers and Plyers. 





Kin Hee Quick Coffee Pot. 
| WILL MAKE YOU MONEY | 
It is different from any other coffee - pot. 


The Pulverized Coffee is Totally Submerged 
in the Boiling Hot Water ——— 


It’s quick, Pertect. Coffee made in one minute. 
It’s economical, Reliable. Durable and clean, 
It’s superior to all metal or bag straining systems, 
Only a plain piece of brown muslin used asa strain- 
ng cloth, to separate the liquor from the 
grounds, 




















Welte forpesGentarnte Semen Becta. oh \ 
Manufacturers and Patentees, - 
Corner Water and Walnut Streets, 
Cincinnati, Ohio. 
Sole Owners and Manufacturers for the . 


Dominion of Canada, 
Tue Esy, Barn Co., Ltd., Toronto, Canada, 








The Best Coffee is KIN HEE, 
packed only in one pound 
hermetically sealed cans< = = = 

















“WO” 


pana hee. 
Write “ap “a oe x thus mean 


nw Yopkins ra Qtten Oras Co 
Norunrch Conn. 


OUR SYSTEM 


enables us to handle mail orders with a facility that has 
given us a deserved reputation in this line. We are 
wholesalers of shelf hardware, house and bank trim- 
mings, ‘‘Cutler’s Easy” tools and cutlery. 


CUTLER HARDWARE CO. 


WATERLOO, IOWA. 


Vader 
> a 


















296 Groadway, N. Y. CITY. 



































The Pump 
that 7%: 


YERS 


Sj ow 





SPRAY Double-acting, 
PUMPS Lift, Power, Tank 
UMP 





Pl UMP ete 
Barn Door Han [s 


HAY TOOLS 


of all kinds. Wri S 
for Cir's and Prices 
EEE E.MYERS & 
> GAs Ashland, 0. 

















“BOLT AND SCREW CASES 


Will pay for 
themselves ten 
fold in saving 
of time. In gen- 
eral use by 
modern hard- 


| 


¢ 
* 
ee | 
{ 


2 
~ 
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. ‘a 
ae 
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ware dealers, 
machine 
shops, bicycle 
stores, pattern 
shops, etc. 


. 

* 

+ 
“lq 
J\4 
+4 
ar 
bit 
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For Sale 
by 
Hardware 
Jobbers. 





For Catalogue “‘d” Address the 
Manufacturers 


AMERICAN BOLT & SCREW CASE CO. 


DAYTON, OHIO, 


Only One Night 
10 FLORIDA. 


In addition toits regular 9a. m. and 8:30 
p.m. train service for all points south, 
the “Big Four Route” is running a 
Pullman drawing room sleeper on its 1:00 
pm. train, daily except Sunday, Chi 

to St. Augustine, Florida, via: Indian- 
apolis, Cincinnati, Atlanta, Macon and 
Jacksonville, only 32 hours en route 
This train is known as the ‘ Chicago- 
Florida Special,” and is strictly up to 
the 20th century mark. Call onagents 
for rates and tickets, via: “Big Four-Q & 
& Route,” or address, 


J. C. TUCKER, 
Gen’! Northern Agent, 
234 Ciark St., Chicago. 







































Cuas. F. MALone, 


ROLPE, IA., 
WRITES: 
“Tt T went to South Arica T 


would want Che American Artisan 
sent to me.’’ 4 
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Do You Know 


0. K. WASHING MACHINE 


is the best made, the lightest running and the 
most attractive washer on the market? Are you 
selling it? If not, why? Every first-class dealer 
should sell it, because it is made of the best 
materials, by the best mechanics that can be 


obtained, and every one sold will sell another. 
Write us for Circulars and prices. 


H. F. BRAMMER MFG. CO. pavenport, iowa 


WHITE LILY 
WASHER 


LIGHT RUNNING. 


Sold direct from manufacturers to dealers. 
Only one dealer in each town. 

















HIGH SPEED. 


SEND US A TRIAL ORDER. 


WHITE LILY WASHER CO. 


DAVENPORT, IOWA. 
SAN FRANCISCO, CAL. 


White Lily Washers Wash Lily White. 


TOLEDO, OHIO. 














The Greatest Stove and Range 
Wagon Ever Built 












GHIPMAN, BRADT 4&4 CoO., 


DE KALB, 


Locations for Industries. 


Manufacturing is rapidly developing 
al the lines of the Chicago, Milwau. 
kee & St. Paul Railway. Industries on 
a large scale now extend to the Missis- 
sippi River with indications of reaching 
the Missouri. Machinery and all the 
higher classes of manufactured goods are 
now being exported from this business 
territory to all parts of the world. 

The Chicago, Milwaukee & St. Pau! 
Railway Company's 6,600 miles of rai’ 
way, exclusive of second track, connect- 
ing track or sidings, traverses eigh' 
states, namely: ; 


GAKOTA MINNESOTA uperurre 
GaKoTA IOWA WISCONSIN 


———s 7 — MISSOURI ILLINOIS 
Throughout. 
which comprise a territory full of nat 
ural resources and advantages, This 
railway is geographically well loczted 
in relation to the great markets and dis 
tributing centers. Beyond its lines is > 
vast an oe developing territory ex 
tending to the Pacific Coast. 

The Company gives unremitting at 
tention to the development of local traffic 
along its lines and, with this in view 
seeks to increase the number of manu- 
facturing plants on its system, either 
through their creation by local enterprise : 
or the influx of manufacturers from the 
east. It has all its territory districted ir 
relation to resources, adaptability and 
advantages for manufacturing. Specific 
information furnished manufacturers ip 
regard to suitable locations. Address, 


LUIS JACKSON, 


:ndustrial Commissioner C., M. & St. P. R’y. 
660 Old Colony Bidg., Chicago, Ill. 


60,000 
FLIES 


in a single day is the record 
of the 


NEW IDEA FLY TRAP 


This trap is 11 inches in di- 
ameter and 22 inches high, 
and is placed outside the 
building, catching the flies 
before they have an oppor- 
tunity to get indoors. It is 
the only invention that will 
satisfactorily free homes, 
offices, stores and shops of 
the fly nuisance. 


NEW IDEA FLY TRAP CO, 


CISSNA PARK, ILL. 
































PERFORATED METAL 
sconmceamctenatetatetame tans tahatatataheat eae 


THE ROBT-AITCHISON PERFORATED METAL ‘ 
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SPO 





CAGE 





Paategrastte Reproduction — Entire pment Made 
“ by Our Company, in Bight Feet Seetean 


Retail Room, 225 ft. Deep, 55 Ft. Wide 19 ft. Ceiling. 


MASONIC TEMPLE--Fifth Floor 
Offices and 


WI7TC71D 


Display Kooms 


ware TIME-SAVING SHELVING — Make Your Gnods ‘Sell “Themselves with 
helving thct Doubles Your Popularity, Value of Clerks and Capital. 


COMBINATIONS TO SUIT ANY STORB, 


PERSON OR PURSE 


Expert Designers of 
Hardware Shelving 


of Stock 


Manutfacturere 


arren’s Patent Glass Front Drawer Hard- 
ware Sectional Shelving 


Catalogue Cabinets...Bolt and Screw Cases 
and Other Hardware Fixtures 


115 


and Correct Arrangement 


CHICAGO, U. S. A. 





a 













EVERY POINT 


QUEEN 


SHEARS 
2 MADE 


FOR 


WORK 


EVERY FEATURE 








IS APOINT OF EXCELLENCE 
IS A CUTTING FEATURE 


Kirk & Cou, "Distributors 
ST. PAUL, MINN. 


in 


eR 








4 








The Hessler 


Rural Mail Box 


Best and Cheapest. Adopted by 
the U.S. Government. 
Price $1.00. Dis.to the Trade. 


H.E. Hessler Co., 


isSyracuse. N. Y. 


“Yankee” 
Drills 


} NO. 41—AUTOMATIC DRILL 





2. 5.7 IZ 



















incall) 


MAGAZ NE FOR DRILLS IN No. 40 AND 4° 












NO. 40—AUTOMATIC DRILL, WITH RATCHET MCVEMENT 


Sold 
by Leading 
Jobbers. 
Send for 

' , “Yankee’ 


Tool Book. 
No. 50—RECIPROCATING DRILL FOR W90D OR METALS 


North Bros. Mfg. Co., Philadelphia, Pa. 





NO. 42—AUTOMATIC DRILL 








A WONDERFUL INSTRUCTOR. 


I want every hardware 
dealer to handle The 
Key to The _ Steel 
Square. It is of metal, 
4xé¢ inches. It tells what 
ue figures to use on the 
i Steel Square for all of 
a the cuts and bevels for 
common rafters, jacks, 
hips and valleys for 
octagon and square 
roofs. It gives their 
lengths from | to % inch 
rise per foot run. it 
tells what figures to use 
to frame to any degree. 
Complete with instruc- 
tions and mor case. Every carpenter wants it and 
most all will Sey it. Retaii price, 81.50. Write for 
trade price. Albert W. Woods, Arch’t, Lincoin, Neb. 











To California 


Three trains Chicago to San Francisco asd 
Los Angeles every day via 





The Overland Limited, the luxurious eleo- 
trio-lighted train, leaves Chicago daily at 
8p.m. Less than three days en route. Two 
other daily trains leave Chicago at 10 a. m. 
and 11.30 p,m. All the luxuries of modern 
travel. Write for illustrated booklet and 
full particulars. 


Chicago & North-Western Ry., 


W. 6. KNISKERN, 
PASSG’R TRAFFIC MANAGER. 


CHICAGO. 
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THE TAYLOR & BOGGIS FOUNDRY CO.| 


MANUFACTURERS OF 
Largest and Best Equipped Factory in the 


South for the Manufacture of 


— Hardware, Dampers and Damper Clips, 
il. and Gas Stoves, Furnace Lamps, Molasses 
Gates, Letter Boxes, Hardware Specialties. 
SAD IRONS, Country 
and Stove HOLLOW 
WARE, Ground and 


Unground;, SUGAR 




























































@ureed gee KETTLES, ENGLISH 
A full (armed 8 ape SAFE leadi POTS, Castiron SHOE 
We claim Purity and Safety, eading| LASTS and STANDS, 
and Substantiate this claim Nally COR- 
assort- with CSrarets.. Cectinenten, Hardware NER SINKS, GRATES, 
Look NAME OF UTENSIL. REVERSIBLE CAST 
ment of | tor this oo ~ PP 
these mono 
ea House- 
goods BLUE 
PAPER fu 2 hi 
and | Patented Pe 181m rnishin 
for sale | pastea =“ g 
on every 





Kit t Snaipte Bo. 18.000. New Yorx, Deo. 7, 1896. 


by all the | ttest aa Stores. 





v. ; 
AGATE | comstm™Eree Estationy, 
NICKEL- Plerre 
{intuit WHY NOT WRITE FOR OUR CATA- 
ame sari 1 ptenag er 8 at LOGUE? It cannot fail to prove of 
ARE as ho agen quatene chonis tftdqus Sun interest and value to you 
a guar- Ware” and have made a careful <hemical analysis 














of the of the same. 
antee of He ESET mnie natty pore and fu 
Absolute | Mcencl't: to: on cotaery ond Scetne pen 
PURITY mr a. | 
XxX. 
and Double 
SAFETY Copyrighted. 
Read carefully the Chemists’ Certificates. 
awit Lalance & Grosjean Mfg. Co. 


NEW YORK BOSTON CHICAGO 























ECCENTRIC STOVE KETTLE. 


Blacklock Foundry 


SOVTH PITTSBURG, TENN. 

















‘KRAUSE MFG. C 










and forming a stopper to prev ent the grass rolling out. 


> ber 26,055. 








SELLING AGENTS: Hibbard. Spencer, Bartlett Co.. Chicago, Il! 


Vonnegut Hardware Co., Indianapolis. Ind ; T. Dunn & Co., V ancouy er, B.C. 


Notice is hereby given that Jacob L. Bieder, of Chicazo, Ill., doing business as 
the Chicago Canvas Goods ©o.. has been infringing the patent covering the Grass 
Ca riers made and sold by the Krause Mfg. Co.. and known as the 
“Ideal Adjustable Meta! Bottom Grass Carrier,” and that the 
Krause Mfg. Co. has filed its bill of complaint in the Circuit 
Court of the United States for the Northern Division of the 
Northern District of [)linvls to restrain and enjoin Jacob L. Bie- 
der, d. ing business as the Chicago Canvas. Goods Co., from 
infringing said patent end from making and selling such in- 
fr nel: ¢ Grass Carrier, which suit is now pending and is known as num- 


; Simmons Har!were 
Co.. St. Louis, Mo.; E. P. Deltews, New York City; 8S. P. Townsend & Co. Orange, N.d 
Baker Hamillitcen & Co.. San Francisco, ‘ ; Hawley Hardware Co., San Diego, Cal.; Roberts, Sanford & T aylor Co., Sherman, Texas; 
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7701GOLDSMITH AVE. 
CHICAGO, ILL. 


PATENTEES AND MA NORAGTUNRES OF 


THE IDEAL and VICTOR ADJUSTABLE GRASS CARRIERS 


The Best Selling Carriers on the Market. 
The “IDEAL” ts the only adjustabie “full” metal bottom carrier made. Can be adjusted 
from 1°-inch to 20-inch mowers. 1s very durable and first-class in every respect. 
The “VICTOR” is a canvas | ot om carrier with a Galvanized Iron front to prevent wear, 



















A 
Remarkable 
Photograph 

Taken by 
a Wonderful 
Light. 


The above photograph (greatly reduced) was taken at 9 p. m. in the store 
of Manchester, Gill & Dodds, of Skidmore, Mo. The store is 60x60 ft. and 
* 





is lighted by only three 


“DORAN LIGHTS” 


That three of them can light a store of this size and then give light to 
spare to permit of,a photograph being taken, is a testimonial in itself. 


Send for Catalogue and Full Particulars. 





ACORN BRASS MFG. CO., 


Dept H. CHICAGO, ILL. 





ey -N7-N) 4 





WRITE DIRECT TO 
BRISCOE AFG.CO. bETRoIT. MICH. 





A SNAP FOR YO YOU, MR HARDWARE MEN, 


HE AGENCY 


THE PETERSEN EVERLASTING STEEL 
BARN DOOR LATCH AND HOLDER. 


This Latch is doub/e-acting, will hold your barn door open 
orshut. Is the ONLY barn door latch and holder on the 
market without a epring to it which generally gives out ina 
y arortwo. Weaiso make a Steel Latch for Sliding Barn 
doors on rollers. 


LYONS SPECIALTY CO., Sole Mfr's, Lyons, Ia. 

















An EYE to EFFECT 


shouldlead you to 
illustrate your ads. 








Our Eye Catch- 
ing Cuts are 


<9 








Our Eye 
Catching Cuts 
are Clear Cut, 









Catching Cuts 
are Popular, - 






Specially 
apted for 


Hardware Men. 
= 


> 
tine <> Great Variety 
> bag é to Pick From 










At Lowest 
Prices Ever 
Made in These 








Daniel Stern, 
69 Dearborn St 
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OODOODOOODOOODOOOOOOOOOGOO 
src ENTERPRISE-@g wt 


Corrugated Spout Fo O d CJ h O p p e rs Be & Electric Power 


ge TINNED -@eg 






i 
SSS 












$ 





No. 3 $5.50 


Raisin Seeder 





No. 100 chops 2 lbs. of Meat per minute $1.50 
No. 300 chops $ lbs. of Meat per minute $2 25 
Four Knives with each Machine cies Oe 0100 
Fine Medium Coarse Nut Butter Cutter — + 
Cold Handle. Polishing 
IRONS 

















Order from your Jobber Illustrated Catalogue Free 








No. 750 $8.50 The Enterprise Mfg. Co. of Pa. No, 82 $7.50 doz. 


esesesesess 


N. Y. Branch, 10 Warren Street Philadelphia, Pa., U. S.A. San Francisco Branch, 105 Front Street 


® ati 
OOOOGOOGOOOUOHOOOOGOGOOGE 









“THE BOARD 
OF TRADE” 





If you can see the slightest gain in your competitor’s trade—-or the 
least falling off in your own-—it's time to patch up matters. The 
only excuse you can have for a slow trade is that you don’t write 
for our prices of Enameled Steelware and Tinware and get thor- 
oughly posted on the largest and best line in the world. Write 
to our nearest office. 


NATIONAL ENAMELING 
AND STAMPING CO. 


EW YORK BALTIMORE ST. LOUIS NEW ORLEANS 
CHICAGO MILWAUKEE 
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HARDWARE 
CUTLERY 


BICYCLES 
SPORTING GOODS 








GRE AWOREESTR 
HARDWARE ( 








CUNS TINPLATE 
RIFLES | AMMUNITION 
The DIME SCREEN DOOR CHECK 
Will have a very large sale this season. It will be 
advertised in all the Leading Magazines, and 
the demand will reach every hardware dealer. 


GET READY 


PATENTED. 











Fig. No. 1. 





Fig. No. 1. illus- 
trates the closing 
door bringing the 
plunger on the 
door in contact 
with the top of the 
rubber bumper 
throwing it up to 
position as in Fig. 
No. 2. 





Fig. No. 2. 


The Door re- 
hounds from the 
concussion and the 
rubber drops by 
gravity to position 
as shown in Fig. 
No. 3, allowing 
the door to close. 





| \ 
i 
| N 


Fig. No. 3. 


Weask both Jobber and Retailer to ORDER NOW. 
It may be difficult for us to supply you when the 
season opens. 


CALDWELL MFG. CoO., 


ROCHESTER, 


N. Yes 


U. —* FP. 








- 





BOOKS BY MAIL. 
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t# The publisher of Tie AMERICAN ARTISAN will take pleasure in supplying Books, of whatever character, at catalogu® 
prices, prepaid by mail, to any address, on receipt of price. The following are in lines specially represented by this journal. 








SHEET METAL WORKING. 


TIN, SHEET IRON AND COPPER PLATE WORK. 


This is a work of the greatest value to al: who work in sheet metal. It de- 
scribes the method of laying out nearly everything which the metal worker wi ! 
be called upon to make. Joint-+,eibows,and ail kinds of kitchen utensils are 
fully described. The work is supplemented by rules for mensuration and hun- 
dreds of valuable receipts. By L.J.Biinn. This book comtaigs 296 pages, with 
169 illustrations, bound in cloth. Price $2.50. 


THE CORNICE WORK MANUAL. 


Is a 240 page book, illustrated with 184engravings. It is thoroughly 
indexed and attractively gotten up, with substantial red cloth covers, 
embossed in gold. Chapters treat of The Cutters’ Bench, Drawing Tools 
and Angles, Cutters’ Tools, The Entablature, The Reading of Drawings, 
The Measuring of Cornices, Estimating, Right Angle Mitre Patterns, 
Bracket Patterns for Panel Sections, Right Angie Return Mitre Pat- 
terns, Patterns for a Pediment and ‘Iheir Development, Patterns, fora 
Segmental Section of a Pediment, Details and Patterns for a Finial, 
Bracings and Fastenings of Cornices to Buildings, Staging and Scaffold- 
ing for Cornice Work, Ornament Stamping Machine, The Management 
of Ropes and Hoisting Tackle, Plan and Details of a Gable and Horizont- 
al Cornice, Detail of Slating and Slaters’ Tools, Details for Horizontal 
and Raking Mitre Patterns, and the development of Details and Patterns 
of the Turrets. Price, 83.50. 


THE TINSMITHS’ PATTERN MANUAL. 


A 250 page book, containing over 200 illustrations. By Joe K. Little 
This book gives severa] methods for develop ng some of tne, most difficult 
and complicated patterns. It also devotes considerable attention to 
patterns of irregular shape and unequal taper. The laying off of pat- 
terns by triangulation is shown at length. This book is eminently prac- 
tical and is recognized as the paramount practical authority in its 
chosen field. Price, $3.50 per copy. 


SHEET METAL WORKERS’ GUIDE. 


A collection of rules and diagrams, for describing the most useful 

posserne ordinarily required, preceded by chapters on Sheet Metal Work, 

ldering, Geometry as applied to Sheet Metal Working. By W. J. E. 
Crane. Price, postpaid, 60 cents. 


100 TINNERS’ PATTERNS. 


The AMERICAN ARTISAN Full Size Patterns, printed on manila 
paper, from which they are readily transferred to heavy sheets and cut 
out ready for use. Price, sent postpaid, for the full set of 100 patterns,#1.00 


PATTERN-MAKERS’ HANDYBOOK. 
A valuable work for the beginner. It is thoroughiy practical and has a de- 
eervedly large sale. By P. N. Hasiuck. 12 mo, 144 pages, with 107 illustrations 
and glossary. © Price S0c. 


THE WORKSHOP. 
THE WORKSHOP MANUAL. 


A book thatevery sheet metal-worker needs. Contains useful rec- 
pes, of all kinds, patterns for a number of common sheet metal articles, 
miscellaneous tables, of great practical information, a chapter on mold- 
ings, one on metals, one on slate roofing, etc. By J. J. Davies, 98.50. 


MANUAL OF RECEIPTS. 


By Sidney P. Johnston. Contains 241 pages, giving 1.718 recipes for 
soldering, polishing, painting, hardening, writing on, nickeling, whiten- 
ing, ungilding, varnishing, turning, testing cleaning, mending, marbling, 
lacquering, japenning, cementing, coating, decorating, graining, anneal- 
ing a SaaS the various metals. It occupies a field of its own. 

Tice, $3.50. 























HOW TO MIX PAINTS. 


Hints for Painters, Decorators and Paperhangers. Price, 25c. 


EVERYBODY’S PAINT BOOK. 


By Gardner. Price, 25c. 


HEATING AND VENTILATION. 
HEATING. 


BALDWIN ON HEATING, or Steam Heating for Buildi »  & 
description of steam-neating apparatus for warming and ventilating 
large buildings and private houses. With remarks on steam, water and 
air in their relation +o heating, to which are added useful miscellaneous 
tables. By W. J. Baldwin. Revised and enlarged edition, !2mo., 384 
pages, cloth bound. Price, $2.50. 


HOT WATER MANUAL. 


With Information and Suggestions on the Best Methods of Heati 
Public, Private and Horticultural Buildings. Treatise on the High an 
Low Pressure Systems, Bath Apparatus, Hot Water i. :- for Public 
Institutions. Duplicate Boilers, Radiators, Laundry le Stoves, 
Swimming Baths, Turkish Baths. Causes of and Hints to Prevent Fat- 
are. By Walter Jones. Price, 3.50. 











STEAM AND HOT WATER FITTERS’ 
TEXT BOOK. 


Pre for the Steam and Hot Water Heating Course at the New 
York Trade School, with Supplementary Chapters on House Heating, 
Specifications and Surface Estimating. By Thos. E. McNeil. 140 pages, 
numerous illustrations and diagrams. 5x7in., cloth. Price, $1.00. 





DANIEL STERN, cocci 


THE PRINCIPLES OF VENTILATION AND HEAT- 
ING, AND THEIR PRACTICAL APPLICATION. 


The boo: is free from unneccessary technicalities and is not 
burdened with scientific formule. Itis invaluable to Architects, Physi- 
cians, Builders, Plumbers, and those who contemplate building or 
remodeling their houses. Large 8vo, cloth. %6.00. - 





HOT-WATER HEATING, STEAM AND GAS FIT- 
TING; ACETYLENE GAS—HOW GEN- 
ERATED AND HOW USED. 


For Plumbers, Steam Fitters, Architects, Builders, Apprentices and 
Householders. Containing Practical Information of all the Principles 
Involved in the Construction of Steam. Hot- Water, Acetylene Gas Plants 
and how to properly do Gas Fitting. By Jus. J. Lawler. Revised by Geo. 
C. Hanchett. rge 12mo, cloth, elegantly illustrated. Price, $2. 


HOUSE WARMING MANUAL. 


Containing the #300.00 Essays in THE AMERICAN ARTISAN House 
Warming Competition for cash prizes. Arranged for Publication by Sid 
ney P. Johnston. The latest and most up-to-date practical articles on 
steam heating, hot water heating and warm air heating by the brightest 
minds inthe trade. The volume is a well-bound and artistically printed 
and illustrated volume of nearly 800 pages, with cover embossed fi gold, 
and contains some masterly essays on steam heating, hot water heating 
and warm air heating. Nearly every prominent authority in the heating 
field is quoted, and an application of a and improvements sug 
gested covers all technica) details in a simplified and practical way. House 
plans and diagrams accompany the subject matter, which deals specific- 
ally with radiation, combustion, ventilation, price estimates and the best. 
and latest methods for placing, connecting and utilizing the apparatus. 
adopted. Price, $3.50. 


THE STEAM FITTERS’ COMPUTATION AND 
PRICE BOOK. 


Containing tables of Cubical Contents of Rooms of various sizes, table : 
of Wall Surfaces, Window Surfaces, Radiation required for Rooms, 
with information of generil interest to Steam and Water Fitters. 244 


pecs SO VENTILATION OF BUILDINGS. 


148 pages. By W. F. Butler. Price, 80.50. 


_PLUMBING AND DRAINACE. 
PLUMBING. 


A practical Plumbers’ Work, with numerous illustrations in the text. 
By Paul N. Hasluck. 12mo., 160 pages, cloth bound. Price, $1.00. 


MODERN PLUMBING ILLUSTRATED. 


This work consists of 50 blue prints suitably fastened together, show- 
ing the correct method of connecting different plumbing fixtures in var- 
ious ways, and in arranging the waste and vent pipes properly for a 
plumbing system. By R. M. Starbuck. Size 644x944. 50 plates. Price, $3.00. 


PLUMBING, DRAINAGE AND WATER SUPPLY. 


And Hot Water Fitting. This work treats of drainage, city wells, exter- 
nal plumbing, internal plumbing and fittings, tapping mains under pres- 
sure, ornamental lead work, heating, hot water work, etc. By John 
Smeaton, C. E. 8vo, 236 pages. 217 illustrations, cloth bound Price, 3.00. 


WATER CLOSETS. 


A Historical, Mechanical and Sanitary Treatise, by Glenn Brown, 
Architect, Associate American Institute of Architects. This book contains 
over 250 engravings. The drawings are so clear that the distinctive feat- 
ure of every device are easily seen at a glance, and the descriptions are 
fulland thorough. The paramount importance of this department of the 
construction of houses renders all comment upon the value of such &@ work 
unnecessary. Neatly bound in cloth, gilt title. Price, $1.00. 


A TEXT BOOK TO PLUMBING. 


A Text Book to the Practice of the Art or Craft of the Plumber, with. 
Supplementary Chapters upon House Drainage, embodying the Latest 
Improvements. By W.P. Buchan, Sanitary Engineer and Practical 
Plumber. Second edition, revised and much enlarged. 370pages. 880 


illustrations. Price, $1.50. 
DRAINAGE. 
Drainage, Sanitary, of Houses and Towns. By G. E. Waring. &2.00. 


LAWLER’S AMERICAN SANITARY PLUMBING. 


For Plumbers, Steam Fitters, Architects, Builders, Apprentices and 
Householders. By Jas. J. Lawler. Containing practical Information on 
all the principles involved inthe Mechanics and Sciences of Plumbing. 
Everything explained in the most simple language, so that it will be im- 

ssible to misunderstand anything. The best illustrated work of the 

ind ever published, showing many new appliances and devices not il- 

—S in any other work. Containing 320 pages, large 12mo, cloth. 
Price, $2.00. 


MODERN PLUMBING, STEAM AND HOT 
WATER HEATING. 


Containing the most modern methods of Plumbing as constructed 
atthe present date. Over 300 illustrations and diagrams, showing the 
various systems of construction in the heating and ventilating by Steam 
and Hot Water systems. Six folding inserts, epi ~ pipe sys- 
tem in plumbing, one-pipe system of both Steam and Hot Water Heat- 
ing. Overhead system. Fan system of heating and ventilation, and 
Steam and Hot Water circuits. By Jas. J. Lawler. 400 pages, large 


octavo. Cloth Price, 9.00. 
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HURWOOD SCREW DRIVERS. 











PRICE LIST. 


Inches: 2% 8 45 678 9 W 12 
Per doz. @38 3.504255 6 7 8 9 10 12 


BELT AWLS. 














The handie can 
neither be split, 
broken or twisted. 

The steel durable 
and warranted. 

A really good tool 
} for a fair price. 
| No sham and no 
cheap goods. Only 
| the BEST. 

Will not cut the . 
thread in Cotton. 
Rubber or Gandy 
belt. 












BABY HURWOOD. 





Entire length, 4 inches 
Blade 144 inches. 
Extra Quality crucible steel of 
7-82 inch diameter. 
A bandy little tool for the best 
pecket and will work a good 
sized screw at that. Made only 
in one size. #3.50 per dozen. 


SCRATCH AWLS. 





aoroo So OoOooOoFSa 





ICE PICKS. 


POCKET LOCK SCREW 
DRIVER. 





Cut Exact Size. 
Made from best stee!.finely tempered 
and polished. ‘4 dozen in box. 


HURWOOD TINNERS’ AWL 


Entire length, Tg in. Blade, 3% 
inches. Price, $4.00 per doz. 




















THE ACME MANUFACTURING CO., Plantsville, Conn, 








MACHINE 
SCREW DRIVER. 


No. 9. 
Three Sizes: No. 5. 9, 12. 


Send for Catalogue ‘*A’’ 























HOME PRIDE | 


MALLEABLE 
STEEL RANGES. 


HEAVY BLUE 
AND BLACK 
STEEL, 


Eighteen and 
Twenty inch 
Ovens. 





4 hie) FF 
‘ v/\, ; 


HOME PRIDE 
RANGE CO. 


MARION, IND. 


, LEFT AND RIGHT 
HAND FLUSH 
RESERVOIRS 





2 2 i 
ze : 4@ 
4 * a — . 
. : 
lad - ~<—e. “4 . — *. .. 
é) be : te ad 
Coe rs ’ 
Ay / 
Rion™ 18” 


Manufacturers che S’’ Patented 


FOOD CARRIERS 


and Serviceable 


for Workingmen’s, Outings, Household and Hospital U 
Inquire of Your Jobber Or 


F. G. 0. EHLE CO., 


Glenwood Ave. and Dupont St. 
BUFFALO, N. Y. 


d + 


\5 Jeamer: 


AC) 








TOWER M FG. of OF 


CIN INL A C) 


MANUFACTURERS 
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Champion Stove Clay 


The only Stove Lining made of crucible materials, 

Packed in 2% Ib., 6 lb-and 10 Ib. pasteboard boxes 
and also in bulky 

Order it from your jobber, 

The best aid most refractory lining made, 


Bridgeport Crucible Co. 


BRIDGEPORT, CONN. 








me Péerless Flue Stopper 


Steel wire springs instead of sheet iron 
stays. 

Stays where you put it, and is absolutely 
soot and smoke proof. 

Made either plain or decorated. 

Send for miniatvre sample and prices. 


Welling Manufacturing Co., 
COLUMBUS, 0. 


The “CHILDERS” PATENT 
STRAINER CUT-OFF 


FOR RAIN WATER, 


A Perfect Cut-Off. 
A Reliable Strainer. « 











/ J =! 
YY 
Dy 





Leaves, sticks, bugs, etc., are 
thrown out by force of the falling 
water, and the strainer works both 
/ ways. Manufactured and for sale 
/ to the trade by 


Galesburg Cornice Works, 


{ fp, 
dud GALESBURG, ILL. 


Sperry’s Steam Kettles. 


Made from very thick metal, with- 
out Stay Bolts, Joint packed in such 
@® manner as to never need repacking. 
A little higher-priced than some, but 
they are safe and tight. 


D. R. SPERRY & CO., 























HOLLOW-WARE FOUNDERS, 





American Family Scale, 


BEST IN THE WORLD. 





itis made of STEEL, TIN 
or BRASS Scoop Top. 


A most beautiful and attractive scale for all 
purposes. Beautifully enameled, ornamented 
and striped. Weighs 20 yo: by ounces. 
Occupies but little space. Is light and easily 
moved. It can be ulated by tu the 
brass screw on top. t is always and 
easily understood. It is a convenient scale to 
use, and has no weights that may be lost. You 
can look this one in the face to prove ite accu- 
racy without looking for weights. E scale 
examined before leaving the factory and war- 
ranted correct. 


MANUFACTURED BY 


AMERICAN CUTLERY Co. 
CHICAGO, ILLINOIS. 

















“Tale of a Good Root” | 


Illustrated booklet 
about Cortright 
Metal Roofing, the 
generally accepted 
substitute for tin, 
wood or slate. Rain, 
snow, sleet and fire- 
proof. Sent free any 
where on request. 


CORTRIGHT METAL 
ROOFING CO. 
Philadelphia & Chicago 























ELEVATORS 


Improved, Quick and Easy Rising 
Steam and Hand Power. 


KIMBALL BROS. CO., 
106! 9th St.,Council Bluffs, lowa} J 

OMAHA BRANCH, = 

108-110-112 N. 11th Street. 




















HOMESEEKERS EXCURSIONS 


rio russoaye VIRGINIA 
Via NORFOLK & WESTERN RAILWAY 


For all information as to Rates and Tickets and for 
LAND PAMPHLETS and descriptive matter, address 





ALLEN HULL, D. P. Agt., Columbus, Ohio 











Magie Pattern Rule 


Will lay out patterns for any size and angle of elbows in three minutes’ time. C 0 
ai 


Can also be used as Straight-ed 


Lufkin 
Rule 


Rule, Circumference Rule and Trammell. 


Should be in every Tinshop. Will save its cost in a few weeks. Thousands 


are in use and every one giving excellent satisfaction. Price, complete in a 
AMEBICAN 


nice wooden box with Chart. net cash. (Mention Tux 


Saginaw, Mich. 


ARTISAN.) 
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Don’t Be Deceived °“*in*'* 
NicCliure’s Genuine Charcoal 
Iron Redipped Roofing Tin. 


McCLURE & CO., 


Manufacturers of Tin Plate. 


SBURGH, PA., 
t, 213 & 215 Second Ave. 


PHILADELPHIA, PA. 
11S North 7th Street. 





The “CENTENNIAL” 
pa Cut-Off 








EXCELSIOR 


FOR PACKING PURPOSES 


Ask for price F. 0. B. Your station. 


ae 


Sash 
Balances 


Are you selling 
them? 


In use Everywhere. 
Look for the Metal 
Tapes in All New 
Buildings. - 


Folder No. 2 
sent free. 


PULLMAN MFG. CO. 


Rochester, N. Y., U. S. A. 


BRADLEY 
SHELF 
BRACKETS. 


Strong, Light and All Right. 











THEO. P. HUFFMAN & CO. 


648 & G50 W. 34th Street, NEW YORK CITY. 
We Make a Specialty of 


URNACE MEN'S SUPPLIES 


Heater Pipe Plates. 





ATLAS MPG. CO., New Haven, Ct. 








Ae Reaaee 20-26 20-28 20-2914 20-32% 
RRS 20-28 20-2914 20-3214 20-30 
| ORS: 20-28 21-321, 20-39... 


Asbestos Cement, Paper and Anchor 
Paste, Excelsior and Perfection Hot 
Air Pipe, Jack Chains, Pulleys, U. S. 
Dampers and Clips, Hot Air Regis- 
ters, Ventilators and Face Plates. 


THEJ.M.&LA. OSBORN COMPANY 


Cleveland and Columbus, Ohio. 


STEVENS 


LITTLE 
TIP-UP 
PISTOL 


This business was established in 1864 to man- 
ufacture this little pistol and we are still 
making them. 


In addition to this we 
make a very large line of 


Fine Target Pistols 


Which have always been the choice 
of the expert marksmen and hold 
nearly all of the world’s records. 


PISTOL SHOOTING IS GROWING IN POPULARITY 
AND YOU SHOULD HAVE OUR LINE IN STOCK 

























Your Jobber has them. 


J. STEVENS ARMS & TOOL CO. 


No. 245 BROADWAY 
CHICOPEE FALLS, MASS. 


Send for our.Catalog. 



















The “Globe” Ventilator 
snd with Glace Gone Tor Skylab 

purposes. 

For Perfectly youn 

Son fintssece Hove Rootes ot ‘Sentieae 


Smoky Chimneys Cured. 
tee ** Globe*’ Ventilated Ridges. Send 
tee, ev. 


r Mamutactun J by 
5, 1008, Globe Ventilator Co.,Troy, N.Y. 







f 
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ATKINS ‘3; 


GENVINE EXCELSIOR SAW TOOL 


Comprising Combined Side File, Jointer and Raker Tooth Gauge, Setting Block and Tooth Set Gauge. 


Beware of base and 
cheap imitations 
claiming to be ‘‘just as 
good’’ as the Atkins. 

If you want a cheaper 
tool, our ‘‘ Leader’’ 
will suit you. 


Nearly One Million 
sets of Excelsior Tools 
have already been sold. 
Most popular tools for 
keeping cross-cut 
saws in order on the 
market. 


LEADING SAW AND TOOL MANUFACTURERS. 
K. C. ATKINS @ C *9 Factories: INDIANAPOLIS, IND. 
Branches: New York City. Memphis, Tenn. Atlanta, Ga. Minneapolis, Minn. Portland, Ore. 
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